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How Will the Federal Home Building 
Service Plan Affect the Retail Dealer? 


The Federal Home Loan Bank Board recently published a very handsome and attractive 
book describing a program to be known as the Federal Home Building Service Plan, which, 
according to the board, “offers the savings and loan company a magnet to attract the most 
responsible type of borrowers.” Further the board says, “it seeks to link architects and tech- 
nicians with the lending agency, to supply technical guidance in all phases of home building— 
planning the home, selection of a structure suited to family needs, site and neighborhood; 
specification of and a check upon the use of proper materials, and supervision of construc- 
tion.” A study of the plan as outlined in this book seemed to indicate that under it the retail 
lumber dealer, as the building authority in his community, would be compelled to readjust 
his program. In order to clarify this situation, a representative of the board was asked to 
clear up some moot points in connection with the plan. A letter from the AMERICAN 
LUMBERMAN, and the reply from the Home Owners’ Loan Corp., will be found on page 22 
of this issue. The particular questions asked and replies to them, taken from this correspon- 


dence, are listed below: 


Q. Just what place in your opinion will the retail 
lumber and building material dealer occupy in con- 
nection with the Federal Home Building Service 
Plan? 

A. “The place which the retail lumber and build- 
ing material dealer will occupy in connection with 
this program is entirely up to his particular group. 
Of course there is a big job involved in acquainting 
the lumber dealer with the program and in answer- 
ing the questions which will naturally arise in his 
mind. As the dealer begins to see the opportunity to 
facilitate the financing of the projects which he 
initiates, and to appreciate the value of having assur- 
ance that the materials he supplies will be incor- 
porated in the house under competent technical 
supervision, his active co-operation should be forth- 
coming in most cases. Of course a seller of low 
quality materials will not find the plan as advan- 
tageous as the auality dealer.” 


Q. Will the Federal Home Building Service Plan 
tend to throw into the discard plan services and plan 
books that now are generally used, particularly by 
the lumber and building material dealer? 

A. “The plan will not throw into the discard plan 
services and plan books now generally in use. Where 
existing designs are good and where local techni- 
cians approve them as appropriate to the particular 
locality, they can very easily qualify under the 
service.” 

Q. Will the building and loan associations that 
tie in with this plan restrict their loans to houses 
Luilt under the Federal Home Building Service Plan? 

A. “At the start it is not practical to restrict all 
loans to homes built under this plan. However, the 
)rineiple that those who lend money upon the secur- 
i.y of residential buildings should require good 








structural quality in these buildings is now quite 
generally endorsed. The plan looks to the lender to 
differentiate between projects in accordance with 
the measures taken to insure better home value.” 


Q. Under this plan, will it be possibie for retail 
lumber and building material dealers to continue to 
enlist the interest of people in building homes and 
in supplying both plans and materials for these 
homes as they have been doing heretofore? 

A. “The plan was developed to fit into the exist- 
ing home merchandising picture. It does not con- 
template any change in the relationship between con- 
tractor or material dealer and the prospective home 
builder. The only control proposed is directed at the 
preliminary planning of the house to fit the family, 
the site and the neighborhood; a suitable design and 
the translation of that design and the material speci- 
fication into a well built home.” 


Q. Is this Federal Home Building Service Plan 
expected to replace in any way the present activities 
under the Federal Housing Administration, or will it 
in any way confiict with these activities? 

A. “The Federal Home Building Service P!an sup- 
plements the activities of the Federal Housing Ad- 
ministration, but in no way conflicts with it. For 
example, the Federal Housing Administration has 
promulgated minimum standards. The Bank Board 
program offers a means of putting these, or better 
standards, into immediate and active use.” 


Q. Will this plan be available in any way in com- 
munities where there are no building and loan asso- 
ciations ? 

A. “Since the plan is at present restricted to mem- 
ber lending institutions of the bank system, it will 
be available only in communities where such institu- 
tions operate.” [Turn to page 22] 
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WHITE PINE MILLS: Winton Lumber Co., Gibbs, Idaho. 
SPRUCE MILLS: The Pas Lumber Co., Ltd., The Pas, 
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PONDEROSA PINE MILLS: Somers Lumber Co., Somers, 
Montana.—Crater Lake Box & Lumber Co., Klamath 
District. 

Oregon.—Craig Mountain Lumber Co., Winchester, Idaho. 
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LUMBER FOR OVER 


Psi all, results are what count—and Winton has 
been giving dealers the kind of stock and the sort ot 
service that helps them Win. 


A higher level of quality is naturally expected from 
Winton—and it’s backed by a service that’s coinplete 
and satisfying—a service that helps you to Win because 
Winton takes the trouble to analyze your requirements 
cnd to see that you get just what you must have. 


Order from Winton and you can forget buying worries. 
You can depend on Winton to give you everything you 
require to Win. 
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nity for Sales and 
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PAR-TOX is the wonderful wood preservative that gives 
LASTING PROTECTION AGAINST DECAY and INSECT 
ATTACK. Easily applied by brushing or dipping, it pene- 
trates the wood. Painters use PAR-TOX to safeguard the 
durability of their work. Manufacturers use it to protect 
their products—sash, frames, porch work, etc. Colorless, 
odorless, it dries at once. Can be painted or varnished over 
without time-loss. FREE SAMPLE sent with full information. 


Another Parker Profit-Payer for Dealers: 
PARKER’S PRIMERLESS PUTTY 


Oshkosh, 


IRA PARKER & SONS COMPANY Wisconsin 
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printed with easy reading copy in brilliant, fast-to-light inks. 
popular finished size is 22”x34”. 


Check these economical two-color prices: 


50 @ 8334¢ each 100 @ 4534¢ each 
500 


15 
250 @ 2234c each @ 15l4c each 


from this list: 
1. Black on solid yellow. 5. Black on solid light green. 
2. Black on solid red. 6. Black on solid light blue. 
3. Black on solid orange. 7. Red on solid yellow. 
4. Black on solid medium green. 8. Dark blue on solid light blue. 
9. Dark green on solid light green. 


order will convince you. Use Duckine signs, furnished only by: 


THE JOHN IGELSTROEM COMPANY, 





FOR MONTHS OF ALL-WEATHER SERVICE USE DUCKINE 
ADVERTISE your materials right at the job. Use Duckine signs 


0 @ 33c each 


Prices on all other sizes upon request. Select your color scheme 


Delivery in about ten days from receipt of your order and copy. 
Send for samples today. Be ready for that building boom. Ai trial 


MASSILLON, OHIO 
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Prrwn all, results are what count—and Winton has 
been giving dealers the kind of stock and the sort ot 
service that helps them Win. 


A higher level of quality is naturally expected from 
Winton—and it’s backed by a service that’s coinplete 
and satisfying—a service that helps you to Win because 
Winton takes the trouble to analyze your requirements 
cnd to see that you get just what you must have. 


Order from Winton and you can forget buying worries. 
You can depend on Winton to give you everything you 
require to Win. 
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PAR-TOX is the wonderful wood preservative that gives 
LASTING PROTECTION AGAINST DECAY and INSECT 
ATTACK. Easily applied by brushing or dipping, it pene- 
trates the wood. Painters use PAR-TOX to safeguard the 
durability of their work. Manufacturers use it to protect 
their products—sash, frames, porch work, etc. Colorless, 
odorless, it dries at once. Can be painted or varnished over 
without time-loss. FREE SAMPLE sent with full information. 


Another Parker Profit-Payer for Dealers: 
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FOR MONTHS OF ALL-WEATHER SERVICE USE DUCKINE 


ADVERTISE your materials right at the job. Use Duckine signs 
printed with easy reading copy in brilliant, fast-to-light inks. A 
popular finished size is 22”x34”. 


Check these economical two-color prices: 


50 @ 8334c each 100 @ 45%4¢ each 150 @ 33c each 
250 @ 22%4c each 500 @ 15l4c each 
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Prices on all other sizes upon request. Select your color scheme 
from this list: 


- Black on solid yellow. 5. Black on solid light green. 
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. Black on solid orang 7. Red on solid yellow 
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9. Dark green on solid light green. 
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Delivery in about ten days from receipt of your order and copy. 
Send for samples today. Be ready for that building boom. A trial 
order will convince you. Use Duckine signs, furnished only by: 
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Advertising and Selling 
Siamese Twins of 


Modern Merchandising 


AKING THE POSITION that the 
7 purpose of advertising is “not to 
‘sell’ specific corporate backgrounds 
or specific corporate achievements, but to 
teach,” a speaker addressing a Coal Mer- 
chants’ Association in Michigan outlined 
what might be termed “a course in in- 
telligent and effective advertising.” While 
his remarks were addressed to dealers and 
dealt with dealer advertising problems, 
much of what he said may be applied 
equally as well to the advertising of 
manufacturers and may even be made ap- 
plicable in the lumber industry. Refer- 
ence to the purpose of advertising as be- 
ing to “teach,” naturally gives rise to the 
question,. “Teach what?” This the 
speaker, quoting from another eminent 
authority, answered by suggesting a “spir- 
ited public-educational program” as fol- 
lows: 

Wages—whence they come and where they 
go; their priority of claim upon industry’s gross 
income; their average ratio to industry’s total 
costs. 

Prices—why they are what they are; how 
they have been lowered by improved produc- 
tion and wider, easier distribution; why, if the 
manufacturer who pays the wages is to remain 
in business, prices must be maintained; the 
relationship between prices and quality. 

Profits—why profitless business, lacking ade- 
quate incentive for either management or work- 
man, would sacrifice morale and, with morale, 
any respectable standards, either of product- 
quality or of production volume. 

Taxes—no matter how burdensome they be- 
come, who is it that ultimately pays them? 

These are points that could profitably 
be stressed in the producer’s advertising 
to the distributor, the dealer in this way 
being supplied with a desirable back- 
ground for his own advertising to the 
public. 

Here are some points in the technique 
of advertising, suggested by this speaker, 
that apply as forcefully to the manufac- 
turer as to the dealer, for, after all, in the 
lumber and building material business 
particularly, the dealers are the “public” 
to whom first of all the manufacturers 
must address their advertising, and who 
must be properly informed as to the qual- 
ity and service any particular concern can 
guarantee. These points are: 

1. Don’t forget that people like to be asked 
for their business. If you do not give your 
customers constant attention, through well di- 
rected advertising, they will often go to an- 


other supplier, because he lets them know he 
would appreciate their patronage. 


2. The aim of selling should be to leave the 
customer satisfied and in a frame of mind to 
repeat the purchase. For this reason it is im- 
portant not to oversell. Confidence in your 
company can be created by telling the truth. 

3. A policy of selling at a reasonably profit- 
able and uniform price to all goes far in keeping 
customers satisfied. Nothing creates more ill 
will with another customer than to have some- 
one say he bought the same product for a lower 
price. 

4. The modern selling attitude is an adapta- 


Amemean fiumberman 


tion to the customer’s wants, whims, prejudices 
and instincts. The modern merchant will study 
his customers and how to please them, rather 
than study the methods of his competitors. He 
will think in terms of what the customer wants. 

This speaker probably amazed some of 
his listeners when he said: “That story 
about people going to the man who made 
a better mousetrap doesn’t hold water.”’ 
Continuing, he explained: “You will have 
to advertise. You will have to do a good 
merchandising job. You will have to do 
a certain amount of sales promotion, or 
pre-selling, work. You will have to do 
a real selling job.” 

Yes, Advertising and Selling are so 
closely linked that it is difficult to sepa- 
rate them in a real merchandising effort, 
whether it be the manufacturer merchan- 
dising his products to the dealer, or the 
dealer selling these products and his serv- 
ice to the public. 





VOICE OF THE READER 


As a salesman for my firm | offer a sug- 
gestion to, if possible, alleviate the pres- 
sure brought to bear on you regarding the 
"frame house" expression so commonly used. 

| use two terms—denending on the sex 
with which | am dealina. When a lady 
walks in and says she is thinkina of building 
a new house | usually say, "Do you wish 
to fashion it of wood entirely or partly of 
brick?" With a man | uce the more man- 
nish term "construct." The two words fit 
the occasion better and, when driving about 
showing houses, | use practically the same 
terms. 

Since various insulation boards, steel 
work, asphalt and asbestos shincles have 
come cenerally into use, there can be no 
one term to fully describe any house— 
hence whv fret ourselves? 

The word "frame" consistently means "of 
wood." while with brick or steel we erect — 
D. W. DAILEY, Cunningham Lumber Co., 
Toledo, Ohio. 


| want to take this onnortunity of con- 
gratulating the AMERICAN LUMRERMAN 
on runnina some fine articles recently, and, 
if we can be of any assistance, vou mav 
feel free to call on us—R. W. SLAGLE, 
secretarv-treasurer Indiana Lumber & Build- 
ers’ Supply Association. 


| have read with great interest the edi- 
torial in your Auq. 14 issue, headed "Sell, 
Then Produce." That sloaan has been our 
principle for a number of years. In fact, 
it accounts for some of the better volume 
that we have enjoyed as compared to our 
competitors. At a recent meeting, a manu- 
facturer made the statement that anv sales 
manager who sold something the mill did 
not have on hand, was just a darn fool. To 
me that explains why this manufacturer is 
constantly crying because he is not receiving 
any business. We see examples of this same 
situation quite often. | think this article. in 
your publication very timely indeed.—W. C. 
ABENDROTH, secretary-treasurer Robbins 
Flooring Co., Rhinelander, Wis. 


I have resigned my former position to 
enter business for myself, and shall start 
next week the erection of office, sheds and 
buildinas. My first need is the AMERICAN 
LUMBERMAN. I could not get along with- 
out it. | have subscribed for it fourteen 
years. Please enter my subscription for my 
new company.—IRVING S. GLOMAN, 
Wilkes-Barre, Pa. 
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Federal Home Building 
Service Plan Is of Vital 


Interest to Dealers 
CC cow & cee SPACE in this 


issue is devoted to a discussion of 

the recently announced Federal 
Home Building Service Plan, described 
in a book published by the Federal Home 
Loan Bank Board, this discussion taking 
the form of correspondence that has 
passed between the AMERICAN LUMBER- 
MAN and the Home Owners’ Loan Cor- 
poration. In an effort to give to its read- 
ers a clear understanding of what is in- 
volved in this plan and how it may affect 
the interests of retail lumber and building 
material dealers, a number of questions 
were asked, to which replies were made 
by a special consultant of HOLC. 

These questions and answers will be 
found beginning on the front page of this 
issue. These, together with the more de- 
tailed explanations contained in the cor- 
respondence, should be carefully read and 
studied by every dealer who is at all in- 
terested in maintaining his place as the 
building authority in his community and 
who desires to have a free hand in helping 
his people to acquire good, substantial 
homes. 

The backbone of this Federal Home 
Building Service Plan seems to be the 
provision of an architectural and techni- 
cal service, without which no loan can be 
made under the Plan. It is estimated that 
this service will cost from $150 to $300 
for the average moderate-priced home, 
but it is claimed that this initial cost will 
require no greater cash outlay on the part 
of the owner “since technical fees are a 
legitimate construction cost and as such 
are added to the investment upon which 
the loan is computed.” The further state- 
ment is made that “this plan, therefore, 
adds no new element of cost not already 
inherent in any building proposal.” 

There are many good features to the 
Plan, but it gives the home builder and 
the retail dealer no option as to the tech- 
nical supervision required, and it places 
the architect in a position he has never 
before attained in the planning and build- 
ing of small, or medium-priced, homes. 

A point that is giving concern to deal- 
ers who have equipped themselves to sup- 
ply their communities with a complete 
home-building service, including either 


‘ standard or special plans, is that under 


this Government plan the only way they 
can continue to perform these functions 
will be under the supervision of the arch- 
itect or technician selected for these com- 
munities. Inasmuch as every house on 
which a loan is made under this Plan has 
to be planned with a view to the size and 
location of the lot, the desirability of the 
neighborhood, etc., plans offered by the 
dealer, or selected by the home builder, 
will have to be approved by the techni- 
cian before becoming acceptable for a 
loan. It will be noted that in the answer 
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We WOULD RATHER SELL ten articles and make a profit of fifty cents 
each, than five articles at a profit of a dollar each. It may be a bit more work to 
do so, but it is a lot more fun. We would rather hear the wheels hum than squeak.” 
This is the commendable sales policy announced by an eastern retail lumber and 
building material dealer, who advises his customers: “You can buy of us with 
confidence because we raise prices very reluctantly. We have no sympathy with 
a price that is below the cost of production, plus a legitimate profit, because that 
is business suicide. But we are going to be slow to raise prices.” Patrons of this 
concern are assured that prices will be raised “only when we have exhausted all 
sources of supply on standard merchandise at the old price, to keep our busi- 
ness solvent and progressive.” Do you, dear reader, agree with that policy? 
What do you think about it? 


x OR x 
H avine RECENTLY RETURNED from a visit to the Pacific Coast, an 
eastern wholesaler in a letter to the AMERICAN LUMBERMAN says: “I was im- 


pressed with the excellent condition of crops in all sections of the country.” Then, 
in further comment on the situation, he says: “Now, if we could get some grass- 
hoppers onto some of our politicians and labor agitators and kill them off, the 
country would do pretty well with the abundant crops which could be sold at 
remunerative prices.” No doubt there are many more business men who feel as 
this lumberman does than have the courage to so express themselves publicly. 

* * * 


Do YOU THINK THERE will be a car shortage this fall? John McClure 
brings that question prominently to the front in a bulletin to members of the Na- 
tional Hardwood Lumber Association. Recording the fact that car loadings passed 
the 800,000 mark early in July and are expected to reach 900,000 per week during 
the fall, he directs attention to a statement by an authority that present equipment 
is adequate to provide for a freight movement of only about 800,000 cars per 
week. With the number of cars in good order at the lowest point in twenty years 
and this great tonnage in prospect it is obvious that the railroads can obviate a 
car shortage only by an extensive program of repairs and new car building. This 
necessarily will mean a large consumption of lumber. It also means that fore- 
sighted buyers will not permit themselves to be caught with subnormal inventories 
in the face of a probable car shortage. 
* * * 
THe NATIONAL BETTER Business Bureau is calling attention to a revival 
of a racket of which so many home owners were made the victims in the early 
part of the remodeling and home-repairing campaign under the old Title I of the 
National Housing Act. Under this scheme the slickers induce home owners to 
have repairs made, new roofs put on, etc., under an agreement that their homes 
are to be used for displays and there will be no charge. Also that the home owner 
will be paid a commission on neighborhood jobs developed as a result of this “dis- 
play.” Following completion the home owner is induced to sign an acceptance 
of the job, which he learns afterward is really a trade acceptance which usually is 
sold to a finance company, against which he has no redress, and must pay. Then 
he finds that other neighborhood home owners all have been told the same story, 
but asked to keep secret the fact that theirs are “display” jobs. There was much 
publicity given to this racket at the time, but it seems now to have been revived 
and to have found many victims. Dealers should continuously urge people in their 
communities to consult their local dealers or contractors before entering into con- 
tracts with strangers. 
* * * 

H ERE’S A PARAGRAPH selected at random from a bill passed by the lower 
house of Congress intended to stop tax leaks: “In the case of a foreign personal 
holding company (whether or not a United States group, as defined in section 331 
(A) (2), existed with respect to such company on the last days of its taxable year) 
which was a shareholder in another foreign personal holding company on the day 
in the taxable year of the second company which was the last day on which a 
United States group existed with respect to the second company, there shall be 
included, as a dividend, in the gross income of the first company, for the taxable 
year in which or with which the taxable year of the second company ends, the 
amount the first company would have received as a dividend if on such last day 
there had been distributed by the second company, and received by the first com- 
pany, an amount which bears the same ratio to the undistributed supplement P net 
income of the second company for its taxable year as the portion of such taxable 
year up to and including such last day bears to the entire taxable year.” If any 
reader of the AMERICAN LUMBERMAN can understand what all that means he can 
do better than at least some of the Congressmen who voted for the bill, admitting 
that its terms were beyond their comprehension. More work for the lawyers anyway. 
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to a question covering the use of plans 
other than those previously approved by 
the Board the statement is made that “the 
Plan will not throw into the discard plan 
services and plan books now generally in 
use. Where existing designs are good, 
and where local technicians approve them 
as appropriate ‘to the particular locality, 
they can very easily qualify under the 
service.” 

In the elaborate booklet outlining the 
Federal Home Building Service Plan two 
pages are devoted to “Participants in the 
Program and What Each Provides.” In 
order they are listed as follows: The Fed- 
eral Home Loan Bank Board and its 12 
regional banks; the architectural profes- 
sion; the builder; the owner borrower; 
the lending institution. In the entire book 
the only mention of the lumber and build- 
ing material dealer is contained in a brief 
section dealing with “securing the co-op- 
eration of other factors,” in which is in- 
cluded this suggestion: “Many lumber 
dealers and realtors merchandise the 
home as a complete unit and in so doing 
furnish home builders with standard 
plans and specifications. But here, too, 
an independent technical supervisory 
service is lacking. Such dealers should 
be quick to recommend the facilities of 
the technical service to clients because 
the use of quality materials, properly in- 
stalled, makes for a better home and a 
more satisfied customer.” 

Retail associations, as well as_ indi- 
vidual dealers, should carefully study all 
the details of this Federal Home Build- 
ing Service Plan and familiarize them- 
selves with all its implications, to the end 
that progressive lumber and building ma- 
terial dealers may retain all the ground 
they have gained as modern merchants 
and suppliers of homes.and at the same 
time avail themselves of the desirable fea- 
tures of this Plan. 





South to Review Outlook for 
Wage-Hour Legislation 


New Orteans, La., Aug. 23.—The situation 
in respect to Federal wage-hour legislation will 
be reviewed at a meeting to be held here Sept- 
10, of representatives of all groups of southern 
manufacturers, industrialists, business men, 
agriculturists and others co-operating in the re- 
cent educational campaign against the Black- 
Connery bill. The meeting has been called by 
the Southern Pine Industry Committee, it be- 
ing pointed out that the wage-hour bill will be 
among the first measures considered by Con- 
gress when it meets either in regular session in 
January, or special session this autumn. 

Anticipation of injurious effects upon south- 
ern interests caused manufacturers and others 
to be particularly active in opposition to the 
proposed Black-Connery bill. It has been as- 
serted that such a measure would wipe out tra- 
ditional and natural differentials between the 
South and other regions of the country, despite 
lower living and production costs in the southern 
States. One result of the legislation, according 
to spokesmen, would be an increase in prices of 
manufactured articles sold to farmers and to all 
consumers. 


Enactment of the proposed measure, according 
to the committee, would result in closing many 
small establishments, with resultant increase in 
southern unemployment. 
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How Will the Federal Home Building 


Editor, 
AMERICAN LUMBERMAN, Chicago, III. 

Within a few days the Federal Home Loan Bank Board will 
announce a program to assure both the home builder and his 
lending agency a sound investment, and help eliminate shoddy 
construction in the future. Knowing your interest in the small 
home field, I am sending you a copy of our illustrated brochure 
interpreting the program. 

From a merchandising point of view, the program, to be 
known as the Federal Home Building Service Plan, offers the 
savings and loan company a magnet to attract the most re- 
sponsible type of borrower. It seeks to link architects and 
technicians with the lending agency to supply technical guidance 
in all phases of home building—planning the home, selection of 
a structure suited to family needs, site and neighborhood, speci- 
fication of and a check upon the use of proper materials and 
supervision of construction. 


MUST PROTECT INVESTMENT FROM 
SHODDY CONSTRUCTION 


The Bank Board’s interest in this program is obvious. In 
taking over the mortgages on more than a million homes, the 
Home Owners’ Loan Corp. was forced to recondition 450,000 
of them, and the full story of shoddy construction in the small- 
home field was brought to light. Moreover, $200,000,000 of 
HOLC funds is invested in association shares of the Federal 
Home Loan Bank System, and shares of hundreds of building 
and loan companies are insured with the Federal Savings and 
Loan Insurance Corp., another of the Bank Board’s agencies. 
So the Bank Board is viialiy concerned with the problem of 
good construction in the future as a sound security for loans. 

Any comments you may make in your publication regarding 
the plan will be appreciated. Do not hesitate to call on us for 
additional information, and we will be glad to forward you 
material from time to time as the program develops over the 
country—Howarp VICKERY, special representative, Home 
Owners’ Loan Corp., Washington, D. C. 


WILL PLAN RESTRICT FIELD OF LUMBER RETAILER? 


Mr. Howard Vickery, Special Representative 
Home Owners’ LoAn Corporation, Washington, D. C. 

I have just read through the book you recently sent us, 
describing the Federal Home Building Service Plan, and as I 


have read it I have been impressed with the thought that this 
whole plan seems to have been built around the architect and 
is intended to assure the architects a permanent place in the 
picture of small-home building throughout the country. Inas- 
much as this means the addition of from $150 to $300 or more 
to the cost of moderate-priced homes, I am wondering if this 
will have the effect of scaring prospective home builders off or 
making it more difficult for the man who wants to build a small 
home to attain his desire. 

Another thing that has impressed me as I have read this book 
is that the retail lumber and building material dealer under this 
plan may be reduced to the position of a warehouse man to 
whom the contractor may go, demanding the lowest prices 
possible on the estimates supplied by the architect. 

The plan has some very desirable features, and if properly 
administered should result in a better type of construction gen- 
erally, but it seems to very largely restrict the scope of lumber 
dealer activities. 

As a rule, particularly in the smaller communities, the retail 
lumber dealer is looked upon as the building authority. Many 
of these dealers are helpful to home builders in seeing that 
they do get the right quality of material and the right kind of 
construction when building a home. 


MOST JERRY-BUILDING IS DONE BY SPECULATORS 


Our observation has been that the shoddy type of construc- 
tion which your plan purposes to avoid, in the past has been 
found ‘not so much in the individual owner-built home as it 
has been in the houses constructed by some operative builders 
and then sold to an unsuspecting public. Your plan certainly 
should be worth while in putting a stop to this sort of racketeer- 
ing or jerry building that has been so disastrous during building 
boom periods, particularly, in the past. 


May I ask these questions: 


[These questions and the answers thereto appear on front 
page and below—EDIToR. ] 


I realize that the answers to some of these questions are 
fairly obvious, but I have endeavored to cover questions which 
we know will be of particular interest to the field that we are 
serving. 

You certainly have done a fine job in preparing the book 
describing the Federal Home Building Service Plan. It is not 
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(Continued from Front Page) 


Q. Under this plan, will the retail lum- 
ber and building material dealer have 
anything to say about the kinds and 
quality of materials used in home build- 
ing? 

A. “The recommendations of the re- 
tail lumber and building material dealer 
as to the kinds and qualities of materials 
used should, as in the past, be welcomed 
by the local architects or technicians de- 
veloping projects under this plan. As in 
the past, the local technician consults 
with the dealer, the builder, the lender 
and the owner as to the best specifications 
obtainable under the limitations imposed 
by the owner’s financial resources.” 


Q. Will the lumber dealers who have 
become merchandisers and who have 
equipped themselves to provide for the 
home building needs of their communi- 
ties, in any way have their activities re- 


stricted where the Federal Home Build- 
ing Service Plan is put into effect? 


A. “If he is so equipped and wishes 
to do so, the material dealer is quite free 
to advise the home builder in such tech- 
nical matters as planning and designing; 
to fit the prospect to a home suitable to 
family, site, neighborhood and financial 
resources; to supply, either himself or 
through affiliated architects or technici- 
ans, suitable working drawing and speci- 
fications. When properly developed, and 
upon submission to a lender, such a home 
may well qualify for Federal Home Build- 
ing status and be eligible for a certificate 
of registration if the construction has 
been subject to supervision by an ap- 
proved technician as is provided under 
the plan. The operating guide treats spe- 
cifically with the admission of all types 
of home projects no matter by whom they 
are initiated.” 


Q. Where dealers have an architec- 
tural service in connection with their fa- 
cilities, will they be compelled to utilize 
the services of architects selected under 
the Federal Home Building Service Plan, 
or will their plans and service be ap- 
proved for home building loans? 


A. “You will agree, I believe, that 
home plans and specifications too fre- 
quently are developed by those not quali- 
fied by training and experience in home 
building. When such projects reach the 
lender, they are rejected because of tech- 
nical inadequacies. Furthermore, even 
when the project is acceptable for a loan, 
there is no assurance that the plans and 
specifications will be translated into a 
well-built structure. To assure adherence 
to good practice there must be independ- 
ent supervision of construction by an ex- 
perienced technician representing the in- 
terests of the owner and the lending in- 
stitution.” 
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Service Plan Affect the Retail Dealer? 


only unusually attractive, but gives an interesting picture of 
the plan. =e 

I hope I have not burdened you with this long letter and 
that you will be able to find it convenient to give me the answers 
to these questions at an early date—A. L. Forp, managing 
editor AMERICAN LUMBERMAN. 


CONCENTRATING TECHNICAL TALENT BENEFITS ALL 


Mr. A. L. Ford, Managing Editor 
AMERICAN LUMBERMAN, Chicago. 


We appreciate very much your letter to Mr. Vickery of 
Aug. 7 and your frank reactions to the Federal Home Building 
Service Plan. 

The basic weakness of the residential construction field, par- 
ticularly on the homes under $10,000, is the general lack of 
technical participation in preliminary planning, design and par- 
ticularly in supervision of construction. The Bank Board Plan 
is an effort to get recognition of the importance of this techni- 
cal participation. Efficient and economical home construction 
will come as soon as all possible talent is concentrated on the 
problem, and this includes not only the architect and engineer, 
but the material supplier, contractor, and labor. It has been 
this concentration of talent which has produced such outstand- 
ing results in the field of larger construction work. 


The promulgation of construction standards can do little to 
raise the quality of home construction unless there is some 
means of seeing that these standards are observed. By means 
of supervision of construction, standards can actually be put 
into practice, thus protecting the interest of the dealer, the 
owner and the lending institution. 


AIMS AT ENFORCEMENT OF REASONABLE STANDARDS 


The writer is fully familiar with the years of effort spent by 
the retail lumber dealer, individually and collectively, to bring 
the home prospect to the lumber yard first and to control the 
sale in order to strengthen the lumber dealer’s position and to 
take him out of the high competitive situation. The Bank Sys- 
tem program does not conflict in any way with the retail lum- 
ber dealer’s merchandising activities. As a matter of fact, it 
only suggests that the lumber dealer refer the prospect to the 
lending institution early in the development stages to ascertain 
whether the prospect can secure financing before the project 
is developed along lines not acceptable to the lending institution, 
and that the construction of the project be subject to adequate 
supervision the better to insure a good home for the owner, 
a sound investment for the lender, and a project that will reflect 
credit upon the material supplier as well as the contrac- 
tor, * * * 

In those cases where the dealer wishes to free himself from 
such extraneous technical activities (as planning, designing 
etc.) he will see the advantages of referring his prospects to the 
local architects or technicians qualified and approved to render 
these specialized technical services. The plan contemplates that 
such technicians shall work with the dealer, the contractor, the 
lender and the owner in developing the project along suitable 
lines. Certainly no responsible dealer can raise objections to a 
procedure directed towards better planning, designing and ma- 
terial specification—nor will he object to the enforcement of 
reasonable standards through competent supervision of con- 
struction. * * * ' 

You will appreciate, of course, that the lending institution is 
the one factor that has the leverage necessary to compel adher- 
ence to sound building practices. By offering financing advan- 
tages and by preferential treatment of loans conforming to good 
practice it offers an inducement to the borrower, whether he be 
an owner, contractor or operative builder. 

Furthermore, the lender can see that the project is carried 
through as specified, requiring’ the contractor to give full value 
for each building dollar. The interests of the- lending insti- 


tutions and the material dealer are identical on all of these 
points. ; 


DEALER SHOULD BENEFIT IN THREE WAYS 


When homes are developed under the Bank System Plan, 
projects initiated by the dealer benefit as follows: 


The largest loan and most liberal terms are granted by 
the lending institution in view of the fact that the plan- 
ning, designing, and construction factors are more techni- 
cally correct, and that a control is to be exercised over con- 
struction to assure maximum value for the funds expended. 

Second, by bringing the lending institution into the pic- 
ture early in the planning stages, the project is more likely 
to secure adequate financing than if it is submitted later 
when factors, not meeting the requirements of the lending 
institution, may have been injected into the project. 


Third, the plan offers the dealer a local source of com- 
petent technical service at a cost which the small-home 
builder can afford, thus freeing him from bothersome de- 
tails and sometimes with service operations extraneous to 
his retailing operation. 


SERVICE IS LEGITIMATE PART OF CONSTRUCTION COST 


It is generally agreed by the producers of building materials 
and reputable dealers that the services of a competent architect 
and technician are of great value in home building. We merely 
seek a means of making such services available to the builder 
of houses under $10,000, at a fee commensurate with the lim- 
ited building budget of this class of owner. The initial cost 
requires no greater cash outlay on the part of the home builder, 
since technical fees are a legitimate construction cost and as 
such are added to the investment upon which the loan is com- 
puted. I doubt whether dealers who are supplying design and 
construction service even know what this service is costing 
them. In any event the cost is eventually passed on to the con- 
sumer—as it is in any home project, no matter where or by 
whom the service is rendered. This plan, therefore, adds no 
new element of cost not already inherent in any building pro- 
posal. 

The blue Presentation Book upon which your comments were 
based, was intended to acquaint the lending institution with the 
details of this program. Space did not permit of a full treat- 
ment of all the aspects of the program. We now have in course 
of preparation a statement describing how the program bene- 
fits the dealer, the contractor and the operative builder, and 
how these factors may co-operate in each locality with the lend- 
ing institution to step up quality of the homes built therein. 


HIGHER STANDARDS BENEFIT BUSINESS, 
COMMUNITY AND OWNER 


A prime function of the Bank System is to strengthen and 
improve mortgage security in order to adequately safeguard 
Home Owners’ Loan Corporation funds, which are invested in 
the shares of member lending institutions, the advances made 
to these institutions from the regional banks, as well as the 
insurance of shares in these associations by the Federal Savings 
& Loan Insurance Corporation. 

Better housing can best be accomplished by bringing all avail- 
able talent and experience to bear upon the problem. The 
Federal Home Building Service Plan is simply a vehicle for 
the lender, the producer and distributor of building materials, 
the architect and engineer, contractor and the realtor to co- 
operate in furthering this general aim—the better to serve their 
individual needs as well as those of the home builder and the 
community at large. As the source of long term loans, the 
lender’s investment in the home is a continuing one. Since he 
holds the purse strings, he can and should take the leadership 
in providing inducements and establishing known procedures 

(Continued on Page 59) 
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iow about house plan books? Well, 
there’s much to be said about them in one 
way or another. This journal has long 
furnished its readers with representative 
plans, and, so far as we can tell, they con- 


tinue to be popular and valued. We've 
never really been in the plan-book busi- 
ness; but now and then, when the AMER- 
ICAN LUMBERMAN collects some of the 
plans it has printed and issues them in 
book form, the demand is immediate and 
continuing. How do our readers use 
these books? In various ways. There are 
plenty of places where tailor-made house 
planning services are not available; and 
housing prospects select the designs that 
suit them and build from our blueprints. 
There are other places, such as suburban 
“bedroom” towns near large cities, where 
commuters of ample income build houses 
accordingly, and here plan books do not 
attract much attention. These houses are 
done by architects. 

The so called new architecture can be 
almost anything ; from the structure which 
is mostly planes and windows and which 
pretends to be just a piece of the out- 
doors that is heated, to the conventional 
house which is equipped with insulation 
and the new mechanical apparatus. The 
first generally has to be done by a fairly 
fanatical architect, but the second can be 
arranged by a competent lumber dealer. 

If there’s any “average,” which we 
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As bearings for its 
lumber piles, the 
Briggs Lumber Co. 
used narrow gage 
rail on cement foun- 
dations 





doubt, it probably is a house that looks 
like a house and that has scientifically 
designed insulation, heating and lighting 
apparatus, refrigeration and perhaps air 
conditioning. These things call for a cer- 
tain amount of special design in the gen- 
eral outline of the structure, but they can 
be fitted into practically any recognized 
architectural style. 


HELPING THE CUSTOMER 
KNOW HIS MIND 


A rather new use of plan books 1s 
therefore possible. Roscoe C. Briggs, the 
widely-known chief of the Briggs Lumber 
Co., head offices at Oneonta, N. Y., tells 
us that he thinks the plan book no longer 
does its stuff in the old way ; that is, tew 
customers pick out a plan from a book 
and follow it exactly or even approxi- 
mately. But none the less Mr. Briggs 
still finds use for these books. He has a 
lot of them, old and new, which he loans 
to his customers. By turning through 
them, the prospect finds a house that in 
general outline suits him. Then Mr. 
Briggs takes hold, tells the story of mod- 
ern teatures and shifts the customer to 
the uptodate planning service which his 
company offers. But the books have 
served to determine the basic plan which 
suits the customer. It’s his house; one 
that he’s picked out. After that, the im- 
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portant details of construction are shaped 
to the modern pattern. 


This is but one change which Mr. | 


Briggs has noted in the industry. By 
analyzing his sales tickets for some years 
back, he has discovered a thing which in 
general he knew anyway; that the aver- 
age sale, measured in dollars, has shrunk 
in size. Not so many years ago,.this av- 
erage sale ran about $30. Now it runs 
about $10. This is one of those things 
that, like it or not, the dealer must take 
into account. It means a shifting in ac- 
counting, delivery and salesmanship. Em- 
phasis must move to a new point in the 
merchandising graph. 


FINDS DESIGN DETERMINES 
SALABILITY OF HOUSE 


R. G. Pratt, of the Pratt Lumber Co., 
Binghamton, N. Y., told us a story about 
the developing importance of smail-house 
design. A Binghamton bank of which he 
is an official got possession of a tract of 
land which it first tried to sell as it was. 
No purchaser showed up, so in order to 
do something about it the bank built five 
small houses. They were not so good in 
appearance; just plain, inexpensive 
houses that were honestly built. After 
these were marketed, the bank sold a few 
lots on which the owners built houses 
with more of an eye to design and cor- 
responding quality. Evidently there was 
a market for small houses, so the bank 
built some more. The president of the 
bank got interested in the project, and 
made a rather intensive one-man study to 
determine just what made such houses 
salable. He soon concluded that salabil- 
ity turned upon the quality of design, in- 
cluding both attractive appearance and 
internal efficiency. The careful buyer went 
beyond this and asked for quality of con- 
struction. With this as a starting point, 
the bank built a series of handsome little 
houses; discovered that the cost, when 
the planning was careful and comprehen- 
sive, was surprisingly little above the cost 
of the plain and awkward houses ; that the 
salability rose out of all proportion to the 
extra investment. The “small house” in 
Binghamton runs in price from five to six 
thousand dollars. No one need be sur- 
prised that design looms large in the new 
building era. They needn’t be surprised, 
either, that this design, so far as it touches 
general outline, takes to dignity and 
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Its extensive line of merchandise is effect- 


ively displayed, both in windows and in- [ 
side the store, by A. Roberson & Son, | 


Binghamton, N. Y. 





ie 


~> ge so 2h O60 AR sete ine 





ved 


Ar. 
By 
ars 
in 
er- 
ink 
av- 
ans 
ngs 
ake 


" 
Lm- 


the 


Co., 
out 
use 
1 he 
t of 
was. 
r to 
five 
d in 
sive 
\fter 
few 
uses 
cor- 
was 
bank 
f the 


dy to 
ouses 
labil- 
a, in- 
| and 
went 
-con- 
point, 
little 
when 


ehen- ff 


e cost 
at the 
to the 
se in 
to six 
> sur- 
e new 
prised, 
yuches 
, and 


effect- 
ind in- 


_ Son, 





August 28, 1937 


Plans, Financing and Sales 


Using Plan Books --Value of Sound 
Architecture, Engineering -- The 
Speculative Builder, Good and Bad 


proved architectural styles. The following 
may be just prejudice on our part, but 
we guess that in five years the so called 
“moderne” house of planes, flat roofs and 
general appearance of upheaval will be as 
hard to sell as the General Grant Gothic 
houses of mansard roofs and heavy win- 
dow caps. We'll learn something from 
these new architectural vagaries, and cer- 
tain of their offerings no doubt will be 
adapted to use. But at the moment these 
moderne houses appear to be a case of 
love and repentance—in that order; in 
fact something like garlic; “Live alone 
and like it.” 

L. J. Blackwell, of Cotton & Hanlon, 
Binghamton, tells us his company has 
found that carrying a complete line of 
goods for house building has proved to be 
a good policy. This concern does no con- 
tracting ; has a line of reliable contractors 
with whom it works in harmony. It has 
made effective use of both Titles I and II 
of the FHA. 


A NOTABLE EXAMPLE OF 
SILENT SALESMANSHIP 


This department carried, not so long 
ago, a description of the building store of 
A. Roberson & Son. It is a fine example 
of careful display of an extensive line of 
goods. The store is located on a busy ar- 
terial highway and has ample parking 
space within the adjoining yard. One 
feature we noted especially is a series of 
alcoves, something like the shelving in a 
library, along one side. There’s a window 
in each alcove, the shelves are deep for 
ample storage, and the wide space at the 
end of the alcove is a panel for the per- 
manent display of the articles carried on 
the adjoining shelves. There are panels 
along the center of the store, showing 
roofing, tile board, flooring and the like. 
It is a place any dealer wishing to build 
silent salesmanship into his display rooms 
could study with profit. 


UNLOADS TO AND STORES 
ON MOVABLE PLATFORMS 


Our good friend W. G. Sweet, of the 
Harris, McHenry & Baker Co., Elmira, 
N. Y., tells us there has been much im- 
provement in industrial operations in his 
city. You may remember that Mr. Sweet 
was mayor of Elmira for a time. He is 
a widely known merchant, and has long 
been a leader of the Northeastern associa- 





The large building material store of Cotton 
& Hanlon, Binghamton, N. Y., features 
hardware and paints, heating and plumb- 
ing equipment, mason supplies and fencing 








Narrow gage rail is 

used in these racks 7 

for sewer tile in the faa 

yard of Briggs Lum- 

ber Co., Oneonta, 
N. Y. 





tion. This is a very large plant with a 
long and successful history behind it. The 
plant was built a long time ago, and, while 
Mr. Sweet says he wouldn’t make a lum- 
ber warehouse with three high decks if 
he were building now, yet with minor 
modifications it is still an efficient work- 
ing place. One of the additions is a wide 
wing along one side of the warehouse. 
The floor is truck height, finished with 
factory maple. A railroad siding runs 
along one end. Such things as tapestry 
brick, wall board and the like are taken 
from the car and placed on movable plat- 
forms with skids or runners under them; 
raising the platforms high enough above 
the floor so that a lifting truck can be run 
under them. The loads are stored in this 
wide wing and are not unloaded until sold. 
The unit load can be picked up and 
wheeled right on to a motor truck. 

Mr. Sweet has a method of co-operat- 
ing with reliable contractors to push win- 
ter building. The contractor, say, owns 
a lot and wants to build a house during 
the winter. He transfers the title to the 
company, and agrees to furnish the labor 
and all the materials which the company 
does not carry. A house suited to the 
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neighborhood is agreed upon, and a date 
is fixed for settlement; say, the first of 
the following June. Usually the house is 
sold by that time. If it is not, the builder 
takes it over and negotiates as large a 
loan as he can. If this does not cover the 
cost, the company carries the remainder 
until the house is sold. 


STANDARDS SET BY 
REGULATED LOANS 


While passing through Columbus, 
Ohio, we made a few brief calls. Sev- 
eral dealers were disturbed by evidences 
of poor speculative building ; not that this 
evidence of the hand being quicker than 
the eye indicated that the market as a 
whole was being corrupted, but it’s dis- 
turbing to find one bad egg in a dozen 
even though the other eleven are as fresh 
and bland as a cigarette endorsed by a 
senator. One dealer, commenting upon 
this discredited jerry-building game, said 
that the previous week he had observed 
the last of the old fly-by-nighters come 
out of his burrow. “I had hoped,” he 
remarked, “that we dealers and the pub- 
lic had learned about this game, but 
maybe we haven’t. It isn’t always our 
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fault or the customers’. In former years 
I’ve seen a working man, with income 
and savings enough to make him an ex- 
cellent risk, fail to get a building loan; 
while a man throwing together these 
jerry-built houses by the score was able 
to borrow a couple of hundred thousand.” 

Another dealer stated that house pros- 
pects of a better class were coming into 
the market; asking finer design and con- 
struction and interested in larger houses. 
“There’s a real place for high-grade spec- 
ulative building,” he remarked. “But cus- 
tomers need and want proper assurance 
of sound construction. There has been 
some inspection and some passing upon 
plans and specifications by local lending 
agencies. But when building gets hot— 
the time when such inspection should be 
especially rigid—this service gets rather 
porous.” 

Still another dealer was looking with 
confidence to the standards set by the 
FHA; hoping that they would be gener- 
ally accepted and followed. He stated that, 





This striking _ bill- 
board of the J. H. 
Zinn Lumber Co. 
was “caught” on 
the route through 
Columbus, Ohio 





important as the loosening of loans by 
this agency had been, he thought the high 
standards set for construction had been 
of even greater value, at least as measured 
over the long future. “Those FHA 
loans,” he said, “were based upon stand- 
ards of sound design. It took a registered 
architect to meet them. Well, it happens 
that the ideas and elements of the accept- 
able modern house are of such a kind that 
only professional skill can put them to- 
gether acceptably. Even the small and rel- 
atively simple house calls for much real 
architectural knowledge on the part of the 
dealer. If I guess correctly, this new 
building era is going to rest upon a much 
higher engineering knowledge; and I’m 
glad the FHA hammered that idea home 
into dealers’ minds.” 


CONTRACTOR-HAUNTING 
SALESMEN ARE HARD ON PRICES 


While we’re dealing with this subject, 
we'll mention a call on R. S. Foster, of 
the R. S. Foster Lumber Co., Indianap- 
olis. Mr. Foster and his father before 
him have operated this business since in 
the ’70’s. At the time of our call, Mr. 


“There's A Material 





Amemcanfiumberman 
Foster stated that his trade was built sol- 
idly about the FHA. The company makes 
its own plans. It makes use of several 
plan services and, if we remember cor- 
rectly, has a registered architect on its 
own staff. These plan services are useful 
in helping the customer to crystallize his 
own ideas, but practically without excep- 
tion he wants changes in the plan. The 
company works these out for him on an 
architectural basis, which means that the 
change doesn’t queer the plan. 

Mr. Foster deals with the owner. 
“There was a time,” he said, “when it 
was the common practice to have city 
salesmen who spent most of their time 
haunting contractors. When a job was 
started, a flock of salesmen were on the lot 
before the stakes were all driven. If they 
couldn’t crash in on that job, cutting out 
the company that had made the sale, they 
were asking the contractor to let them 
figure on his next job. This fairly short- 
sighted high pressure stuff shot prices all 
to pieces. It centered attention on prices 


in dollars; and it doesn’t take a wizard 
to know what happened to values. Maybe 
the owner saved some money on his ini- 
tial costs, but he more than made up for 
it in poor materials and skimped work. 


COMPLETES SALE FIRST, 
THEN CALLS IN CONTRACTOR 


“We decided this was the wrong way 
of doing. After all, a customer is buying 
a house. He wants a good house at a fair 
price, not a pile of junk at a low price. 
In these days we never go to a contractor 
except to bring him in on our finished 
sale. Our contractors are all right, and 
they seem to like our ways of doing. I 
wouldn’t say they were all engineers or 
architects, but we undertake to furnish 
engineering and architectural knowledge 
and let the contractors do the building 
work which they understand. We work 
with them clear through the job—check- 
ing their estimates, material lists and con- 
struction practices. In this way we can, 
and do with their co-operation, put out 
houses of sound standards. We get our 
customers what they want and need, high 
class jobs at moderate costs. 
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“This method means some additions to 
our own overhead. Probably our costs of 
doing business are half again as high as 
they used to be. We keep them as low as 
we can, of course, while still maintaining 
our standards. I don’t know any other 
way to stay in business. I might make 
more money for one year by letting a few 
things slip through; but this yard has 
been in business a long time, and I’m not 
through yet. Unless the customers get 
fair value, our reputation will slide; and 
I’ve seen too many yards put out of busi- 
ness because the public no longer trusted 
their product. I never expect to be doing 
any other kind of business, so I want to 
work on a lasting basis.” 

The Forbes Lumber Co. has an inter- 
esting show window, built in the end of 
a warehouse. There is a permanent awn- 
ing over it, and it is arranged with auto- 
matic lights which go on at dusk and off 
at ten o’clock. Since this is a warehouse, 
the window has a screen at the back; al- 
lowing sufficient depth for arranging dis- 
plays. This screen is made of panel stock 
and can be lifted out in sections to make 
the changing of displays easy. At the 
time of our visit the window contained a 
fine display of Curtis kitchen units. The 
planing mill does all kinds of work, but 
rather specializes in office partitions. 





Texan Tells of Utility Shop; 
"Going West" for Lumber 


Invinc, Tex., Aug. 23.—The Irving 
Lumber Co., enterprising retail lumber 
dealer in this town of 700 population, re- 
cently has received shipments of a car of 
Ponderosa pine and a car of California 
redwood, the Ponderosa pine coming 
from the New Mexico Lumber & Timber 
Co., Bernalillo, N. M., and the redwood 
from the Union Lumber Co., of San 
Francisco. Commenting on these pur- 
chases, Louis Hancock said: 


We held our first purchase of redwood mainly 
to a few items. These were 54x8-inch all-heart 
clear rabbeted siding, clear all-heart boards for 
various purposes from boat making to resawing, 
redwood drain boards, brick mold, and 2x12- 
inch No. 2 stock for resawing to specifications 
for greenhouse use, bleacher seats, window sills, 
slat houses and kindred uses. 

In the car of Ponderosa pine were items of 
1x12-inch No. 3 boards, drain boards, 5/4 stuff 
for shop use, No. 3 shiplap with V-groove for 
paneling, and a few items of molding. Normally 
we purchase our molding from local jobbers, but 
an emergency existed which forced us to place 
some items in this car. 


The Irving Lumber Co. operates a 
small utility shop machine powered by a 
5-horsepower electric motor. In addition 
to its other capabilities, this machine will 
rip up to 4-inch thickness. Commenting 
on this equipment, Mr. Hancock said: 


We feel that any retail lumber yard the size 
of ours merits the ownership of a small mill. 
Also, I believe that any retail lumber yard in a 
small community doing in excess of $50,000 
annual sales not only should have a mill of that 
type but also should have a mechanical book- 
keeping system, and if the dealer is financing 
jobs he should furnish all the materials that go 
into a house. 
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A Yard Manager Looks at the Subject of Selling 


[R. V. Garrett, Hollis, Okla., participates in an informal discussion with his fellow-workers. ] 


I am not good enough at selling to 
be talking to you men upon this sub- 
ject, but to open the discussion I will 
make a few remarks. 

Of first importance in making a sale 
is creating desire in your customer for 
the merchandise you are trying to sell. 
To create this desire is a big problem, 
and what we are studying today in the 
lumber business. Ours is a selling 
business ; not a store-keeping job. And 
we must keep on our toes to be able 
to sell our merchandise today. 

As I see it, in creating the desire for 
our merchandise there are three im- 
portant things to consider: Proper dis- 
play of merchandise; learning the 
needs of your customer; and knowing 
about the merchandise you sell. 

In displaying our merchandise, we 
must learn that we can’t stack it back 
in a warehouse, as we did when we de- 
pended upon the customer to come in 
and call for the item he wanted. It 


should be on display in our stores, in 
such manner as to attract the custom- 
ers’ attention when entering our places 
of business. We want them to see it, 
and to visualize the use he or she might 
have for it at home. This is especially 
important in selling hardware, paints, 
wall paper, tools and other special 
items, but it doesn’t hurt to properly 
display anything we have to sell. 

While on the subject of displaying 
our merchandise, I will state that I 
would like to have a store trimmer dec- 
orate and arrange our stocks for most 
effective display. I think it would be 
money well spent. We can take a les- 
son on display arrangement from our 
chain store competition. When these 
merchants find that some item isn’t 
moving as it should, from some loca- 
tion in the store, they move it to an- 
other, changing it around until they 
find the place where that particular 
item gets the public’s attention. 





of its unusual appeal. 





Here is an idea for a window display which has proved effective in 
stopping passers-by and causing them to inspect the samples arranged 


therein which otherwise might have missed their attention. 
observed by the writer, in actual use. 
The basic idea is simplicity itself. 
window was rather crudely “boarded up” from bottom to about breast 


It was 
It stopped him, and others, because 
The store 








LOOK OVER But 
Don’t OVERLOOK 


our complete line of builders’ 
(or paints, roofing, or whatever specialties 
the dealer may wish to put on display) 


HOMETOWN LUMBER COMPANY 


hardware 








closely. 
builders’ hardware. 
above. 








high; so that, in order to see over, it was necessary to stop and look rather 
In the’ window was arranged a specially attractive display of 
On the barrier was boldly lettered the sign reproduced 
The barrier, of course, can be of wallboard or any other suitable 
material that will give strong contrast to the black lettered sign inviting 
all passers-by to “Look Over,” but not to “Overlook,” the display. The 
barrier extends from side to side of the window, so that nothing can be 
seen of what is inside except by looking over the top, as the sign instructs. 








One suggestion about displaying in 
show windows: We all have small 
spaces in front for displays; no matter 
what you show in that window, change 
it often; never leave a display in your 
window more than a week or ten days. 
If you don’t have something in mind 
to make up the kind of display you 
would like, change it anyway, even if 
you have to scatter a few bolts, wash- 
ers or nails in the window until you 
can fix it differently. You lose the ef- 
fect of a display by letting it stay un- 
changed too long. 


To create desire by pointing out the 
need of our merchandise to our cus- 
tomer we must contact him, preferably 
at his home, see how badly he needs 
something in our line; then let him 
know how that which we have to sell can 
make him more comfortable, or defin- 
itely improve the appearance of the home 
and add to its value. Thus we shall cre- 
ate the desire for it. How to do this 
depends entirely upon the type of person 
you are dealing with, as the same methods 
do not work with all customers. 


And last, but very important in mak- 
ing a sale, is to know the merchandise 
you-sell. One of the most embarrass- 
ing positions a customer can put me in 
is to ask a question pertaining to an 
item I am trying to sell and find me 
not able to answer. Let’s study the 
merchandise we handle, so we will be 
able to convince our customers that it 
will do the things we tell them it will 
do. This means that we must find the 
weak points of our merchandise, as 
well as the strong ones. 


We have a perfectly good basis for 
pushing the sale of our merchandise, 
because it is almost always an im- 
provement, wherever it is sold. We 
do not have to sell our goods only on 
the basis that they will contribute to 
the comfort of the home owner who 
purchases. Salesmen of automobiles, 
radios, and a number of other lines, can 
not tell their customers that in a year 
from the date of their purchase they 
will still have as valuable a piece of 
property as when they bought it. They 
sell by telling the buyer that he will 
have more comfort, and they make this 
plea so impressive that he forgets the 
financial side. We have an easier sell- 
ing job than that, once we sell our- 
selves on our merchandise. 
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This Kentucky Dealer Is Busy 

That there is real building activity in 
Elizabethtown, Ky., a town of about 
three thousand inhabitants, is indicated 
in a story published in a recent issue of 
the local paper there, listing contracts 
awarded to the T. A. Peak Lumber Co., 
the buildings all being under construc- 
tion. This list, as published, includes: 
Three Colonial stores for Mrs. T. S. Har- 
gan, Hodgenville; Cape Cod residence for 
H. O. Craycroft, Vine Grove; early Am- 
erican farm type residence for Mr. and 
Mrs. E. E. Riddle, Dixie Highway; 6- 
room residence for F. B. Atcher, Vine 
Grove; the firm is furnishing materials 
for four 6-room houses for W. M. Brown; 


Amemecanfiumherman 
6-room residence for C. H. Gunther ; four 
houses for H. O. Holand at New Stith- 
ton, with Jake Crowley and Oscar Ben- 
nett, contractors ; 6-room frame residence 
for J. P. Brown, and a 6-room frame resi- 
dence for H. H. Turner at New Stithton; 


7-room residence for Mrs. Riley Miller at 
St. John. 


Organizes Own Company 

WILKes-Barre, Pa., Aug. 23.—Irving 
S. Gloman recently has resigned his posi- 
tion with the South Side Lumber Co. to 
enter business for himself. He has or- 
ganized a new concern, to be known as 
Irving S. Gloman & Co., to deal in mod- 
ern building materials and display ac- 
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cessories, at 14-20 Hanover Street in 
Wilkes-Barre. Mr. Gloman, who has 
been president of the Wyoming Valley 
Lumbermen’s Association for the past 
two years, has announced that he will 
begin immediately the erection of office, 
sheds and other buildings. 


Buy Arkansas Yard 


ARKADELPHIA, ARK., Aug. 23,—Ar- 
rangements have been completed by Geo. 
Peck, manager of the Ozan-Graysonia 
Lumber Co., this city, and Ralph Wil- 
liams, bookkeeper of the same concern, to 
purchase the Tom G. Clark Lumber Co. 
The Clark company is the oldest, and one 
of the largest, in this part of the State, 





Sample Houses Stimulate Building Interest in Ohio Towns 


VERSAILLES, Onto, Aug. 23.—Feeling 
that there was a genuine need for stimu- 
lating interest in home building in this 
community, the George H. Worch Lum- 
ber Co. (Inc.) constructed a model resi- 
dence this summer and opened it for pub- 
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the dwelling. Floors throughout the home 
are of pre-finished oak blocks manufac- 
tured by the E. L. Bruce Co., of Mem- 
phis. 

Upon the completion of the house, lo- 
cal furniture and equipment dealers co- 
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lic inspection the week-end of Aug. 6-8. 
The response by the thousand or more 
visitors viewing the unique home shown 
in accompanying pictures was gratifying 
to Homer F. Prakel, manager of the yard, 
and proved his theory that people in Ver- 
sailles were interested in new houses but 
had not been given any such stimulus as 
would convert their interest into sales. 

“We have made some very profitable 
sales as a direct result of this open house,” 
Mr. Prakel told the AMERICAN LUMBER- 
MAN, “and have some active prospects 
lined up for a lot of new fall business. We 
are sold on this idea, and know that the 
same good results can be obtained in any 
other community, for the public is really 
house-minded.” 

The dwelling that is pictured herewith, 
both front and rear elevations, was built 
according to the Johns-Manville triple-in- 
sulation plan. The siding is of asbestos 
cedar grain white clapboards, and the 
roof is covered with asbestos shingles. 
Four inches of rock wool insulates the 
house throughout. The third phase of the 
triple-insulation plan, calling for a plas- 
ter base of steeltex, another Johns-Man- 
ville product, was also incorporated in 





The rear elevation of 
the triple - insulated 
house at Versailles, 
Ohio, is shown here. 
The wing on the right 
contains the garage 





operated by furnishing it, so that visitors 
would see it as it would look when lived 
in. The one thousand adults inspecting it 
showed enthusiasm for the modern build- 
ing materials used in construction. The 
building represents a good design which 
was carefully followed by a competent 
contractor, using good lumber and other 
materials from the Worch yard. 

Proof of the sincere selling job that Mr. 
Prakel and his business associates are 
doing in the little town of 1,500 persons is 
the fact that the company has thirteen 
new homes to its credit so far this year. 
These residences have been erected in and 
around Versailles. It is felt certain that 


several more new houses will be built dur- 
ing 1937 by people who became interested 
with Mr. Prakel’s “Exhibit A.” 


LyncHpuRG, Onto, Aug. 23.—Not 
only did the Lynchburg Lumber & Sup- 
ply Co. sell, during the second day it was 
open for public inspection, the 5-room 
Colonial house which it had constructed, 
but it secured a list of prospects for other 
new residences and repair work as well. 
Although the town’s population is only 
800, several hundred persons viewed the 
modern home during the recent week-end 
that it was on exhibition. According to 
Harold C. McMahan, manager of the yard, 
the cottage made his fellow townsfolk 
more home-conscious than they have been 
for a long time. He said that the house 








and its full basement could be built to sell 
for under $3,000. 

The dwelling is one story, and consists 
of the conventional living room, dining 
room, kitchen, two bedrooms and bath. 
Floors throughout the house are hard- 
wood, and only latest type of fixtures and 
equipment were installed. Mr. McMahan 
said that his company made a profit on 
the model house just built and sold. 

He has offered to advise and assist anv- 
one interested in building a residence or 
remodeling his present home. The mana- 
ger expects to have the “open house” re- 
flect favorably upon his business all 
through the fall and winter months. 
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and it is the owner of a modern manu- 
facturing plant in Arkadelphia, which 
will continue to operate, but will do 
strictly manufacturing and wholesaling. 
The new concern will be known as the 
Clark County Lumber Co. 





Line Yard Consolidates 
Dakota Divisions 

ABERDEEN, S. D., Aug. 21.—Announce- 
ment is made by Thompson Yards (Inc.) 
that their Aberdeen (S. D.) and Fargo 
(N. D.) divisions will be consolidated, 
effective at once. The Fargo office is now 
in the process of being closed, and the 
combined division will be under the direc- 
tion of T. B. Anderberg, division man- 
ager, from one general office at Aberdeen. 
Commenting on this change, D. L. Glenn, 
general manager, expressed regret that 
the move was necessary. He said, how- 
ever, that a considerable decrease in num- 
ber of yards, since the Fargo division was 
formed in 1924, plus an ever-increasing 
number of overhead expense items, made 
the change necessary from the standpoint 
of economy. Mailing lists should be cor- 
rected, eliminating the Fargo office of 
Thompson Yards (Inc.). 


Want Early Coal Sales? 
Try This Ad! 


In its August bulletin of “Idea Sug- 
gestions,” the Mountain States Lumber 
Dealers’ Association presents this timely 
suggestion for a dealer’s coal ad: 





WHY WAIT FOR 
COLD WEATHER? 


Many people do not realize the 
three-fold advantages of buying 
coal now: 


1. You save money. 


2. It usually is better coal—free 
from snow or excess moisture. 


3. It can be hauled over good 
roads. 


Those who buy coal now, even a 
ton or two, will have that much 
good coal on hand when cold 
weather comes; and coal-burning 
weather is less than 60 days away. 


Then follow several short paragraphs 
extolling the particular brand of bitumi- 
nous coal handled by the dealer—the ad- 
vertisement closing with the reiterated 
exhortation: “RIGHT-NOW is a good 
time to buy ; you will save in cost, be sure 
of your supply, get better coal, and have 
the worry off your mind. DO NOT 
WAIT for blizzards, bad roads and 
higher prices.” 


PEOPLE WITH MONEY in savings, building and 
loan associations received about $590,000,000 the 
first six months this year from completed sav- 
ings programs, dividends and conversions of 
their holdings either partially or fully into cash, 
according to report of the United States Build- 
ing and Loan League. 
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Retailer Has Splendid Success 
Selling Temporary Silos 


A well known company operating a line 
of ten retail lumber and building ma- 
terial yards in northeast Wisconsin has 
had splendid success in marketing tem- 
porary silos built of snow fencing and 
Sisal-reinforced, waterproof, air tight pa- 
per specially treated to resist bacteria 
found in ensilage. To a representative of 
the AMERICAN LUMBERMAN, the mana- 
ger of this company said that the use of 
Sisalkraft in temporary silos was first 
brought to his attention in the fall of 1932. 
Recalling the hard work in connection 


> 


* caceh . 
wah. - - ee, = gee” = 


with a compaign to get the farmers started 
(the same plan is being used today), this 
manager was kind enough to give some 
of the details that no doubt will be of in- 
terest to many other dealers. 

Through the local radio station, satis- 
factory rates were secured for continua- 
tion and specific hour programs, telling 
farmers in the district about Sisalkraft 
silos and their uses. ° Tying up with the 
radio program, the company sent out cir- 
culars a week or ten days in advance, 
calling attention of the farmers to the 
radio broadcast schedules. Continuing his 
description of the merchandising program, 
this manager said: 

‘We then followed up the radio broad- 
casts with personal calls at the farms that 
showed the best and biggest stands of 
corn, where we knew the farmers would 
have to have additional storage for silage 
because of the big crop. 

“We then calculated the total advertis- 
ing costs and extra-effort sales costs for 
each yard, and arrived at a certain basic 
number of silos complete—that is, the 
snow fencing together with the Sisalkraft 
paper—as the starting point, for sales 
over and above which a sliding scale of 
bonus money was to be paid out to each 
yard manager. Under this plan, in 1932 
our ten yards sold several hundred rolls 
of Sisalkraft, and also several hundred 
rolls of snow fencing. Following the 
same plan, we doubled that record in 
1933. Results were practically the same in 
1934. In 1935 we had a nice crop of 
corn, the boys worked hard, and we hit 
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the highest level of all years, having a rec- 
ord of nearly one thousand rolls of Sisal- 
kraft, and over six hundred rolls of snow 
fencing sold. Naturaly a very nice bonus 
went to each yard manager for this won- 
derful turnover. 

“Due to the poor corn crop, our sales 
turnovers in 1936 were cut in half, but 
nevertheless we used the same sales cam- 
paign and distribution policy. This year 
we are preparing to continue the program 
in the same manner, and, with a nice 
corn crop in prospect, we feel that we 
ought to approximate our record of 1935.” 

This line-yard manager feels that there 
is a wonderful opportunity for dealers, in 
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Nearly a thousand 
rolls of Sisalkraft and 
over six hundred rolls 
of snow fencing were 
sold by a line of ten 
yards in 1935, for 
construction of tem- 
porary silos like this 
—sales were stimu- 
lated by a vigorous 
advertising campaign 
and a bonus to man- 
agers for exceeding 
quota 
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corn growing sections particularly, to do 
a profitable business in the sale of these 
temporary silos. 


"X-Ray" Demonstration Home 
Shows Wall Insides 


CuHIPPEWA Fatts, Wis., Aug. 23.— 
Construction of a Johns-Manville triple- 
insulated demonstration home has been 
started by the O & N Lumber Co., at 
1014 West Willow Street. The building 
incorporates a new method of presenting 
model homes, which enables potential 
home owners to “x-ray” the walls and 
see what they are made of, according to 
company officials. “This is a plan of 
showing people, by use of demonstration 
homes, just what can be accomplished in 
the way of permanence, fire protection 
and low upkeep expense, through the use 
of modern materials developed in research 
laboratories,” John W. Norris, O & N 
Lumber Co. representative, explained. 
The firm is the local Johns-Manville dis- 
tributor. 


"Pickle Day" Is Observed 


The Foster Lumber Co., Platteville; Weller 
Lumber Co., Greeley, and Ft. Lupton Lumber 
Co., Ft. Lupton, were Colorado yards that ex- 
tensively advertised in an unusual way during 
the annual “Pickle Day” celebration at Platte- 
ville early in August. 

This is a community event for which thou- 
sands gather every year. There is a free 
lunch, with pickles, at noon. This year there 
was the dedication of the restored Fort Vas- 
quez. The streets were lined with many kinds 
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of concessions, operated, in various cases, by 
local people. The fenced-in enclosures for 
numerous “games” were built of lumber from 
yards in the territory. Concession operators 
gladly accepted gifts of advertising carpenter 
aprons, finding them ideal for holding coin taken 
in and convenient in making change. “Toss 
‘em in, Ring ’em out!” ballyhooed the conces- 
sion barker. “Ft. Lupton Lumber Company !” 
shouted the new apron he wore all day long 
and into the evening. Thus the plan advertised 
the lumber yards to crowds of people. 
—_—_—_— 


Erecting Pre-fabricated Homes 
to Owner Specification 
Mapison, Wis., Aug. 23.—A project 
comprising construction of pre-fabricated 
wooden homes has been started here by 
the West Side Lumber & Fuel Co., ac- 
cording to A. G. Banting, of the firm. 


Baby's First Letter Comes From 


Braver Dam, Wis., Aug. 23.—Every 
once in a while a representative of the 
AMERICAN LUMBERMAN will run across 
a lumber and building material dealer 
who treats an every day event with an 
original twist and makes himself and his 
company a legion of friends by so doing. 
One of the most homey ventures this 
writer has found a busy retailer engaged 
in is the welcoming of new babies in 
Beaver Dam and its trade area by C. A. 
Starkweather of C. Starkweather & Son. 
There is seldom a day goes by that letters 
such as the accompanying one do not 
leave the lumber office for the homes of 
babies born the preceding day. They are 
written on special stationery, and signed 
by Mr. Starkweather. 

“T have found this congratulation de- 
partment to be one of the most profitable 
in our business,” Mr. Starkweather said. 
“Lots of people whom, probably, I 
would never otherwise meet, stop me on 
the street or come to the yard to tell me 
how much the welcoming letters to their 
babies meant. Sometimes, they bring the 
babies along for me to see.” 

The lumberman said that frequently 
later sales can be directly traced to the 
greeting he had sent to a newcomer. They 
do not always come from the baby’s par- 
ents but may be made to some relatives, 
or just friends who had seen the letter 
and remembered the lumber company that 
sent it. 

Mr. Starkweather does not forget the 
child after its birth as might be natural 
and expected. On its first birthday, a 
package arrives addressed to the young- 
ster and containing a fine box of blocks, 
which are colorful with pictures and let- 
ters. The paint on them does not come 
off when chewed by the one-year-old, and 
their rounded edges do not hurt the 
youngster if he topples upon them. Blocks 
are beginning to be favorite playthings at 
the age of a year, so parents are again 
appreciative of the lumber dealer. An- 
other personal letter from Mr. Stark- 
weather carries his birthday greetings to 


the child. It would be pretty hard for 


Amemeanfiumherman 

Known as Unita Homes, the new dwel- 
lings are designed individually for each 
purchaser, according to Mr. Banting. 
Construction time is about three weeks, 
but may take longer or less, depending 
upon the purchaser’s specifications. The 
company is prepared to erect these homes 
within a radius of fifty miles of the city. 
Six are either now being constructed, 
completed or contemplated, within the 
city itself. 

The company, Mr. Banting explained, 
is building the homes on orders of buyers. 
Wooden sections are made by the Stough- 
ton Woodwork Co., shipped to Madison, 
and then assembled here on _ locations 
specified by purchasers. 


While several steel-fabricated homes 


anyone to get a head start on this lum- 
berman in making a good impression up- 
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have been erected in Madison, these 
wooden structures are the first to be built 
according to the purchasers’ specifica- 
tions, Mr. Banting stressed. 





Lumber Dealers Build New Homes 


From Levelland, Tex., comes the an- 
nouncement that L. G. West, manager of 
the Higginbotham-Bartlett Co. there, is 
taking some of his own advice and is 
building an elegant new residence. The 
new home will contain five rooms and 
bath, hardwood floors, triple insulated 
walls, asbestos siding, and asbestos 
shingles. 

At Joplin, Mo., John Magill, assistant 
manager of the Joplin Lumber Co., has 
awarded a contract for the construction 


Lumber Dealer 


on future customers in the Beaver 
trade territory! 


Dam 








Mr. George Laflin: 


to the newcomer. 


TO DADDY'S LITTLE MAN: 





your mind. 


worry unnecessarily. 


by force, 





it. 


Your 





CAS /my 
Anything im 


WOOD 


from play blocks for 
the Kiddies to a 

complete Home for 
Dad and Mother 





Happy DMiztlida (| feoun 
4 






“ie 


FP... of Homes 
Dealers in 


Building Material & Fuel 
Reaver Dam, Wis. 


Congratulations and best wishes. 


We assume it is the first letter he has received. 
Let.us imagine yourereading it to him-- 


By this time, no doubt you feel this is a strange world. 
centurions (?) it still seems strange, but after all it is a pretty 
good old world and we hope you like it and stay with us a long time. 


See what the old Almanac says about you:-- 


"You will have a dual personality and demand two interests all 
the time as one line of work will not be sufficient to satisfy 
Your stars show brain power and capacity for work 
and you will love work as much for the effort as for the results, 
but you will be too active and overly-anxious and inclined to 
You will be shrewd, persevering and will 
carry out your plans better through tact and persuasiveness than 
You will be strongly religious and would make a most 
successful speaker, lecturer or a lawyer but you have a wide 
range in your choice of a profession and once you decide on a 
vocation you will have the tenacity to hang on till you master 
You will have a great love for a home and family and will 
have Many domestic plans. 


25 





Aug. 19, 1937. 


The letter below is addressed 


To us 


new friend, 











A sample of the type of letters which are sent to all the new babies in the Beaver Dam, 
Wis., trade area by C. A. Starkweather | 
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of a 5-room modern house for the occu- 
pancy of himself and family. This is to 
be a wood-frame house without basement, 
with new asbestos shingle siding and com- 
position roof. 





Los Angeles Dealers Issue New 
Minimum Price List 


Los ANGELES, Catir., Aug. 21.—A 
new minimum retail price list (No. 16) 
for lumber in the Los Angeles trade area 
became effective July 26. It raises the 
price on Douglas fir finish $5 a thousand 
board feet, and makes some readjustment 
in prices of several items of rough lum- 
ber. The price on redwood rough and 
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finished lumber was advanced, increases 
ranging from $5 to $10 a thousand board 
feet. Milling charges were raised $1 per 
thousand board feet for rough and struc- 
tural grades, and $2 for all upper grades. 


Carolinas Take Large Cargo of 
Philippine Mahogany 
Cuar.eston, S. C., Aug. 23—The Norwegian 
motorship Frenwood began discharging a large 
cargo of Philippine mahogany recently at the 
Columbus Street wharf. The cargo was con- 
signed to James D. Lucas, Norwegian vice 
consul. A large part of it will go to a furni- 
ture factory at Sumter, and the remainder to 

North Carolina points. 
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Minnesota Yard's Headquarters 


Are Moved 

St. Pau, Mrinn., Aug. 23.—The head- 
quarters of J. E. Hennessy & Co., retail 
lumber and building material dealers, 
have been moved from Excelsior, Minn., 
to 1573 Selby Avenue, St. Paul. Officers 
of the corporation are: President, H. H. 
Lampert; vice president, L. H. Hauer; 
secretary and treasurer, E. L. Aasgaard. 
It is announced that the purchasing, pay- 
ing of bills, auditing work etc. will be 
done through the St. Paul office of the 
Lampert Yards (Inc.), but the corporate 
name of J. E. Hennessy & Co. will not 
be changed. 
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Lumbermen Inspire 
American Legion to 


Run Home Show 


Daniel J. Martin Post No. 8 of the American Legion, Wau- 
kesha, Wis., seeking a way to perform a public service and at 
the same time to add some money to a trust fund it has been 
accumulating to take care of its operating expenses, was fortu- 
nate to number heads of the Wilbur Lumber Co. and the Pal- 
metier-Abell Lumber Co. among its past commanders. To the 





The numerous exhibits couldn't be accommodated except in a big 
top and a little one, and here over ten thousand people came up 
to see them 


post, these men suggested that a combined housing show and 


demonstration home project be organized and operated. The 
suggestion met with enthusiastic response after it was explained 
in detail. The lumbermen, who supplied all the material for three 
demonstration homes, types B, D, and E of FHA Technical 
Bulletin No. 4, guaranteed the Legion against loss on this part 
of the project. Only one obstacle presented itself. That was the 
lack of an auditorium or similar space large enough to accom- 
modate the housing show. This obstacle was converted into an 
asset when it was decided to rent a mammoth tent and erect it 
near the site of the three houses, thus enabling the sponsors 
to tie the two phases of the demonstration together. 

The houses were completed on time, and the show opened for 
four days with 55 paid exhibitors, and eight institutions invited 
to accept space free of charge. The main tent was 40 feet by 
290 feet, with an annex 40 feet by 60 feet. Enthusiasm ran 





The FHA design small houses, on which there were prize drawings, 
had an inviting appearance and were a striking sermon on home 
comfort with economy 


high, and attendance exceeded 10,000 people. On the final night 
of the show, house E was given away, and down payment equi- 
ties were given away on houses B and D. 

All of the houses were exceptionally well constructed, only 
the best grades of lumber and other materials being used. Red 
cedar shingles were used throughout, with painted galvanized 
metal ridges and finial balls. Siding was red cedar, 8 inch 
on houses B and E, and 10 inch on house D. With exteriors 
painted with three coats of white paint, and interiors completely 
furnished, the houses presented an inviting appearance. 

Commenting on the show, L. F. Thurwachter, executive head, 
said, “The whole enterprise has been on a high plane through- 
out. Exhibitors had to measure up to high standards, and there 
isn’t anything even approximating a racket. We had our trou- 
bles trying to float something we knew nothing about, but one 
of the most heartening experiences I have ever had was the 
marvellous co-operation we got from everyone. There hasn’t 
been a single kick-back from any source. The whole thing has 
worked beautifully smooth.” 





The big tent in which Waukesha Legionnaires staged a show in 
co-operation with lumbermen who were past commanders, was 
filled with crowds and enthusiasm 
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BUILDING vs. RENTING 


HoLtanp, Micu., Aug. 23.—It is not unusual, 
of course, to have a lumber and building mate- 
rial retailer tell a wandering writer for the 
AMERICAN LUMBERMAN how he advises people 
in his community that it will be cheaper for 
them over a period of years to buy a home 
than to rent one. However, it was regarded as 
newsworthy when a dealer was found in this 
city of 15,000 who has worked out with actual 
figures two theoretical but typical cases to 
prove this point. He uses the accompanying 
material in the talks he has with customers 
who are considering the construction of a resi- 
dence, and has found the table the most effective 
contract-clincher ever employed. 

The dealer is Frank Essenburg, president 
and general manager of the Essenburg Build- 
ing & Lumber Co. Holland is in the national 
news only about once a year, during the spring 
tulip season when millions of the many-colored, 
deep-throated blooms attract several thousand 
visitors to the city. Mr. Essenburg, however, 
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is keeping the city prominently in the eyes of 
the State building officials of the FHA the 
year around through the erection of twenty- 
eight small residences to date in 1937. His 
success in selling moderately-priced homes also 
brought him a visit from Hunter M. Gaines, 
secretary of the Michigan Retail Lumber 
Dealers’ Association, and a party of lumber- 
men. And, of course, each time a house is 
completed and the happy family moves in, the 
building fever of others thinking about a home 
of their own goes up a bit until soon they are 
looking over blueprints in Mr. Essenburg’s 
office. So it goes. 


Prices Range $2,600-$3,500 


Of the twenty-eight dwellings sold by the 
dealer up to the early part of August, eight 
were built under the supervision of the yard. 
They ranged in price from $2,600-$3,500, ex- 
clusive of the lot. In addition to these four- 
and five-room places, the Essenburg Building & 
Lumber Co. has supplied materials for several 
others in higher price brackets. It is difficult 
for persons living in larger cities to believe that 
houses costing in the neighborhood of $3,000 
are well constructed, modern and thoroughly 
livable. Most of the small houses sold by this 
retail lumberman are bungalows. Good ma- 
terials go into them throughout, they are in- 
sulated, have full basements, and the majority 
have hardwood floors. 

The recently finished home of Mr. and Mrs. 
Alvin Kolm shown in accompanying picture is 
typical of the small houses sold by Mr. Essen- 
burg. It was a coincidence to learn from Mrs. 
Kolm that she is the daughter of J. F. Seitz 
of the retail lumber firm of Hunter & Seitz 
(Inc.) in Peru, Ill. The young couple’s story 
and one-half house has five comfortably large 





Three of the twenty-eight 
low-cost, soundly-con- 
structed, small houses 
which the Essenburg Build- 
ing & Lumber Co., Hol- 
land, Mich., has sold this 
year are seen in the ac- 
companying photographs 
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“B” decides to continue renting. 





-_ 
Average per month....... $ 31.51 
a eer »- 3,200.00 
hia ce kek ouaed 1,806.59 
Mortgage Insurance ...... 310.65 
Service Charge .......... 180.74 
Total Mortgage ........ 5,497.98 
RS ey ee 1,662.69 
Hazard Insurance ........ 181.23 
7,341.90 
Upkeep at 1% per year... 776.67 
pe eee ..- 8,118.57 
Saving over “B”.......... 537.09 
$8,655.66 





BUILDING vs. RENTING 


“A” and “B” each are renting houses valued at $4,000 for which they are 
paying $25 per month. They realize that rent will raise, which should be 
1% per month of the value or $40 and therefore expect that 1 year from 
now they will be paying $32 and 1 year later $40 per month. They each 
have $800 in a savings bank at 3 percent interest less 4 of 1 percent for 
insurance, bringing them $20 per year. 

“A” decides to buy a lot for $500 and build a house for $3,500, an in- 
vestment of $4,000, taking his $800 for down payment and financing the 
balance of $3,200 by a mortgage on the FHA plan, at 5 percent interest and 
amortized in 19 years and 5 months. 


Comparison of amounts paid by each in 19 years, 5 months. 


“— 
1 Year at $25.00 per mo...$ 300.00 
1 Year at 32.00 per mo... 384.00 
17 Years, 5 mos. at $40.00.. 8,360.00 


9,044.00 
Interest received from bank 


$20 per year........... 388.34 


Net cost of renting.......$8,655.66 


Result: “A” saves $537.09 in payment and gets his house FREE. 
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rooms and a bathroom. There are cupboards 
galore in the big kitchen, and enough closets 
and storage nooks through the rest of the 
house to satisfy any housewife. The owners 
are very proud of their home, and are anxious 
to get shrubs and trees planted to finish the 
landscaping scheme. 

Many of the Essenburg houses are financed 
through the FHA, some are paid for under 
some other arrangement, and a few have been 
paid for in cash by the builder. All of the 
structures are built according to FHA specifica- 
tions because the dealer recognizes them as 
being sound. The architectural service costs 
the builders nothing, if materials are purchased 
from the company. A slogan of the yard is: 
“From Plans to Pass Key”. 

The material that Mr. Essenburg uses in his 
interviews with prospective home builders is 
contained in table on the preceding page. It is 
interesting, and should give other dealers a tip 
for a similiar sales talk that emphasizes the 
contrast between renting and owning. 


















The office itself makes a 

















customer house-conscious 
with its neat and well- 
































kept appearance. House 
plans and elevation pic- 
tures fill the large window 


to the right of the en- 
















trance. 








Change in Cement Pricing 
Would Disturb Distribution 


BIRMINGHAM, ALA., Aug. 23.—That 
retail lumber and building material deal- 
ers are greatly interested in the outcome 
of the complaint filed by the Federal 
Trade Commission against cement manu- 
facturers is noted in a communication by 
H. O. Bernard, president Alabama Build- 
ing Material Institute, to the members of 
that organization. In this communication, 
Mr. Bernard said: 


The .Federal Trade Commission has cited 
some seventy-five cement manufacturers to 
answer its allegation of a combination to 
eliminate price competition. The Commis- 
sion claims that some of the methods used 
by the cement manufacturers violate the pro- 
visions of the Robinson-Patman amendment 
to the Clayton Anti-Trust Act, including spe- 
cifically the use of the multiple basing point 
system. 

It should be obvious that if the charges 
are sustained as illegal, the established 
methods of distributing cement and other 
building materials will have to be changed. 
Manufacturers and dealers are confronted 
with a problem of the first magnitude. Un- 
questionably, dealers will be just as vitally 
affected by the outcome of the hearings on 
these questions as will be manufacturers, 
and it is essential that you keep yourself 
fully informed and be prepared to act 
promptly when necessary. 

The fact that dealer distribution policies 
have been in existence for years is no rea- 
son why they may not be upset by a Govern- 
ment agency within the next few months. 
Under present conditions, “anything can 
happen.” 

Now is the time to impress mannfacturers 
and wholesalers with our strength and unity 
of purpose. ¥ 





Wisconsin Investigates Lake 
Rates on Coal 


MILWAUKEE, Wis., Aug. 23.—The Wisconsin 
Public Service Commission, Madison, has con- 
cluded a hearing at Madison in its investigation 
of coal rates between Lake ports and interior 
points in Wisconsin. The hearing got under 
way July 26 and concluded Aug. 6. 

The commission has started enrolling into 
the record 2,000 pages of testimony taken dur- 
ing the hearing, the first general investigation 
of coal freight rates in Wisconsin since 1922. 
The various parties to the investigation will 
receive transcripts of the testimony, and will 
then have 60 days in which to file briefs with 
the commission, which later will schedule oral 
arguments before issuing an order. 

Evidence on behalf of the Wisconsin Retail 
Lumbermen’s Association was presented by 
Don Montgomery, secretary, and by Messrs. 
L. W. Hutson, Hutson-Braun Lumber Co., 


Watertown; C. S. Walker, Walker Lumber 
Co., Columbus, and Roy W. Richards, Britting- 
ham & Hixon Lumber Co., Janesville. 





Old Wisconsin Mill to Continue 
Cutting Choice Timber 


New Lonpon, Wis., Aug. 23. — Interviewed 
by a representative of the AMERICAN LUMBER- 
MAN, Benjamin Harquist, secretary of the Hat- 
ten Lumber Co., said that this company, which 
has been New London’s principal industry for 
fifty years, will continue its operation without 
interruption and indefinitely, exactly the same 
as before the death of W. H. Hatten, founder 
and head of the company, whose death occurred 
on March 30 of this year. The company has 
an effective organization from woods to mar- 
ket, staffed by men who have been with it for 
many years. For example, L. E. Freeman, log- 
ging superintendent, has been with the company 
approximately fifty years, and many others 
almost equal this record. 

Timber for the Hatten mills comes from a 
wide range of territory, but, strange as it may 
seem, a considerable portion of it still comes 
by truck over concrete highways from stands 
within fifty miles of New London. Most of 
this is unusually choice timber from the farm 
forests of rich, thrifty Germans who predomi- 
nate in this region. The company also brings 
logs from its own timber tracts in the famous 
Gogebic region of northern Michigan, some 
coming from the shores of Lake Superior. 

The Hatten mills are running day and night. 
and Mr. Harquist reports a good volume of 
business. This company has never had any 
labor trouble in its history; its loyal employees 
mostly are of middle age or past, of the sub- 
stantial, thrifty type of citizen, most of them 
owning their own attractive homes in the thriv- 
ing little city of New London, one of the neat- 
est in the State. 


Paper Mill Adds Pulp Plant 


OrAnGE, TEx., Aug. 23.—E. I. Hardy, gen- 
eral manager of the Orange Pulp & Paper 
Mills (Inc.), has announced that a pulp mill 
with a daily capacity of 75 tons will be added 
to the present plant in the near future. Plans 
for the pulp mill will be ready within about 
sixty days, and it is expected that the cost for 
the mill will approximate $1,500,000. The paper 
mill plant purchased some time ago has been 
completely reconstructed and put in operation, 
and is turning out high grade wrapping paper 
at the rate of 45 to 50 tons a day. It is under- 
stood that arrangements have been made for 
timber sufficient to supply the plant for many 
years. 








MorE FREIGHT PER INHABITANT is handled by 
railroads of the United States and Canada than 
by railroads of any other country. 





Pacific Coastwise Rates Thrown 
Open as Conference Dissolves 


San Francisco, Cauir., Aug. 31.—Officially, 
as of August 15, the Pacific Coastwise Lumber 
Conference ceased to exist. Increased costs of 
operation—resulting from labor troubles, rate 
cutting, an over-tonnaged condition in the trade 
—and the resignation of eleven members, were 
held responsible for the dissolution. An official 
announcement stated: 

The board of governors of the Pacific 
Coastwise Lumber Conference at its final 
meeting held Wednesday, Aug. 11, passed a 
resolution dissolving the Conference as of 
Aug. 15. This was necessary on account of 
the resignation of eleven of its members. The 
Conference was organized February, 1932, the 
purpose being to _ stabilize water freight 
rates on lumber products moving between 
ports on the Pacific Coast. Failure on the 
part of operators, not members of the Con- 
ference, to co-operate in the _ stabilization 
program, made the dissolution necessary. 


At the close of the long maritime strike, there 
followed a considerable boom in the coastwise 
lumber trade, with many vessels entering it. 
Rate cutting developed to such an extent that 
the Conference finally had to be disbanded for 
the protection of its members. 

According to recent figures of the Marine Ex- 
change of the Chamber of Commerce, there is 
now a total of 63 steam schooners operating in 
the lumber trade between California and Pacific 
Northwest ports, and there is some belief that 
other schooners now beached in the Oakland 
estuary may re-enter the service. Some ob- 
servers predict that it is only a question of time 
when conditions similar to those in 1932 will 
force all coastwise lumber operators into the 
organization of a new and stronger Conference. 

For the past five and a half years, the Con- 
ference has been under the management of Rob- 
ert C. Parker. He will enter the wholesale 
lumber business, with headquarters in Oakland, 
at 934 Excelsior Avenue, where he will spe- 
cialize in rail shipments. Mr. Parker is a vet- 
eran in the lumber and shipping industry, and 
was formerly an executive for the E. K. Woods 
interests at Portland. A resolution attesting 
to his loyalty and honorable service was one of 
the final acts of the disbanding organization. 





Northern California Hangar to 
Use Connectored Redwood 


Eureka, CAuir., Aug. 21.—Redwood timber 
construction with Teco connectors has been 
specified by the Humboldt County board of 
supervisors for the new $10,000 hangar to be 
constructed on the county-owned airport near 
here. The structure will be 60 by 85 feet, and 
will house eight commercial planes. Construc- 
tion of the hangar at the new airport will fill 
a lack which has long hampered commercial 
aviation along the north coast of California. 
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erchandising Needs Apologies, 


But Here Are Obstacles to Improvement-- 


Industry's Units Too Numerous for Concerted Effort to Remedy Ills of Distribution 
and Take Story of Wood's Merits to Consumer—But Progress Has Been Made 
and More May Be Achieved by Manufacturer Shouldering More of Selling Burden 


A number of interesting letters have come to the AMERICAN 
LUMBERMAN commenting on the article, “The Road to Lumber 
Sales,” by Verle Johnson, that appeared in its issue of Aug. 14, 
and the editorial comment on the same subject in that issue. In 
his discussion of this important subject of lumber merchandis- 
ing, Mr. Johnson has at least set a considerable part of the in- 
dustry to thinking seriously about the importance of the sales 
department in any lumber manufacturing organization, and 
about the necessity for bringing about a distinct change in the 
Some of the letters re- 


production and distribution of lumber. 


CAN'T WAIT UNTIL EXPERIENCE TEACHES 
PUBLIC OF WOOD'S SUPERIORITIES 


I have read the article by Mr. Johnson, “The 
Road to Lumber Sales,” in the Aug. 14 issue of 
AMERICAN LUMBERMAN, and I feel he has the 
situation pretty well sized up. It is easy to 
criticize, and it is not in the spirit of criticism 
of the article that I would make a few observa- 
tions in regard to conclusion reached, elaborat- 
ing some of the theories. 

Most of us have gone through the period of 
worrying about substitutes in the past twenty 
or more years. However, when a product is 
successfully designed to fully suit the needs 
of consumers it ceases to be a substitute, and 
there is no more use worrying about it. I do 
not believe any of the so-called lumber sub- 
stitutes have gone that far yet. They are still 
substitutes, and what we need to do is to so in- 
form the public. 

Possibly Mr. Johnson’s concern about crowd- 
ing a product down the throat of the buyer 
should be analyzed a little. 

There are practical limitations to the form in 
which lumber can be manufactured. While we 
may have stubbornly refused to admit that cer- 
tain patterns have “gone out” for a time, eventu- 
ally that trouble will be automatically taken 
care of for us. It has been already taken care 
of in such items as ceiling and lath. When we 
pile up a few million feet of obsolete patterns, 
we quit and are driven to putting the lumber 
into something else. 

And I am not so sure that we are too dumb 
about knowing what the buyers want. Maybe 
we do not need to know more, but to have the 
will to use and promote what we already know. 

Lumber manufacturers sell very largely to 
merchants, who in turn sell to the fabricator or 
consumer. The merchant is not interested in 
the lumber merely as such, but is more con- 
cerned with how fast he can sell it and how 
much profit there is in the operation. The 
burden of promoting the use of lumber has 
formerly been left to the merchant, and it has 
proven to be asking too much of him, but only 
in the last twenty-five years or so has that 
deficiency been noteworthy, because the supply 
never very much exceeded the latent demand. 

Hence, now we awake to the fact that we 
have to do more selling, or we will do less 
producing, because the latent demand has been 
satisfied, with surplus supply still remaining. 

I do not fear that lumber will ever be 
replaced by any other material better for the 
purposes for which lumber has been so gener- 
ously endowed by nature. What we lack is 
exposition to the buying public of the knowl- 
edge of lumber’s inherent qualifications. Even- 
tually the public will learn, but it would be 


mitch more efficient not to wait the long time 
necessary for the experience of the user to 
assert itself and cause him to choose the right 
product. 


Product Is Naturally "Right" But 
Qualities Need More Publicity 


All wealth comes from one _ place—the 
ground; farm crops, minerals, timber, and even 
fish out of the sea, and these are the sum total 
basically of all the wealth of the world. Nature 
has evidently wisely provided for all man’s 
needs. Metals mielt and are fused by heat. 
Cellulose products depend upon an entirely dif- 
ferent quality for their connectives—friction, 
but the cellular structure of wood and textiles 
is not naturally duplicated in metals or substi- 
tutes. They have to try to produce what nature 
has already produced in wood. They tear wood 
or cornstalks to pieces and re-form them with 
a new or different kind of cohesive. Nature 
does the work in the first place, but infinitely 
better. Wood insulates against temperature, vi- 
bration, sound and electricity. Metals and hard 
materials have exactly the opposite qualities. 

It is possible, therefore, that our deficiencies 
might be not due to our failure to alter our 
product basically, but lie in our lack of sym- 
pathy toward “tooting our own horns.” 

Some of our paucity of demand is buried in 
the results of the failure to examine closely the 
facts indicated in Mr. Johnson’s statement about 
lack of encouragement to home buyers. 

Most lumbermen feel ill at ease, however, in 
the presence of installment buying, yet that 
is probably as big a factor as any one thing in 
the success of the automobile sales. 

I think Mr. Johnson’s article touches a very 
interesting phase of our problem—F. R. 
WATKINS, secretary Exchange Sawmills Sales 
Co., Kansas City, Mo. 


THINKS INDUSTRY LACKS WILL TO 
ELIMINATE EVILS OF DISTRIBUTON 


Referring to the article in the Aug. 14 issue 
of AMERICAN LUMBERMAN, “The Road to Lum- 
ber Sales,” it is our firm belief that there is 
nothing wrong with lumber as a product, but 
we do believe and know that there exist many 
evils in the distribution of lumber. We think 
that every wide-awake sales manager knows 
what these evils are, but also realizes that the 
efforts of any one sales manager to correct them 
would be futile. The only way these evils 
could be eliminated would be bv a concerted 
effort on the part of various lumber producers, 
and knowing the lumber producing industry as 
we do, we know this will not be forthcoming. 

We have read recently many articles on this 
highly controversial issue, especially with re- 
spect to the placement of the blame for improper 


ceived indicate a sort of hopeless feeling, that probably nothing 
can be done to bring about the desired improvement. 
however, evidently have given the possibilities serious considera- 
tion, and all have written interestingly. Out of the letters re- 
ceived, one each from Missouri, Alabama, Arkansas and Cali- 
fornia have been selected for reproduction here. 
these sales managers agree with Mr. Johnson in full, but they 
are unanimous in believing that the subject is one that deserves 
the serious consideration of the industry. 
ing comments are as follows: 


Others, 


Not all of 


These four outstand- 


distribution and poor merchandising, and there 
has been some truth in the articles of the defend- 
ers an all sides. However, we have noticed 
one weakness in the presentment of all sides 
at issue, that is, the lack of the offer of any 
constructive remedy. I think we all know what 
would be necessary to place the merchandising 
of lumber on a high plane, but the industry 
being what it is, I do not believe there is a 
single one of us, regardless of how big an or- 
ganization we may represent or how small, that 
has any inkling of an idea of how to eliminate 
the ills of lumber distribution. 

We only regret that we are not fully enough 
experienced in the modern art of quackery to 
be able to offer any panacea—C. W. JorpAn, 
domestic sales, Scotch Lumber Co., Fulton, Ala. 


YARD MERCHANDISING HAS MADE BIG 
PROGRESS; INDUSTRIAL SALES DIFFERENT 


I have been greatly interested in the article 
entitled “The Road to Lumber Sales,” that ap- 
peared in the Aug. 14 issue of AMERICAN LuM- 
BERMAN. This article is well written, pertinent 
and thought provoking. I will not attempt to 
argue with the writer on the psychological 
points involved, which he brings out so forcibly, 
as I would be in deep waters before I could 
really get started. I do think, however, that 
he took in considerable territory in choosing his 
title. It is evident that he is referring in general 
to that department of lumber sales which arises 
from construction, and more particularly the re- 
quirements for homes and other small buildings. 
While this continues to be the most important 
market for all lumbermen,, it does not loom 
quite so large to the operators in the West as 
in some other sections, as a large percentage 
of the product of mills in this part of the coun- 
try is absorbed by box factories, sash and door 
factories and industrial plants, and buyers for 
these industries have. a psychology which prob- 
ably the writer of the article in question is not 
familiar with. 

I believe that most academic generalizations 
in regard to lumber distribution blink the fact 
that it is such a terribly complex study. In my 
experience in the industry, which started in the 
retail end thirty years ago, I have seen a won- 
derful improvement, particularly in retail dis- 
tribution, which always has been and probably 
alwavs will be the point of contact for the 
producer and most consumers of lumber. A 
very striking illustration of this improvement, 
is the retail vard in the San Joaquin Valley in 
California, where I made my humble entry into 
the lumber business. It was rendering a good 


service according to the times when I was 
associated with it, and it has kept fully abreast 
of the great development of the city in which it 
is located and the surrounding country, and. is 
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today one of the outstanding retail establish- 
ments in California. I only need to re-visit this 
yard and think, back to the time I started work 
in it to realize the wonderful progress which has 
been made in the retailing of lumber and build- 
ing materials. 


Complete Articles—Not Material— 
Get the Interest of Consumers 


This does not preclude the argument that we 
have many serious ailments in our lumber dis- 
tribution make-up. Some of these will probably 
always be with us, as they seem almost inherent 
in a free market (and who wants to be regi- 
mented). I do not believe, however, that there 
is any revolutionary panacea which will cure 
all our ills. Much good work is already being 
done in advertising and trade promotion by the 
various associations and individual companies, 
and of course this should be emphasized and 
extended. To my mind the greatest field for 
improvement lies in a closer and closer liaison 
between the producer and the retail distributor. 
It seems a logical trend that more and more 
the retail distributor will approach the public 
with the finished article in the way of homes 
and all the smaller buildings required by the 
general consumer, and it is to be hoped that the 
time will come when the lumber industry 
through this channel will attain such a measure 
of control in this field that the retail building 
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material plant in a community will be the logical 
place to turn to when a home or other small 
building is needed. This will open the door to 
wonderful opportunities in the way of advertis- 
ing. It will mean a lot more than showing a 
customer a pretty plan in a plan book or maga- 
zine, then leaving him to find his way as best 
he can over the rocky road which home builders 
in the past have travelled. It will give the 
lumber industry its first opportunity to get away 
from advertising raw material and approaching 
the consumer with a finished article which gen- 
erally is the only thing he is interested in.— 
W. F. Barrp, general sales manager, Michigan- 
California Lumber Co., Camino, Calif. 


THERE ARE "SUBSTITUTES" FOR ALL 
PRODUCTS OF INDUSTRY IN MODERN TIMES 


I have read with much interest the article on 
“The Road to Lumber Sales,” in your issue of 
Aug. 14, and also the editorial comment on 
same subject. The article by Mr. Johnson is 
well written and contains a lot of truths, but 
frankly I have been listening to speeches and 
reading articles along this line for the last thirty 
years, and the big trouble is that while every- 
body agrees something should be done no tan- 
gible suggestions are ever included as to just 
how to go about it. 

I do not think it is at all strange that new 
materials are being found to take the place of 





New Stadium at Idaho U Is 


Moscow, IpAHO, Aug. 21.—The new Neale 
football stadium of the University of Idaho, 
located here, will be opened to the public for 
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Appropriately of Idaho Pine 


take a smooth paint finish. Lumber for con- 
struction of the stadium was provided by 
Potlatch Forests (Inc.), of Lewiston, Idaho, of 


Thirty thousand fans will be accommodated by the University of Idaho's new stadium at Moscow when 


it is completed. 


the first time on Sept. 25, when the Idaho Van- 
dals wilt play the Oregon State College Beavers 
in Idaho’s homecoming game. 

Built entirely of Idaho white pine, including 
4-Square lumber for its grandstand and boxes, 
this stadium will seat 15,000, and when entirely 
completed is expected to have seats for 30,000 
football fans. Sills of the stadium seating ar- 
rangements were creosoted, and the seats are 
select planks that will give the best service and 


It is built entirely of Idaho white pine. 
football between the Idaho Vandals 


The first game to be played in it will be 
and Oregon Beavers on Sept. 25 


which C. L. Billings is vice president and 
general manager. 

Potlatch Forests (Inc.) provided work in its 
logging camp this summer for more than thirty 
of the sixty-five youngsters who will answer 
the call of Coach Ted Bank for fall practice. 

Potlatch Forests (Inc.) is one of the Weyer- 
haeuser enterprises and its product is marketed 
through the Weyerhaeuser Sales Co., with head- 
quarters in St. Paul, Minn. 
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lumber in many instances. This is certainly 
true in practically every line of business that | 
know of. For instance, how do you suppose the 
glass manufacturers feel about the use of the 
tin can for beer? This could be duplicated hun- 
dreds of times, and I do not think there is any- 
thing any of us can do to stop the march of 
progress, 

I do thing that your editorial on the subject, 
“Sell, Then Produce,” really contains an idea 
that is worth while and it is an idea that all 
sales managers have been fully aware of for 
months. 


Of course, this is a big subject and it has 
many angles. I really believe that if the men 
who control the sawmills could be converted to 
this idea, we would get somewhere in much 
better merchandising of our lumber. As a mat- 
ter of fact I think a great deal has been accom- 
plished in that direction. I know the larger 
mills in recent years have handled business they 
would not have dreamed of handling ten or 
fifteen years ago. 

However, after all is said and done, so long 
as the production of lumber is in the hands of 
thousands of mills—large and small—I do not 
believe a great deal can be done to correct the 
many evils we have had with us for vears.—A 
SOUTHERN Prine SALES MANAGER. 





Ocean Rates Jump as Japan 
Withdraws Freighters 


Vancouver, B. C., Aug. 21.—Lumber rates 
to the United Kingdom have jumped 10 shil- 
lings within a period of a few days. The im- 
mediate result is that less space is being taken 
for British Columbia lumber shipments to the 
United Kingdom. Buyers are not willing to 
pay the increase, and shippers and producers 
are unable to absorb it. It is hoped, however, 
that before a critical situation arises, the prices 
of space will have receded. 

This jump in freight rates, it is said, followed 
almost immediately on the action of the Jap- 
anese Government in commandeering some forty 
freighters for war requirements, and is a result 
of the desire of other owners to benefit by a 
war scare. Withdrawal of this amount of ton- 
nage from world markets brought about an 
impression that tonnage was going to be more 
in demand than ever. But there is a feeling in 
some quarters that the action of the Japanese 
Government in drafting its merchant fleet came 
at a moment when the Oriental freight market 
was about to go flat. 





Newly Formed Campany Takes 
Over Long-Established 


Business 


WarrEN, Pa., Aug. 23.—The recent sale of 
the Pickett Lumber Co., this city, to the newly 
formed Seneca Lumber & Supply Co. affords 
some interesting sidelights on the lumber in- 
dustry in northwestern Pennsylvania. The 
Pickett Lumber Co., which has been in the 
retail business here since 1910, has disposed of 
its entire business to the new firm composed 
of W. C. Fuellhart, L. S. Cleveland, W. F. 
Swanson and C. L. Thompson, all of whom 
have long been associated with the Wheeler 
& Dusenbury Lumber Co., of Endeavor. 


The present year brings to an end active 
participation in the manufacture of lumber by 
the Wheeler & Dusenbury Co. over a period 
of one hundred years in various parts of Penn- 
sylvania and New York, and which has con- 
tinued at Endeavor since 1868. 

It is understood that Mr. Thompson will be 
the active manager of the Seneca Lumber & 
Supply Co. but that Mr. Fuellhart and Mr. 
Cleveland will continue to promote the use and 
sale of redwood through the Wheeler & Dusen 
bury Co. which expects to continue actively 
in business as an eastern representative of the 
Hammond Lumber Co. 
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Cc. STIBICH, 
Calif.; 
Promotion Chairman 


Cc. L. ISTED, Cc, 
Bend, Ore.; San Francisco, 
President 


San Francisco, Cauir., Aug. 21.—The mid- 
summer semi-annual meeting of the board of 
directors of the Western Pine Association was 
held in the Palace Hotel here Aug. 11. As is 
the custom, this takes the form of an industry 
meeting, because all members are invited to 
sit in with the directors. The general meet- 
ing was preceded by a day of committee meet- 
ings. 

In spite of the fact that there was no crisis 
facing the industry and demanding definite 
action at this time, every district throughout 
the vast western pine territory was fully rep- 
resented. All committee meetings had full at- 
tendance. There were no controversial sessions 
and the recommendations of committees were 
generally approved by the board. 

The attendance at this meeting, and the in- 
terest of the membership in association activi- 
ties, are evidence of the very effective work of 
the organization, and a tribute to the executive 
and organizing ability of Secretary-manager 
S. V. Fullaway, Jr., as well as to efforts of the 
officers and directors. During the past few 
years, the Western Pine producers have sup- 
plied a greatly increased percentage of the total 
softwood consumption. This is shown con- 
clusively by the statistical summary presented 
at this meeting. 


Economic Information Guides Operators 


Although ,dealing with labor relations is not 
an association activity, they were a subject that 
came up for considerable discussion among the 
manufacturers. Up to the present, Western 
Pine manufacturers as a group have experi- 
enced less labor trouble than many producers 
of other species of lumber. 

The stability of the western pine industry is 
one of the principal objectives of the associa- 
tion, and through its economics committee the 
membership is kept well informed as to trend 
of market conditions. 


With this information at hand, many opera- 
tors have found it profitable to regulate their 
production to fit their sales. During the mid- 
summer slump in business for the past few 
weeks, production among western pine mills has 
dropped 10 to 11 million feet a week, and op- 
erations representing about 65 percent of the 
total production have reduced their running 
schedules. 

President C. L. Isted, of Bend, called the 
meeting to order, and expressed his pleasure at 
the very large attendance from all districts. He 
pointed to two principal problems of particular 
importance to the industry at present; namely 
values and costs, and labor relations. He 
quoted Secretary-manager Fullaway, pointing 
out that ill advised optimism might work to 
upset industry stability, and that it was impor- 
tant to have knowledge of conditions to pre- 
vent overproduction. In this respect, he re- 
ported that during the past few weeks western 
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Western Pine Looks at Facts 
--and They Are Encouraging 


pine mills have made substantial curtailment, 
and that their statistical position has remained 
sound. 


Reviews Farm Prospects, Building Trend 


Mr. Isted then spoke from what he called 
“the encouraging viewpoint,” and quoted from 
the AMERICAN LUMBERMAN to indicate that the 
present lowered demand is probably only tem- 
porary. He read extracts from the compre- 
hensive survey of the farm market which ap- 
peared in the July 17 issue of the AMERICAN 
LUMBERMAN, and said that anyone who has 
recently traveled through that middlewestern 
section of the country would agree that these 
statements were authentic. As another note of 
encouragement he quoted the New York Her- 
ald-Tribune, to show the increases in business 
and in building during the first six months of 
1937 as compared with 1936. 

Before ending his brief opening remarks, 
President Isted called the members to their feet 
for a moment of silence in respect to the mem- 
ory of those members of the group who have 
passed to their reward during the past six 
months. These were as follows: John R. Wot- 
ring, Long Beach, Calif., who was formerly 
with the Baird- Harper Lumber Co., at War- 
land, Mont., for many years; George Laws, 
president of the Feather River Lumber Co.., 
Delleker, Calif.; Anson S. Brooks, chairman of 


the board of the Brooks-Scanlon Lumber Co.. 
Minneapolis; W. B. Dean, Chico, Calif., who 
until recently was general manager of the Dia- 
mond Match Co. in California. 


Secretary Reports Continued Progress 

Reviewing the activities of the association, 
S. V. Fullaway, secretary, said that, measured 
in terms of industry support, of membership in- 
terest and of industry stability, the association 
shows continued progress. The 150 member 
mills represent approximately 80 percent of the 
total production of the entire western pine 
region of the twelve western States. He re- 
ported association finances in excellent shape, 
and said that all lines of work are proceeding 
in accordance with approved standards and 
authorized programs. Standing - committees 
have met regularly; district and group meet- 
ings have been held frequently to discuss labor, 
supply-demand and other industry problems, 
and the sales managers’ groups have been meet- 
ing regularly. During the year the secretary 
in visiting individual mills has covered about 
70 percent of the membership, and he has been 
impressed with the marked development in the 
spirit of confidence among fellow competitors. 
Referring briefly to the current position of the 
industry, Mr. Fullaway said: 

Although total regional production for the 
first six months was 21.9 percent above that 
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Success of Continued Promotional Efforts Proved 
by Statistical Summaries Showing Increase in This 


Region’s Share of Total Softwood Market and 
Above Average Gain in Prices of Bulk of Output 


for the same 1936 period, shipments ex- 
ceeded production by 140,000,000 feet as the 
result of an increase in shipments of 24.2 
percent. In spite of this much higher level 
of demand, gross regional stocks were up 
only 4.7 percent as compared to July 1 last 
year. Ponderosa pine stocks were actually 
6 percent lower, and the item of box lumber 
in inventories showed a decline of 10 per- 
cent. 

A. most important development shown by 
the industry statistics is the increasing share 
of the total softwood market which is being 
taken by the western pine industry. For the 
first half of 1937, our proportion of the total 
softwood shipments was 21.9 percent, as 
compared to 16.1 percent in the same period 
of 1929. This is a proportional increase for 
our region of about 36 percent. Prices for 
all four species have been remarkably firm 
in spite of the general slowing down of de- 


mand during the past 60 days. The Pon- 
derosa pine price index, which showed a 
slight seasonal decline in June, registered 


an advance during July. 
Sane Production Program Is Essential 


Mr. Fullaway emphasized the necessity of 
continuing curtailed production schedules of 
recent weeks, which have had a very tangible 
influence on the market. He thought there 
should be more contributions to the movement, 
and it should be continued until buying is re- 
sumed at normal levels. He said the immediate 
future undoubtedly will bring its share of prob- 
lems requiring intelligent thought and co-opera- 
tive action by the industry, and again expressed 
the conviction that “a sane program of produc- 
tion by our industry will be essential if 1937 is 
to be a successful year.” 


For United Stand on Wage-Hour Bill 


The secretary briefly discussed the Labor 
Standards Bill pending before Congress and 
said: “Should some form of wage-and-hour- 
legislation be enacted, there will undoubtedly 
be an attempt to harmonize the efforts of the 
several regional lumber groups in their actions 
to protect their industries. Western pine should, 
of course, participate in this movement, not 
only under a theory that a united front, if 
possible, will be most effective, but to assure the 
most favorable provisions for its membership.” 


Conservation; Inter-Regional Co-operation 


The secretary thought it desirable that the 
association reaffirm its purpose to carry for- 
ward the voluntary forest conservation program 
of the western pine industry, and that this 
action must be backed up by a continuation of 
progress in practical forestry measures in the 
woods and by an affirming attitude dealing with 
the whole problem. In closing, Mr. Fullaway 
said: 

The National Lumber Manufacturers’ Asso- 
ciation, now constituted as an affiliation 
of regional associations is a very necessary 
part of the lumber industry’s co-operative 
effort. It is now, in fact as well as in 
name, representative of the entire lumber 
manufacturing industry and, because of this 
general support, is in a position to do much 
for the industry. Your representatives on 
the NLMA board of directors and committees 
are devoting much time to this work, and 
Western Pine must continue to support it in 
every practical manner. 


Economic Outlook Is Reviewed 


The statistical position of the industry was 
laid before the membership by W. E. Griffee, 
assistant secretary-manager. Mr. Griffee read 
the introductory pages, and briefly explained 
the tables and charts in the statistical summary 


prepared by C. V. Zayer, association statis- 
tician. Three of the statistical tables appear 
herewith, and the summary in large part fol- 
lows: 

The average level of business during the 
first six months of 1937 was higher than dur- 
ing June, when the somewhat more than 
seasonal recession brought business to its 
low point. Business during the first quarter 
was excellent, partly because some _ users 
were stocking up in expectation of labor 
troubles. The slump which came late in the 
second quarter was partly seasonal, partly 
due to strikes, particularly those in the steel 
industry. The strike situation is better now, 
and business sentiment generally has im- 
proved. The fall upswing is not expected 
to be as sharp as in 1935 and 1936, but one 
is confidently predicted. 


Strong Demand for Home Building Expected 


For the first six months of 1937, residen- 
tial building in the 37 eastern States 
amounted to 516 million dollars, as com- 
pared to 334 million dollars for the first half 
of 1936, or an increase of 54.4 percent. The 
total value of building permits issued in 48 
western cities during the first half of 1937 
showed a gain of 21.3 percent over a like 
period in 1936. Residential building East 
of the Rocky Mountains reached its high in 
April, showed a considerable drop during 
the following month, but in June gained 11 
percent over May. Home building during 
the first half of July was 21 percent over 
the same period in 1936. 


There is no doubt that residential building 
has been retarded to some extent by in- 
creased construction costs, particularly that 
of labor, and by the psychological effect of 
the Administration’s blast of publicity 
against higher prices. However, it is thought 
that the home demand in the low-cost 
bracket, where lumber is the principal mate- 
rial, is so strong that increased residential 
construction will continue, even at the pres- 
ent level of labor and material costs. 


Western Pine Industry Improves Relative 
Position 


Production of western pine lumber during 
the first six months of 1937 was 2136 mil- 
lion feet, or 21.9 percent above the 1752 mil- 
lion in the same period of 1936. Shipments 
of western pine products for the first half 
of 1937 reached 2276 million feet, showing 
a gain of 24.2 percent over the 1832 million 
feet shipped in the like period of 1936. Dur- 
ing this period, shipments exceeded produc- 
tion by 140 million feet, or 6.5 percent, while 
in the same six months of 1936 shipments 
were 80 million feet, or 4.5 percent over 
production. 

The southern pine region increased its 
production during the first half of this year 
15.8 percent over the same period in 1936, 
as against an increase in shipments of 7.7 
percent, while inventories gained 221. million 
feet. The production of West Coast lumber 
was only 5.2 percent heavier during the first 
six months of 1937, as compared with the 
same period in 1936, while shipments showed 
a gain of 14.1 percent. Stocks of West Coast 
lumber declined 230 million feet since the 
beginning of the year, partly because the 
shipping strike retarded production during 
the winter months. 

The demand for western pine products dur- 
ing the first half of 1937 was 92.7 percent 
of the demand in the same period of 1929, 
while southern pine and West Coast demand 
reached respectively 60 percent and 69.5 per- 
cent of the 1929 demand for this period. 

Western pine has improved its position 
since 1929, when its share was 16.1 percent 
of the total softwood demand during the 
first half of the year, as compared with 21.9 
percent in 1937. 

The volume of orders received during June 
of this year dropped below the volume in 
May, and under orders for June of last year, 
when business was heavy due to the freight 
rate increase on July 1, 1936. However, the 
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weekly rate of orders during July shows an 
increase over the preceding month, and a 4 
percent gain over July a year ago. July 
shipments show an increase over June of 
this year, and are up 7.5 percent from July, 
1936. The volume of unfilled orders, which 
was so exceptionally heavy at the beginning 
of the year, has dropped to about the volume 
on hand at this time last year. 


Stocks in Favorable Relationship 
to Demand 

The volume of gross stocks of all species 
showed the usual seasonal fluctuation during 
the first half of 1937, dropping from 1792 
million feet at the beginning of the year 
to a low of 1401 million feet on May 1, and 
increasing to 1651 million on July 1. The 
volume of stocks on July 1 was 74 million 
feet, or 4.7 percent, heavier than on the 
same date a year ago. This increase is mod- 
erate in view of the fact that shipments for 
the first six months showed an increase of 
24 percent over 1936. Shipments by months 
during May and June showed a less-than- 
normal seasonal increase, so the supply-de- 
mand index dropped from its April peak and 
stood on Aug. 1 at 109 percent. 

The Ponderosa pine supply-demand situa- 
tion on July 1 was decidedly favorable, with 
total stocks about 6 percent less than those 
of a year ago, while shipments during June 
were 5% percent heavier than in June, 1936. 
Stocks were much better balanced than at 
this time last year, partly due to the excel- 
lent cleanup of dry stocks which was made 
during the early spring. The volume of No. 
3 shop and No. 3 boards, both of which items 
were a problem last summer, has been sub- 
stantially reduced, while the shortage of 
selects has been partly corrected. 

The supply of box lumber on July 1 was 
10 percent less than that of a year ago, and 
83 million feet lower than at the beginning 
of the year. The use of box lumber dur- 
ing June showed a surprising increase of 50 
percent over that for June 1936. 

Sugar Pine stocks were 1 percent over 
those of a year ago, but still less than the 
volume of shipments during the first six 
months of this year. 

Idaho White Pine stocks are somewhat 
heavier than those of a year ago. 

Total stocks of larch-Douglas fir, white fir 
and other woods showed the largest increase, 
with a gain of 11 percent over stocks of a 
year ago. However, shipments of these 
woods during June were 14 percent above 
shipments in June, 1936. 

Prices of all species have shown firmness 
during the past four months, and have fluc- 
tuated only slightly since April of this year. 
The index price of Ponderosa pine, which 
rose sharply from $21.43 in December last 
year to $26.49 in April, has remained around 
the $26 level. Also the index prices of Idaho 
white pine and of sugar pine have been 
steady since the end of the first quarter, with 
both species commanding a $10 differential 
above Ponderosa Pine. 


Ponderosa Prices Gain Strength 


From a table accompanying the statistical 
summary, showing the trend of wholesale prices 
of building materials, the following figures are 
excerpted, these showing especially that in the 








1936-1937 comparison, Inland Empire Ponderosa 
pine prices made a larger increase than those 
of other woods included: (for each item the 
1926 price was given an index number of 100): 


Price 
In- 
—1936— —1937— crease, 
Actual Index Actual Index Pct. 
Inland Emp.* 


Ponderosa 
Pine ...$22.89 86.7 $29.40 111.3 28.4 
Idaho Wh. 
Pine.... 31.23 81.1 36.11 93.7 15.6 
Suga 
Pine - 31.08 36.23 ear 16.6 
Larch— 
Douglas . 
Fir .... 19.98 108.9 22.68 123.7 13.5 
West Coast 
Lumber?y.. 19.50 94.1 22.81 110.0 17.0 
Southern 
Pinef .... 24.48 79.3 28.70 93.0 17.2 


*Western pine July prices. 
7June prices, average sales. 


Western Pine's Share of Market Increases 


Another table compared western pine produc- 
tion and shipments with those of the south- 
ern pine and West Coast regions. The figures 
used for production previous to 1936 were com- 
piled from U. S. Bureau of Census reports and 
Forest Service regional summaries. Figures on 
western pine production (these do not include 
lodgepole pile) were compiled by the Western 
Pine Association. The 1936 figures on produc- 
tion have been adjusted to annual reports from 
the mills, and to the 1935 Census reports, and 
include the latest revisions. Figures for ship- 
ments are based on association reports. West- 
ern pine production and shipments in the com- 
parison were figured as percentages of the aver- 
age of southern pine and West Coast—totals 
for the other two regions being added together 
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and divided by 2, and western pine shown as 
a percentage of this result. The comparison 
follows : 


Western Pine Production and Shipments Fig- 
ured as Percentage of Southern Pine 


and West Coast Average 
Production Shipments 
SED «64: wih arcs eet wea ae 45.1 37.3 
MEE so.0. 6s se dae cele we oo 47.6 46.7 
oh cinthg Gah sel aisna etd Abt actte 58.6 68.8 
Bec a ih alee e ter 61.8 62.5 
E+ +4 hcatvall ath Wik a te tarteid co hao 66.9 61.4 
.. See re eae 63.9 62.2 
71937—First half* ..... 58.6 62.4 





$West Coast shipments not available; per- 
centage based on southern pine shipments. 


+Comparisons for these years are affected 
by the West Coast marine strike. 


*Western pine production more seasonal 
than in other regions. 

The following comparison is made between 
1936 and 1937—first half—production and ship- 
ments; this is somewhat affected by the West 
Coast marine strike, and the seasonal nature of 


western pine production : 
1937 Increase Over 1936 


Production Shipments 
Southern Pine ........- 15.8 7.7 
cp. fo: a, 5.2 14.1 
Western Pine*® ........ 21.9 24.2 


For Curtailment; Against Wage-Hour Bill 


President Isted reviewed some of the recom- 
mendations made by the economics committee. 
The committee in June had recommended a 
one-day curtailment throughout the industry, 
and it is now recommended that the mills con- 
tinue such curtailment until there is positive 
evidence of an increase in demand. About 65 
percent of production has been curtailing, and 
the curtailment has amounted to 10 million to 
11% million feet a week. 

The economics committee 
has unanimously voted to 





continue the forest practice 
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Conservation and Government Regulation 


Clyde Martin, head of the forestry engineer- 
ing department of the association, reported on 
the forest conservation work. He spoke of 
results of the forestry conference held in April 
as amounting to a program which has been 
agreed to 100 percent by 18 associations repre- 
senting all branches of the industry. He said 
this agreement would give the country a fine 
forest conservation program, which it has not 
had. Mr. Martin explained the workings of 
the conference, and the small committee which 
has been appointed to act quickly for the in- 
dustry. 


The significant thing hanging over the con- 
ference and the industry is the continued threat 
of Government regulation. Mr. Martin pointed 
to the way Government control has worked in 
the Black Hills as a glaring example, and one 
which would deter any lumberman from enter- 
ing business under such conditions. Mr. Martin 
also referred to the Department of Interior’s 
attitude in connection with the recent Act to 
acquire sugar pine timber. He expressed the 
view that when there is a clear-cut plan of 
encroachment, the timber owners should fight 
such plan with facts. 

M. T. Owre, of the association staff, dis- 
cussed labor conditions and the many phases 
of labor disturbances going on throughout in- 
dustry of all kinds in the United States. He 
expressed the thought that it was important for 
manufacturers and employers of all kinds to be 
posted in regard to the entire labor move- 
ment. 


Terms of Sale and Price Lists 
Don Lawrence, Spokane, chairman of the 


statistics committee, gave a brief report of that 
committee, recommending publication of a leaflet 















































Seeres 





























see work of the association. It which would show fully dimensioned drawings 
wile has also expressed itself as of popular patterns in knotty pines. The com- 
athe ARS being opposed to the sug- mittee also recommended the appointment of a 
- a . gested wages-and-hours leg- sub-committee to revise some prices in the 
‘. . islation now before Con- basic price list A. The committee also recom- 
. 4 gress. It is opposed to the mended some changes in clauses in the terms of 
5 > F legislation on general prin- sale. The first clause is to the effect that the 
w % 4 Af ciples, and specifically op- seller or the buyer can cancel an order within 
oe a , f posed to that part of it thirty days for non-shipment because of strikes, 
uu ™ ar which would make an ex- fire or Acts of God. It also recommended that 
vu a 4 emption in the case of the price for Australian clear Ponderosa and 
u ‘4 g twenty-five or less em-_ sugar pine be made the same as D select. Also 
3500 . ff ployees. the addition of $1 per thousand over the rail- 
8 *, MOSR 5 ) 
44 coo j 1994 1995 156 13% 
3000 “4 - , 
¢ Ts, eZ 
7) he ae en pi! ; RESIDENTIAL ea 
, iy Sok. (F W Dodge Corp. data 5000 
2.500 ~ ‘ 2 oy i v/ Pt. (for 37 Zastern States) 
ee v Kr FPROPUCITIONM 
J ‘ / Millions of Dollars Fd | 7 
pan rola Nf , yoo. 
a a ‘ 4, i ” A 
1 w ND ed = WESTERN PINE s* 
i —_— _ GrTocns i SHIPMENTS 
v i) B. b ¥7 | a 
—_— > M Sb] Millions of Feet 
1000 an a ia 
(Justified by relation - Ye) 
of stocks to shipments-- WESTERN PINE / » al 
Normal is 1924-28 period 
$00 arene SUtte MENS / on 

















TREND OF PRODUCTION, SHIPMENTS, STOCKB--- 


This Chart of "Moving 4nnual Totals" shows the 
trend of activity, and eliminates the seasonal ° 


factor. 


Each figure of Shipments and Productiom plotted for 
a given month, represents the total for a twelve 
months’ period ending with that month. 


Bach Stock figure plotted represents the average 
stocks for the previous twelve months. 
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The above curves represent annual totals, each figure 
plotted for a given month, being the total for the 
twelve months period ending with that month. 


The Chart shows the close relatiom of demand for 
Western Pine lumber to residential building volume. 
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road company’s charge for inter-divisional stop- 
over cars. Also it recommended changes in 
wording regarding the discount on small mould- 
ing, to eliminate what amounts to a double dis- 
count. It is further recommended that the 
weekly price list be revised to eliminate some 
special worked items, which have at times given 
a false average. 

W. S. Kahman, San Francisco, reported for 
the grading rules committee on minor changes 
in practices. 


Research Department Has Interesting 
Exhibits 

The research department had interesting ex- 
hibits of large numbers of pine boards, in which 
the grade had been raised by plugging loose 
knots or knot holes by a system that the re- 
search laboratory has been studying. The 
grading committee has recommended that the 
possibilities in this connection should be studied 
further by the research department. 

A. J. Voye reported for the traffic committee 
on a number of detailed traffic problems, mak- 
ing recommendations. 


Promotion Committee Shows Its Latest 
Movie 

The promotional work of the association was 
reviewed by C. C. Stibich, chairman of the pro- 
motion committee. This committee’s work has 
been approved by the board of directors, allow- 
ing it an expenditure of $200,000 for promotion 
work, plus $20,000 for the research department. 

The promotion department includes seven 
full-time field men that are contacting the trade. 

The association’s newest moving picture, 
called “Fabricating Western Pine,” was shown 
to the members as the latest work of the pro- 
motion committee. This picture was received 
with enthusiasm. 

In the near future, the association will pro- 
duce a third picture to carry out the program 
of visual advertising. 


Transfer of Forest Service Opposed 


Before concluding the meeting, on motion of 
C. L. Billings, Lewiston, Idaho, the board of 
directors again reaffirmed its stand in opposition 
to transfer of the Forest Service from the De- 
partment of Agriculture to the Department of 
Interior. It is feared that such transfer might 
be made in the reorganization of Government 
departments, as it has been proposed that such 
transfer be made. 


Japan-China Conflict Has 
Reduced Lumber Buying 


ABERDEEN, WASH., Aug. 21.—Effects of the 
China-Japan struggle in Chinese ports, espe- 
cially Shanghai, are being felt on Grays Har- 
bor. Shippers here are receiving orders to hold 
up shipment of lumber for China, and in many 
cases have received instructions to stop en- 
tirely cutting on orders. Many lumbermen be- 
lieve that if the trouble spreads, orders may 
be cancelled altogether, halting one of the great- 
est trans-Pacific lumber movements Grays Har- 
bor has had in years. 

Even the Japanese market is showing some 
effects from the conflict, although not nearly 
as much as the Chinese. Local buyers charac- 
terize Japanese buying as “quiet.” At this time 
of year there is usually considerable advance 
Oriental business, with orders being placed for 
early winter delivery, but few are coming now, 
less from Chinese buyers than from Japanese. 

Grays Harbor shippers could give no esti- 
mate of the amount of the loss in trade, but 
asserted it would run into a considerable figure, 
which, they pointed out, would be attended by 
disastrous results, as the trans-Pacific trade is 
one of the mainstays of the local lumber busi- 
ness. 

Stevedore firms here said they can forsee a 
slump in Oriental trade for the next few 
months, especially if the Sino-Japanese conflict 
continues. Some ships have been scratched from 
the due list, while there has been a noticeable 
falling off in the number of ships posted for 
fall entry. 
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Southeast Hardwood Confident 
of Market Upturn 


New Orveans, Aug. 23.—Withdrawal of an 
advertisement published in “Fortune” magazine 
by the B. F. Goodrich Rubber Co., as unethical 
advertising, was asked in a resolution adopted 
by the Southwestern Hardwood Manufactur- 
ers’ Club in a meeting held here Aug. 12, this 
action being taken on the basis of a report 
made to the organization by W. W. Kellogg. 
In the advertisement, reported Mr. Kellogg, 
the Goodrich company advertised that “horses’ 
hoofs had cut three inch oak boards, but could 
not cut rubber.” This advertisement was taken 
up with both the rubber company and the pub- 
lisher. The latter promised to scrutinize its 
advertisements more carefully and be fair to 
lumber; the former agreed to withdraw the 
advertisement if considered unethical. 


Secretary George Schaad reported that dis- 
continuance of marketing of dunnage lumber 
on the Pacific Coast in such a manner as to 
disrupt the hardwood market there, was reported 
as in view. The club has been negotiating with 
intercoastal steamship operators to bring about 
the abandonment of the practice of dumping 
dunnage lumber on the Pacific Coast market. 


Secretary Schaad also reported that the Link- 
Newcomb Mill & Lumber Co., Tchula, Miss., 
and the Hardwood Lumber Co., of Lake 
Charles, La., had joined the club. The Homo- 
chitto Lumber Co., Brookhaven, Miss., hav- 
ing cut out, sold its stocks and gone into 
liquidation, resigned. The hardwood sales de- 
partment of the Southern Pine Lumber Co. and 
the Peavy-Moore Lumber Co. have been merged 
into a single unit to be termed the Southern 
Pine-Peavy Moore Hardwood Sales Agency, 
with Percy Bass, of Beaumount, Tex., in charge. 

Typical reports of conditions in the south- 
western hardwood industry were given by vari- 
out manufacturers as follows: 


No. 1. Was out of production for a long 
time, due to a fire. Since new mill was com- 
pleted, has been running night and day try- 
ing to build up a balanced stock. Expects 
after Sept. 1 to go back to a 60-hour sched- 
ule. In July, cut 1,180,000 feet; shipped 
442,000 feet; booked orders for 342,000 feet; 
unfilled orders totaled 885,000 feet; and 
stocks on hand amounted to 5;392,000 feet, 
with about 4,154,000 feet dry. Has not tried 
hard to sell lumber, as looks forward to a 
better market in the fall. 


No. 2. Operating 60 hours each at three 
mills, at one of which has gained a little 
inventory during past month. Will go to an 
8-hour schedule at that mill soon, and has 
plenty of logs there. Not selling much. Just 
returned from a trip to the North and, while 
buyers seemed to sense that bottom of the 
market had been reached, they were not 
buying much at that time. Feels that by 
Labor Day will have a much better market. 
Had a report from Fisher Body Co. that 17 
percent less lumber will be used in the 1938 
Chevrolet than was used in the 1937 car. 

No. 3. Has been running 40 hours a week 
for some time. In July cut 860,000 feet; sold 
260,000 feet; shipped 160,000 feet; unfilled 
orders totaled 250,000 feet. Has not been 
trying to sell lumber, as believes a better 
market is in prospect in the next 30 days. 


No. 4. Operating 55 hours. In July cut 
750,000 feet; shipped 650,000 feet; sold 650,000 
feet; stocks 3,000,000 feet, with 1,500,000 feet 
sold. Believes there will be a much better 
market by Sept. 15, consequently has not 
been pushing sales. 


No. 5. Operating 48 hours at three mills, 
cutting 30 to 40 percent hardwood on its pine 
mill. However, this is used in own plant and 
does not go on the market. In July pro- 
duced 3,500,000 feet; shipped about the same 
quantity and sold about 3,000,000 feet. Has 
noticed a decided change in the way of bet- 
ter inquiries and prices. Thinks the next 
thirty days will be somewhat better and the 
last sixty days of this year a lot better. Feels 
that the buyer realizes that the bottom has 
been reached, and that the prices will ad- 


vance. Is not selling today for shipment be- 
yond Sept. 30. 

No. 6. Operating 55 
July cut 950,000 feet; shipped 400,000 feet, 
and sold 650,000 feet. Hold the same views 
as expressed by operator No. 5. 


hours per week. In 


No. 7. Operating two mills 60 hours per 
week for the past month. In July cut 1,800,- 
000 feet; shipped 750,000 feet; sold 600,000 
feet. Orders so far this month are better. 
Looks for a better market in the next 30 
days. 

No. 8. Operating 75 hours at Louisiana 
mill. In July cut 1,300,000 feet; shipped 
1,300,000 feet, and sold 1,300,000 feet. Stock 


totaled 10,250,000 feet, with 2,250,000 feet cov- 
ered by orders. Has turned down a lot of 
business, feeling that there will be a better 
demand at higher prices soon. 


No. 9. Operating five 9-hour days per 
week. For the 4-week period ended Aug. 4 
sold 950,000 feet, with unfilled orders 863,000 
feet. Cut a little bit less than was shipped. 
During past week or ten days found an im- 
provement in the market; not so much argu- 
ing over the price as heretofore. Many long 
distance phone calls are significant of im- 
proving consumption. Looks for sap gum 
prices to advance materially. 


No. 10. Operating 56 hours a week. In 
July produced 1,300,000 feet; orders, 900,000 
feet; shipments, 800,000 feet; unfilled orders, 
1,400,000 feet; stocks on hand, 9,200,000 feet. 
Not booking any more orders than it did 
two or three weeks ago, but finds a different 
feeling on the part of the buyers. Believes 
that a better market is about here, and looks 
for material improvement. 


No. 11. Operating four mills 48 hours per 
week, but cut hardwood exclusively at only 
one. Others are pine mills that occasionally 
cut some hardwood. Stocks total 4,200,000 
feet, representing an increase of about 50,000 
feet over the previous month’s. Cut and 
sold at one hardwood mill 700,000 feet; 
orders on hand 250,000 feet. Has a definite 
feeling that the turn of the market is here. 
Total production is 70 percent pine and 30 
percent hardwood. One day last week en- 
tered orders for 25 cars of pine, which is 
a good day in pine, and believes that hard- 
wood will naturally follow. 


No. 12. During July, sold 2,500,000 feet 
and shipped 1,000,000 feet. Has increased 
hardwood production, with three rigs at one 
mill now cutting hardwood. This month will 
cut 2,500,000 feet, with an inventory of 
11,500,000 feet. Feels that the bottom has 
been reached and prices will strengthen. Sap 
gum is strong now, and prices will be bet- 
ter within the next sixty days. 


No. 13. Operating 55 hours at two hard- 
wood mills. Looks for a better market and 
is not selling ahead. 


No. 14. Operating two mills overtime. 
Eighty hours at one and 75 at the other. In 
July produced 2,600,000 feet; shipped 2,300,- 
000 feet; sold 2,500,000 feet. No one has been 
rushing to place business, but has not met 
as much buyer resistance as in May and June. 
Thinks August will record a lot of buying on 
the part of the smart buyers, and that others 
will come in later. Flooring business is bad, 
but has picked up in the last ten days. 
Thinks no manufacturer should crowd the 
market with his flooring oak, as if held it 
should bring better prices in the next thirty 
days. 

As to stocks of 4/4 plain sap gum, 22 mills 
reported as follows: FAS—dry, 2,214,000 feet ; 
sold, 915,000 feet; green, 1,304,000 feet; No. 1 
C&S—dry, 3,326,000 feet; sold, 1,633,000 feet; 
green, 1,919,000 feet; No. 2 common—dry, 
2,281,000 feet; sold, 2,610,000 feet; green, 3,176,- 
000 feet. 





Cost OF MATERIAL AND FUEL used by the rail- 
roads will be approximately $225,455,000 greater 
in 1937 than it would have been on the basis of 
the lower prices prevailing in May, 1933. 








comes Dixie Flooring 


Our new model plant, devoted exclusively to the 
manufacture of DIXIE BRAND OAK FLOORING, is 
now in operation. The last word in quality flooring 
production! Modern up-to-date equipment .. dry 
kilns of newest construction . . electrically-driven 
machines of latest design. DIXIE BRAND FLOOR- 
ING, cut from choice Arkansas Oak, is beautiful in 
grain and finish, uniformly fine 









OA k in texture. Superfine flooring, 
DIXIE BRAND] with all the extra quality that 


‘LOQQING advanced manufacturing meth- 
Mi eds can givel Write for Free 
Samples, prices and full infor- 


Netdalig/ mation. 
W. R. WRAPE STAVE CO., INC. 


Office, Plant, 2200 E. 7th St., LITTLE ROCK, ARK. 


M.. A. BATES. Special Sales Representative 
P. O. Box 395 DERMOTT, ARK. 






AM-MEX SALES COMPANY 


INCORPORATED 


Lumber—Plywood—Tropical Hardwoods 


28 Church Street, Buffalo, N. Y. 
Specializing in 


PLYWOOD of every description 





Idaho— 


WHITE PINE ponderose— 


California White 
Also and Sugar Pine 
Fir Wallboard $73?" 24, products 


William Schuette Company 
New York 


Office—4i East 42d St. PITTSBURGH, PA. 











Direct Importers of 


BALSA WOOD 


Primavera, Rosewood, Mahogany, 
Guanacaste, Cedar -- Logs 


F.C. LUTHI & CO., wEwW Gaticanet: 








Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 
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What the Associations Are 
Planning and Doing 


Sept. 15-18—Pacific 
Ore. Annual, 
Sept. 16-17—National Hardwood Lumber Associa-* 
tion, Congress Hotel, Chicago. Annual. 

Sept. 17—National Wholesale Distributing Yards 
Association, Congress Hotel, Chicago. Annual. 

Sept. 22—Arkansas Association of Lumber Dealers, 
Hotel Marion, Little Rock, Ark. Fall Con- 
vention. 

Oct. 6-8—United States Building and Loan League, 
Biltmore Hotel, Los Angeles. Annual. 

Feb. 2-4—Iowa Association of Lumber & Building 
Material Dealers, Des Moines Coliseum, Des 
Moines, Iowa. Annual. 


Logging Congress, Seaside, 





Plans for Southwestern's Annual and 
for District Meetings 


Kansas City, Mo., Aug. 23.—President W. 
C. Chamberlin has called a meeting of the ex- 
ecutive committee of the Southwestern Lum- 
bermen’s Association to be held on Friday, Sept. 
10, at the association headquarters in this city. 
Consideration will be given to plans for the 
fiftieth annual convention of the association, 
which will be held Jan. 26-28, 1938, and to 
other matters of importance. 

Secretary E. E. Woods announces that plans 
are being perfected, and schedules made up, 
for a number of district meetings to be held 
throughout the Southwestern’s territory during 
September and October. The secretary states 
that plans contemplate a considerable number 
of meetings, each covering a limited territory, 
rather than a limited number with each meet- 
ing serving a large territory. Obviously, under 
that arrangement many of the meetings will be 
held in the smaller towns in the association ter- 
ritory. 





Arkansas Dealers Name Day for Fall 


Convention 


LitrLe Rock, Ark., Aug. 23.—Announcement 
is made by the board of directors of the Arkan- 
sas Association of Lumber Dealers that the 
annual one-day fall convention of the organ- 
ization will be held in the Hotel Marion, Little 
Rock, on Wednesday, Sept. 22. While details 
of the program have not as yet been com- 
pleted, a number of important and interesting 
features have been scheduled, and full attend- 
ance of members is expected. 





Wisconsin Lumber Dealers to Profit 
by "Better Paint'' Campaign 

MILWAUKEE, Wis., Aug. 23.—Retail lumber 
dealers throughout Wisconsin will take part 
in an interesting schedule of meetings being 
sponsored by the Lumber Products-Better Paint 
Campaign, designed to bring to retailers the 
best results with paint on wood surfaces, ac- 
cording to Don Montgomery, secretary of the 
Wisconsin Retail Lumbermen’s Association. 

“A special feature of these meetings will be 
an elaborate exhibit of miniature houses show- 
ing both exterior and interiors beautifully paint- 
ed,” Mr. Montgomery pointed out. “Four more 
exhibit cases given to wood and paint technology 
and prepared by the U. S. Forest Products 
Laboratory will also be shown. These dis- 
plays are both educational and entertaining and 
the dealers will be well repaid for attending 
these meetings at which Max Critchfield, man- 
ager field service department of the Lumber 
Products-Better Paint Campaign, gives a very 
interesting talk which he illustrates with col- 
lored slides and movies.” 

The proposed schedule of district meetings, 
as compiled by Secretary Montgomery, is as 
follows : 

District H, Cloverland Club, Sept. 7, at 
Dickinson Hotel, Iron Mountain, Mich., with 


P. B. Spear, Jr., presiding associate director 
of 6 o’clock dinner meeting. 


District B, Gogebic, Land O’Lakes, Menomi- 
nee River, Upper Thirteen Clubs, Oneida 
Hotel, Rhinelander, Wis., Sept. 8, with E. F. 
Kiser, presiding associate director. - 

District D, Midwestern, Richland County 
Clubs, LaCrosse Hotel, LaCrosse, Wis., Sept. 
10, S. E. Taylor, presiding associate director. 

District A, Lake Superior, North West, 
West Clubs, Land O’Lakes Hotel, Rice Lake, 
Sept. 9, H. W. Erlanson, presiding. 

District F, Dane County, District of Port- 
age, South Central, Southwestern Clubs, 
Loraine Hotel, Madison, Sept. 13, with G. H. 
Nodlof, presiding. 

District C, Central, Fox River, M. T. C., 
Wolf Kiver Clubs, Sept. 14, at Whiting Hotei, 
Stevens Point, with J. A. Middleton, pre- 
siding. 

District E, Calumet County, Manitowoc 
County, Northeastern, Peninsular, Sheboy- 
gan County Clubs, at Manitowoc Hotel, Sept. 
15, with Otto Tagge, presiding. 

District G, Eastern Milwaukee, Racine- 
Kenosha, Southeastern, Walworth Clubs, Re- 
publican Hotel, Milwaukee, Sept. 16, with 
J. H. Herold presiding associate director. 

an eres 


Florida Secretary Finds Conditions 
Very Promising 


OrLANDO, FLa., Aug. 23.—An encouraging 
report as to conditions has been given to the 
AMERICAN LUMBERMAN representative by 
Claude &. Flambeau, secretary of the Florida 
Lumber & Millwork Association, who said: 

“I am making a hurried trip visiting the 
dealers througnout the State, and am giad 
to report that I find a very friendly attitude 
toward the present association policy and 
feel satisfied' that we shall have plenty of 
financial support for all necessary undertak- 
ings. I find the dealers enjoying more busi- 
ness than at any time for years and fairly 
well satisfied with their prospects for profits. 
I feel that we have several years of increas- 
ing volume before us, and believe now that 
congress has adjourned business will take 
some very decided strides.” 





Southern Hardwood Moves Head- 
quarters Nearer Central Markets 


New Orveans, La., Aug. 23.—Members of 
the Southern Hardwood Producers (Inc.) 
have been advised that after Sept. 1 the head- 
quarters of the organization will be in the 
Sterick Building, Memphis, Tenn. An an- 
nouncement from the offices in this city says: 
“The steadily growing activity in trade promo- 
tion of southern hardwoods in the large con- 
suming territories of the middle West and East, 
has made it advisable to locate the main office 
of Southern Hardwood Producers (Inc.) closer 
to the principal consuming markets, but at the 
same time keep the office conveniently near the 
hardwood mills.” 

Members of the organization recently voted 
by a considerable majority to locate the main 
office in Memphis, and authorized the staff to 
set up headquarters there Sept. 1. Continuing, 
the announcement says: 

The building boom which is being pre- 
dicted by business analysts will not only 
expand the use of southern hardwoods for 
interior trim and flooring, but the enlarged 
demands for furniture brought about by the 
new construction will result in an increased 
use of southern hardwoods for furniture. 

Southern Hardwood Producers (Inc.) trade 
promotion staff is getting ready for these 
demands by acquainting architects, builders 
and other users of wood with the merits of 
southern hardwoods. With a bountiful sup- 


ply of more than twenty species of excellent 
hardwoods used in interior trim, flooring, 
furniture, and hundreds of other ways in 
manufacturing, the expansion of the uses of 
these woods is inevitable. 

The placing of the main office of SHPI 
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near the consuming markets will result in a 
saving of travel time and expense, and a 
consequent increase in the efficiency and 
volume of trade promotion. 

Hardwood people—producers, users, sales- 
men—are urged to call at the office of South- 
ern Hardwood Producers (lInc.), Sterick 
Building, Memphis, Tenn. 





Hardwood Directors Approve New 
Memphis Headquarters 


MeEmMPHIs, TENN., Aug. 23.—Preparatory to 
moving headquarters of the Southern Hardwood 
Producers (Inc.), from New Orleans to Mem- 
phis on Sept. 1, directors and officers of that 
organization met here Wednesday and ‘nspected 
and approved proposed quarters on the eighth 
floor of the Sterick Building, at Third and 
Madison. 

The directors met at the Peabody for a dis- 
cussion of some problems of the industry, 
and later went out in a body for an inspec- 
tion of the Model Home that the organiza- 
tion built in Hedgemoor Subdivision. The 
Home was open to the public for about twenty 
days, and more than twelve thousand persons 
inspected it and marvelled at the beautiful fin- 
ishes obtained from southern hardwoods and the 
many fine uses to which all species of south- 
ern woods had been put. 

Fred W. Schatz, Helena, president of the 
Southern Hardwood Producers (Inc.), said that 
the organization was highly gratified at the 
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Co., chairman; Thomas E. Powe, Thomas E. 
Powe Lumber Co., St. Louis, Mo.; J, K. McCor- 
mick, Henry J. Winde Co., Boston, Mass. 


Flooring Manufacturer Plans 
"Floating Convention" 


One of the most unusual conventions ever held 
will be that aboard a steamship on Lake Mich- 
igan which the E. L. Bruce Co. of Memphis 
has arranged. Officials of the firm, flooring and 
lumber sales representatives, and licensees of 
its Terminix division will leave Chicago on the 
North American, shown in an accompanying 
cut, the night of Labor Day for a convention 
cruise lasting three nights and two days. More 
than 400 men are expected to be in the group 
on the steamer which will travel the entire 
length of Lake Michigan with a stop-over at 
Mackinac Island. 

It will be the first general sales convention 
for the company in several years, although the 
Terminix organization has been having annual 
meetings since 1933. After a brief joint session 
the opening day, the two groups will meet 
separately. 

In addition to thorough discussion of the 
firm’s products and policies a great deal of 
time will be spent by the group in learning 
how sales representatives can be of greater 
help to the retail dealer. Several motion pic- 
tures will be shown, including a film depicting 
Bruce manufacture from logging operations to 
the finished flooring Besides speeches by Bruce 

: executives and salesmen, 














talks will be made by rep- 
resentatives of the company’s 
advertising agency; Ralph 
Hill, manager of the Na- 
tional Oak Flooring Manu- 
facturer’s Association, and 





This steamer will be the scene 
of the “floating convention" 
planned by the E. L. Bruce Co. 
for Sept. 6-8 on Lake Michigan 
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Special Book 
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LUMBER 
DEALERS 


containing 


S80 FAST-SELLING 


PATTERNS 


FROM THE 
NEW 1938 


PEACOCK 


and 


RolocraFrt 


(Trade Mark) 


LINES 
LENNON 
WALL PAPER CoO. 

Joliet, Ill. 








E. C. Singler, secretary of 
the Maple Flooring Manu- 
facturers’ Association. E. L. 
Bruce, Jr., will be general 
chairman of the Bruce con- 
vention, and E. L. Fellman, 
chairman of the Terminix 








result of its efforts, and that a second demon- 
stration home would probably be built at St. 
Louis this fall for display early next spring if 


details could be concluded there. The Memphis 
model home was described in detail in the 
Aug. 14 issue of the AMERICAN LUMBERMAN. 

“We are moving to Memphis because it is 
the center of the hardwood industry and the 
logical place for our headquarters,” said 
E. R. Linn, secretary-manager of the Pro- 
ducers. 

Members of the board expressed the belief 
that the hardwood industry would soon be on 
the upward path to prosperity. C. C. Sheppard, 
Clarks, La., said that pine sales had increased 
tremendously during the past two weeks, and 
that hardwoods always followed the lead of 
softwoods. 





Philippine Mahogany Importers’ 
Committees Appointed 


Los ANGELES, CA.iF., Aug. 21.—The major 
working committees of the Philippine Mahogany 
Manufacturers’ Import Association (Inc.) have 
been appointed by W. G. Scrim, president, for 
the year ending May 31, 1938, as follows: 

TRADE TREATY—Daniel R. Forbes, Washing- 
ton, D. C., chairman, Insular Lumber Co., Phila- 
delphia; C. U. Martin, Port Lamon Lumber Co., 
New York City. 

__ TRADE PROMOTION—Roy Barto, Cadwallader- 
Gibson Co. (Inc.), Los Angeles, chairman; Glenn 
W. Cheney, Atlantic, Gulf & Pacific Co., Port- 
land, Ore.; George C. Cornitius, George C, Cor- 
nitius Co,, San Francisco; Howard R. Black, 
Black & Yates (Ine.), Brooklyn, N, Y. 

BupertT—J, Raymond Peck, Insular Lumber 


group. 

The business sessions of each convention have 
been carefully planned so that a maximum 
amount can be accomplished each day. The 
lighter side has not been neglected, for elab- 
orate arrangements for entertainment have been 
made, both for mixed groups in the evening 
and for the wives and children during the day. 





Pioneer Farm Bureau Celebrates 


Ciinton Iowa, Aug. 23.—The Clinton County 
Farm Bureau celebrated its twenty-fifth anni- 
versary with a festival and club show at De 
Witt on Aug. 13. This bureau came into ex- 
istence in 1912, being sponsored by the Clinton 
Chamber of Commerce, of which George W. 
Dulany, Jr., was president. Under Mr. Dulany’s 
leadership, the chamber of commerce inaug- 
urated and sponsored the first county crop ad- 
visory service and the first farm bureau in 
Iowa. The chamber of commerce and Clinton 
business men financed and carried on this work 
for three years, until the farmers, realizing the 
benefits from the organization, took over the ac- 
tivities themselves and moved the headquarters 
from Clinton to De Witt. Within five years 
after this first organization was perfected, every 
county in Iowa had followed the lead of Clin- 
ton and had organized a county farm bureau. 
Mr. Dulany, who is one of the outstanding lum- 
bermen of the country, now resides in Chicago, 
but it is understood will soon return to Clinton, 
again to make his home there. He is chairman 
of the board of the Climax Engineering Co. and 
the Eclipse Lumber Co., the latter operating a 
line of retail lumber yards in Iowa. 





GLASS 


STORM SASH 


Glazing Storm Sash with good 
quality glass is most important, 
because with the installing of Storm 
Sash, there are two panes of glass 
to look through...and through 
which light must be transmitted. 
Don't cheapen your Storm Sash 
with poor quality glass... specify 
Clearlite Quality Window Glass. 
Send for the Clearlite Storm Sash 
Folder... you will find it most 
helpful in selling your storm sash. 





EASY ON THE EYES 


FOURCO GLASS CO., Clarksburg, W.Va. 


Branch Sales Offices: 
NEW YORK « CHICAGO « FT. SMITH, ARK. 
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Lumber Dealers Roofer Men Want FHA for Georgia 


earn good profits o 





Get your full share of this good 
well-paying Roofer business. Be 
ready with Southern Yellow Pine 
Roofers—standard size boards 
made especially for use as roof 
boards, sheathing, sub-flooring, 
cement form work, etc. 


Keep your eye on the farm mar- 
ket for Roofers—for homes, 
barns and other farm buildings. 


Roofers may be ordered dipped 
to prevent stain—air or kiln 
dried. Many of these mills can 
also supply other popular lum- 
ber items. Roofers are sup- 
plied S4S, S2S&CM or Shiplap 
in 34,” or 25/32” on special 
order. 


Roofers supplied by these lead- 
ing producers are dependable 
in every way—and you can 
order them through your whole- 
saler: 


The King Lumber Co. 


Roofers and Kiin Dried Finish 
Cuthbert, Ga. 


Tolleson Lumber Co. 
Roofers and Kiln-Dried Finish 
Perry, Ga. 


King & Thurston 


Manufacturers Air-Dried Roofers 
Thomaston, Ga. 


Leon Clancy Company 
Careful manufacture and prompt shipments 


Moultrie, Ga. 
j. W. Starr & Sons Lumber Co. 


Mfrs. Roofers, Dimension and Boards 


Atlanta, Ga. 


Jeffreys-McElrath Mfg. Co. 


Mfrs. Roofers, Lumber and Box Shooks 
Macon, Ga. 


Mills Lumber Co. of Ga., Inc. 


Mfrs. Pine Lumber-- Roofers a Specialty 
Acworth, Ga. 














CoLumsus, Ga., Aug. 24——On motion by 
H. Dixon Smith, of Columbus, member of the 
Muscogee County delegation in the Georgia 
legislature, the Roofer Manufacturers’ Associa- 
tion, in session here today, went on record as 
requesting Gov. E. D. Rivers to include in his 
call for a special session of the Georgia legis- 
lature, expected to be held this fall, measures 
that would place Georgia in the list of States 
qualified for participating in Federal Housing 
Administration benefits. 

In making the motion, Mr. Smith called at- 
tention to the fact that a list of qualified States, 
according to a newspaper he held in his hand. 
failed to include Georgia, but did include Ala- 
bama. The list showed that only 32 of the 48 
States are qualified for participation in Federal 
Housing Administration benefits. When Mr. 
Smith declared that he thought the Georgia 
legislature, at its regular session early this year, 
had provided for this participation among “acts 
covering very nearly everything else,” he caused 
laughter and questions by some as to whether 
any of the members of the legislature knew just 
what had been passed. 


Secretary W. R. Melton, of the association, 
was instructed to draft the necessary petition 
to Gov. Rivers, after Mr. Smith’s motion had 
been unanimously approved. The belief was 
expressed that the suggested legislation would 
strengthen the demand for lumber. A. J. Jones, 
of Donaldsonville, presiding at the session in 
the absence of Allen W. Daughtry, of Allen- 
town, president, named Mr. Smith as chairman, 
and J. Hallman Bell, of Richland, to act with 
Secretary Melton as committeemen to petition 
the governor. 


Plans Made for Permanent Inspection 
Service 


Further discussion of grade-marking rules and 
regulations adopted by the association two 
months ago, revealed that application has been 
made for registration and copyrighting the 
grademarking stamp of the association and 
rules, and that the first general inspection had 
been made since the last meeting here about 
six weeks ago. 

Many of the members told of benefits of 
grade-marking in the wholesaling of lumber, and 
steps were taken to make permanent the regular 
inspection service, with a full-time inspector. 
T. M. Teal, of Columbus, is at present inspec- 
tor for the association, and his services may 


Carolina Gathers 


Cuartortte, N. C., Aug. 23.—Secretary E. M. 
Garner, Carolina Retail Lumber & Building 
Supply Dealers Association, has assembled, 
through questionnaires, information on wages 
and hours that will be of benefit to the trade in 
considering the Black-Connery Bill; while hap- 
pily, this Bill has been shelved for the time be- 
ing, it or a similar measure is sure to come up 
again at the next session of Congress. To assure 
that the members of the Carolinas association 
are well informed when called upon to tes- 
tify before committees, and to aid them in op- 
posing any wage-hour measure that might prove 
detrimental to their interests, Secretary Garner 
has mailed the data. He prepared charts giv- 
ing Comparative figures for 1936 and 1937. The 
foundation for this work was laid at a meeting 
held some time ago at High Point, N. C. 

At the High Point meeting, F. B. Drake, of 
the North Carolina department of revenue, ad- 
vised manufacturers as to proper definition of 
millwork and how to establish a dividing line 
between dressed lumber and millwork. A. S. 
Parker, of High Point, chairman of the meet- 
ing, appointed E. M. Oettinger, W. D. Mar- 
tin, H. M. Armentrout, W. T. Spencer and 


be. continued if arrangements are made at the 
next meeting to relieve him of another position 
he now holds with the H. Dixon Smith Lumber 
Co. here. 


Appointment of a full time inspector was 
recommended by the board of directors, who 
held a meeting here Monday night. The board 
is composed of President Daughtry, H. E. 
Hammock, J. Hallman Bell, W. E. King and 
A. J. Jones. Action on other recommendations 
by the board of directors was deferred until 
next meeting, which was scheduled to be held 
here on Tuesday, Sept. 14. 


Extension of Association Territory Proposed 


At the next meeting, the question of expan- 
sion of the association’s membership to include 
more Georgia and Alabama mills that can 
qualify, and probably mills of North and South 
Carolina, is to be given consideration. This 
matter was brought up at the session today by 
H. Dixon Smith, and the proposal to expand 
the association’s scope met with hearty response. 
The Grovetown Lumber Co., of Grovetown, 
Ga., and the Sullivan Lumber Co., of Preston, 
Ga., were accepted as new members at the 
session today. Belief was expressed that fol- 
lowing the adoption of grade marking, many 
mills of this section will be glad to come into 
and strengthen the association. 


Secretary Melton was instructed to communi- 
cate with all members of the association and 
urge them to be present at the session to be 
held on Sept. 14, when, it is expected, an active 
campaign to increase the membership will be 
launched, and other matters of importance given 
consideration, including recommendations made 
by the board of directors. 


Expect Better Prices for Roofers During Fall 


At the open session of the association, begin- 
ning at 10:30 o’clock, the general outlook for 
the industry was discussed by members of the 
association with C. C. Arnett, of Macon; 
Thomas E. Griffin, of Columbus, and other 
wholesalers, who expressed the belief that the 
demand warrants fairer prices than are now 
being received in some quarters. 

Members of the association present regard 
current demand and prices as fairly good, and 
believe there are prospects for still better prices 
in the approaching fall months. The meeting 
was concluded with a luncheon at the Ralston 
Hotel at 1 o'clock. 


Wage-Hour Data 


J. P. Creighton as a committee to define mill- 
work, and their definition follows: 

Millwork is such items of lumber for a 
building construction, fabricated beyond the 
machine operations. Lineal foot material, 
whether dressed, tongued and_ grooved, 
sanded or cut to length, is not considered 
millwork. 

This committee was continued for the pur- 
pose of preparing actual lists of materials used 
in building construction; these lists to show 
items which are millwork, and items which are 
considered dressed lumber. These lists, says 
Secretary Garner, have been prepared and sub- 
mitted to the State commissioner of revenue, 
A. J. Maxwell. As soon as they are approved 
by Mr. Maxwell, Secretary Garner will have 
them distributed to the members. 


Many dealer members, in replying to ques- 
tionnaires on the wage-and-hour situation in 
the Carolinas, used numbers, and the informa- 
tion is treated confidentially by Secretary 
Garner. 


Several sets of questionnaires were sent out, 
classifying the different branches of the indus- 
try. ; 
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BILL OF MATERIAL 


BRICK AND CONCRETE AND PLASTER 


220 cu. ft. conerete footing 
980 cu. ft. concrete walls 
450 cu. ft. brick walls 
i set steps, 5 ft, 2 risers 
2 cement treads 3-in. x {2-in., 5 ft. 
20 sq. ft. 3-in. concrete floor, front ent. 
20 sq. ft. t-in cement top, front ent. 
s sq. ft. 3-in. cone. floor, din. r. ent. 

A ft. I-in. cement top, din. r. ent. 

. ft. 4-in. concrete floor, garage 

1,000 sq ft. 3Y2-in. cone. floor, basement 
30 lin. tt. double chimney, furnace firepl. 
46 lin. ft. 12x12 terra cotta flue lining 
480 sq. yds. plaster 
7200 lath 3%xi/Y2—4 


TIN AND ROUGH HARDWARE: 


76 lin, ft. 10-in. ridge roll 

32 pes. 5x7-in. flashing, chimney 

28 pes. 5x7-in. flashing, _— roof 

54 lin. ft. 14-in. valley t 

. ft. 3-in. down F 

8 pes. “3-in. elbows 

90 lin. ft. 6-in. gutter 

600 ibs. nails; 13 sets sash weights & cord 
{ coal chute; 1 C. 1. cleancut door 


ROUGH LUMBER: 


254 lin. ft. 2x8 sill 

150 lin. ft. 2x10 sill 

150 lin. ft. 2x6 sill 

3 pes. 2x8—I14 ener, 

6 pes. 2x10—22 Ist fi. joist 
56 pes. 2x10—14 Ist floor joist 
10 pes. | + a ist floor joist 


by Ang 2x8—12 attic floor joist 
. 2x8—9 attic floor joist 
to's pee. 2x6—12 collar beams 
2 pes. 2x6—8 collar beams 
56 pes. 2x6—I8 rafters, house 
18 pes. 2x6—10 rafters, house 
{2 pes. 2x6—7 rafters, house 
10 pes. 2x6—i2 rafters, house 
14 pes. 2x6—8 rafters, garage 
9 pes. 2x6—I2 rafters, garage 
3 pes. 2x6—20 ties, garage 
190 pes. 2x4—9 outside studs 
30 pes. 2x4—14 gable studs 
10 pes. 2x4—12 gable studs 
150 pes. 2x4—9 inside studs 
64 pes. 2x4—I6 plates & shoe 
'y Eng 2x4—16 coal bin & fruit elo. 
2x4—12 ceiling joist, rear porch 
asp" fin. ft. Ix4 bridging 
1850 sq. ft. %4-in. mulating sheathing 
1500 ft. B.M. 1x4 roof sheat! 
16 om. 16-in. shingles, — 


alls 
i &M subfloor and attic 
1360 ft. B.M. {x3 finish floor 
84 ft. B.M. 5x4 ceiling, Lee porch 
400 ft. B.M. ix6 D&M, coal bin & fr. clo. 
60 lin. ft. Ix!2 shelving, fruit elo. 
620 sq. ft. %-in. garage lining 


—=—Noe 
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merican Lumberman House Plan No. 228 





MILLWORK: 


twin sash fr. 12x12—i%@ 2 It. bsmt. 
sgl. sash frs. 12x12—1% 2 It. bsmt. 
sash 12xi2—13¢ 2 Its. SS 

overhead dr. fr. a/0x6/0—1% garage 
overhead dr. 8/0x8/0—13%4 6 pan. 12 Its. 
DS, no trim 

0.S. door fr. 2/8x6/8—1% garage, rear 
0.S. door 2/8x6/8—13%4 3X pan. | It. DS 
side inside trim 

front entrance, detail 

0.S. door fr. 3/0x6/8—1i%4 front ent. 
door 3/0x6/8—134 4 pan, 2 Its. DS 

side inside trim 

0.S. door fr. 4/0x6/8—13¢ din. r. ent. 
pr. doors, 4/0x6/8—1%4 10 Its. each, DS 
side inside trim 

0.S. door fr. 2/8x6/8—134 grade ent. 
outside door 2/8x6/8—134 2 pan. 6 It. DS 
side inside trim 

wdw. frs. 24x24—13% 2 Its. liv 

wdw. 24x24—1% 2 Its. top 6 its. "ss 
sides inside trim 

pr. 0.S. shutters 24x24—Ii'%-in. 2 Its. 
wdw. frs. 24x24—13, 2 Its. bedr. | & 2 
wdws. 24x24—13, 2 Its. top 6 Its. SS 
sides inside trim 

pr. outside shutters 24x24—Ii'%, 2 Its. 
wdw. fr. 24x20—1%¢ 2 Its. bathr. 

wdw. 24x20—i% 2 Its. top 6 Its. obscure 
side inside trim 

wdw, fr. 14x18—134 2 Its. kitchen 
wdw. 14x18—1% 2 Its. top 4 Its. SS 

side inside trim 

wdw. fr. 32x16—1% 2 It. kitchen 


GARBAGE a. 


/9'O “ 


, bY AITCHEN 
x 9G'8" 





LIVING ROOM 


22'9* %/2' 10” 


36/2” 











wdw. 32xi6—1% 2 Its. top 8 Its. SS 
side inside trim 

wdw. fr. 24x24—13¢ 2 Its. garage 
wdw. a 2 Its. top 6 Its. SS 
side inside tr 

wdw. frs 2ax24— 1%, 2 Its. attic 
windows 24x24—1% 2 Its. top 6 Its. SS 
sides inside trim 

louvre — ron 8 

ins. dr. fr. ay Arg 2x6, coal bin 
door 2/8x6/O 1s, 5 5X pan. 

pes. 34x3'/2—I18 ft. inside trim 

ins. dr. frs. 3/0x6/0—1%., 2x8, to work- 


room 

doors 3/0x6/0—1i% 5X pan. 

pes. 34x3/2—18-ft inside trim 

ins. dr. fr. 5/Ox8/ Oey 2x8, to laundry 
door 2/8x6/0—Ii% 5X pan. 

pes. 34xl34—18 ft. vaelde trim 

ins. dr. fr. 2/0x6/8—1i%¢, 5'%4-in., vest. 


clo. 

ins. door 2/0x6/8—1%3¢-in. 2 pan. 

sides inside trim 

ins. dr. fr. 3/0x6/8—134, 5/4-in., vest. 
door 3/0x6/8—1%4 15 Its DS 
sides inside trim 

ins. dr. frs. 2/8x6/8—1%, 
to liv. r. & bedrs. 

doors vs 2 pan. 
sides inside trim 

ins. dr. fr. 2/6x6/8—1%%, 5'/4-in., hall- 


bath 

door 2/6x6/8—I%@ 2 pan. 

sides inside m 

= dr. frs. 2/0x6/8—1%, 5/4-in. bedr.. 
clo. 


=—“N=§=—§2N NN—$——NNN————=— 


54%-in., hall 


—OoW WNH——n— 
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doors 2/0x6/8, 1% 2 pan. 
sides inside trim 
ins. dr. frs. 1/6x6/8—1%¢, 


clo. 

doors 1/6x6/8—1% 2 pan. 

sides inside trim 

ins. dr. frs. 2/8x6/8—1%¢, 5%, to grade 
and attic 

doors 2/8x6/8—I3%_ 2 pan. 

sides inside trim 

— dr. fr. 2/8x6/8—13¢, 5%4-in. kit.- 
in. r. 

door 2/8x6/8—1% 2 pan. 

sides inside trim 

plaster arch form liv. r.-din. r. 

panel 2/0x3/0—7g-in. access 

300 fin. ft. 5¢x4/%4 base 

300 lin. ft. 54x34 base mold. 

300 lin. ft. 2x34 base shoe 

6 lin. - 34x16 closet shelving 

5 lin ft. 34x12 closet shelving 

10 lin. Ne 34x24 shelving, linen elo. 

10 lin. ft. 34x18 shelving, lin. clo. 

24 lin. ft. 34x4% hook strip 

18 lin. ft. 1% dia. H.W., hanging rod 
80 lin. ft. ceiling cornice, det. liv. r. 
mantel, det. liv. r. 

set book shelves, det. liv. r. 

medicine case, det. bathroom 

corner case, det. din. r. 

combination case, det. kt. 

high cases, det. | broom closet, det. kit. 
set stairs 3 ft. 13 risers, to attic, box 
set stairs 3'/2 ft. 3 risers, grade, box 
set stairs 3/2 ft. 10 risers, bsmt, mill 
work bench 10/0x3/0—30-in. workroom 


EXTERIOR MILLWORK: 


100 lin. ft. 34x74 frieze, eaves cornice 
140 lin. ft. 34x72 frieze gable cornice 
140 lin. ft. Prelit edge strip, gable corn. 
140 lin. ft. ya 2 crown mold, gable corn. 
180 lin. ft. I76x3% — boards 

90 lin. w. Ix! Y4-rou 

ft. Idextas 8 strip 

2 plain box cols. 5'/x5'/2—8- tt. rear porch 
2 pes. 134x5'/2—12-ft. plates, rear porch 
36 lin. ft. 34x1% ceiling mold., rear porch 


FINISH HARDWARE: 


72 pr. 4x4 L.P. butts & screws, 0.S. doors 
16 al 32x32 L.P. butts & screws, ins. 


1 D. A. floor hinge, . pr. push plates 

{ front door, { rear door lock, garage 

{ grade door lock, { double door lock 

16 sets inside door locks 

{ set overhead door hardware, comp., garage 
3 prs. 4-in. T-hinaes, fruit closet 

! elbow catch, fruit closet 

{ small surface lock, fruit closet 

18 pr. surface hinges, cases 

7 elbow catches, {0 cupboard turns, cases 


PLUMBING AND HEATING: 
{ set lousy trays; | 30-in. sink, kit. 


| bathtub, | lavatory, | stool complete 
! warm air heating plant, compiete. Inst. 


5%, to lin. 


—-fnN NSN Pete. 
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merican Lumberman House Plan No. 149 





BILL OF MATERIAL 


BRICK AND CONCRETE WORK 
120 cu. ft. concrete footing 

510 eu. ft. concrete walls 

1060 sq. ft. concrete floor 3” 

1060 sq. ft. cement top 34” 

28 lin. ft. fireplace and furnace flue 
48 lin. ft. 8’x12” flue lining 


LATH & PLASTER 


300 sq. yds. plaster 
4200 3x12” 4’ lath 


ROUGH LUMBER 


3 pes. 6x6 7’ post 
132 lin. ft. 2x8 girders 
152 lin. ft. 2x8 sill plate 


uds 

71 pes. 2x6 14’ selling joist 

5 pes. = 10’ ceiling joist 
2x6 18’ owe 


; 2x6 8’ raft 
Ay ~ 14’ plates & shoe 
" 12° 0.8. studs 

{x6 ribbon board 

. 1x3 bridging 

~ x8 sheathing side walls 
. x4 sheathing roof 

24" shingles side walls 

16” shingles roof 

-M. ix3 E.G. flooring 
.M. 5x4 beaded porch ceiling 
B.M. 1x6 com. sub floor 


s58z8 
a jdaat 


#i 
wor: 


3 
zzz" 


sone 
g2238 
ao 2 


120° 
1440 


Lo] 


pes. bin 
400’ B.M. 1x6 D&M coal bin 


MILL WORK 
BASEMENT SASH & FRAMES 


6 cellar sash frames 12/16 1%” 3 L. 
6 cellar sash 12/16 1%” 3 L. gla. S.S. 


wtpeT ft icen FRAMES—SASH & 


0.8. door frames 3/0x6/8 154” 12” be 
0.8. door 3’0x6/8 134” x yh 3L. 
be a bry 3/0x12” 134” 

es 
quad. window frame 26/28 1% 2 
mull window frames 26/28 15 2 
single window frame 26/28 1% 2 
side quad. 1.8. trim 
2 side mull 1.8. trim 

1 side single 1.8. trim 
9 windows 26/28 1% 2 L. top 3 L. 8.8. 
2 mull window Lying 22/26 1% 2 L. 
4 windows 22/28 1% 2 L. tep 3 L. S.8. 


trim 
1 mull window frame 24/20 1% 2 L. 


. $.8 
L. 
L. 
L. 


Es 


2 windows 24/20 1% 2 L. top 3 L. S.S. 


| side mull 1.8. trim 


1 single window frome 32/24 1% 2L 
i wT oe tie 1% 2 L. top 4 L. S.S. 


| side | 


m 
3 casement frames 24/30 1% | L. 
3 casement sash 24/30 1% 1 L. cut 3 L. 8.8. 
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2 side 1.S. trim 


1 set 1.S. door jambs 5/0x6/8 axs%e & stops 


| pr. doors 5/0x6/8 1% 15 L. each D.S. 
2 sides 1.S. 


stop: 
7 deers 2/8x6/8—1% 2 panels 


j1'-0" ——___¥ 


suak 






KITCHEN 
4+6"x (e~6° 
as 
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DINNG ROOM 
M-6°X 18-0" 
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trim 
= door jambs 2/8x6/8 %x5% & 





14 ote 1.S. trim 
1 set door jambs ae & stops 
| door “{s.trim 1% 2 


30 lin. ft. q~ i Pony 
330 lin. ft. 5ax7%e” base shoe 
190 lin. ft. se ey ara mould stock 
3 pes. %x4” 3’ strips 
1 mantel shelfdetall 
1 bookcase—deta 
1 china ae - 
| kitchen case—detail 
| breakfast set—stock 
1 medicine case—stock 
1 set mill stairs to basement K.D. 3’ 9” 
—!2 risers 


OUTSIDE MILL WORK 


250 lin. ft. Ix12” frieze 

250 lin. ft. 1x8” fascia 

250 lin. hy 1% cove qouttins 

250 lin. ft. 134xl% Y% ro 

400’ B.M. 34x4” presster be beaded eelling 


2 pes. 1x4”—14’ a justrade 
I pe. 134x1%4"—12’ 0” column mould 
1 set front steps 4’ 0°—5 risers 
1 set rear steps 5’ 0°—5 risers 
40 lin. ft. ixt2, Ps. porch frieze 

L > cove mould porch 


ROUGH HARDWARE 
+ Ibs. nails 


6 sets basement sash hardware 
| coal chute 

1 cleanout door 

1 floor drain 


FINISH HARDWARE 


2 front door locks 
{ rear door lock 
1 double door lock 
. door . 
HA pr. 4x4 L.P. 
9 pr. Pay yh - atte &'s. 
1D.A Inge 
9 pr. Sx? butts & S. cases 
{ pr. push olates 
4 door ie 
5 cupboard tui 
Wy sets sash lifts & locks 
| 60” | piece sink 
i set laundry 
| bath tub 


javatory 
1 stool complete 
1 hot air furnace complete 
Insulation as selected. 
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Rise Early 


Rise early, let not day 

Be long upon its way 
Ere you begin. 

The day is like a race: 

The last is not the place 
From which to win. 


Rise early, while the dew 
Remains, the day is new, 
The dawn is here. 
The morning will not wait 
The lazy and the late 
Till noon is near. 


Rise early, life’s parade 
Has started unafraid 
The upward trail. 
Whatever is the prize, 
They who are last to rise 
Are first to fail. 


We See b’ the Papers 


In politics, you can’t keep a bad man down. 


If the Chinese could only do to a Jap what 
they can do to a shirt! 


A politician believes in the greatest good to 
the greatest number, of voters. 


The best we can make out, Joe Louis is about 
to defend Max Schmeling’s title. 


Relief figures are always interesting, but you 
feel like saying, “Go on! go on!” 

It would be interesting to know how much 
of it went for beer, movies, and gasoline. 


John L. Lewis speaks of “pressing social 
problems.” For example, John L. Lewis. 

We'll say this for Frank Roosevelt, he cer- 
tainly can get rough with imaginary enemies. 

Heaven sends us our relatives, and then down 
in Alabama they send them to Washington. 


If most of us sent our wives to Washington 
while we were down in Montgomery, they 
would think we were up to something. 


Dixie Bibb’s only work will be to draw the 
salary. That’s the job we have been look- 
ing for. 

Mr. Roosevelt would be surprised to know 
how many people think Mr. Macaulay was 
right. 

The little steel strike, the shipyards strike— 
about one more strike and Mr. Lewis will be 
out. 


What will it profit a man if he gain the 
whole world, and then has to pay it all out in 
taxes? 

“Scraps of fur will be stylish on winter 
hats.” We certainly would love to see a cat- 
fight on a hat. 


This Congress will go down in history as 
the one that spent several months deciding 
not to do anything. 

The Administration contention that you can’t 
build a home for $1,000 a room isn’t going 
to help the lumber industry any. 


The great trouble with this Black appoint- 
ment is that, when the President is ended, the 
Supreme Court justice lingers on. 


We have had hog-calling contests, but what 
we would like to see is a name-calling contest. 
We know just the fellow who would win. 

Jimmy Walker has been appointed a State 
grade crossing expert at $12,000 a year. A 
trip to Europe certainly does broaden one. 

Mussolini promises “a concrete policy of 
peace.” The European dictators ought to be 
able to formulate a concrete policy. They have 
the heads for it. 


In November we shall be in Minnesota, 


Michigan, Wisconsin, Delaware, Pennsylvania, 
New Jersey and New York. The rest of the 
month we shall be at home. 


You couldn’t run a sawmill that way. For 
instance, suppose you had a fellow named Con- 
gress, and he went on his vacation, and you 
were delighted that he had done so little. 


With only 6 percent of the world’s popula- 
tion, the United States has 30 percent of the 
world’s railroad mileage. Unfortunately our 
out-of-proportion of the world’s movie actors, 
blues singer, pseudo reformers etc. is also 
about the same. 


Between Trains 


Hamitton, Ont.—The Natural Gas and Pe- 
troleum Dealers’ Association of Canada, whose 
name, like that of McCrea’s lumber bunch in 
western Pennsylvania, is longer than its con- 
stitution and by-laws, resumed eating here to- 
night after the depression lapse, and, as we deal 
out a good deal of natural gas ourself, and had 
been the dealer at four former dinners, Joe 
McKee wired us to come home for the home- 
coming. Well, it was worth it, just to shake 
the hands of so many men one knows, men like 
S. A. Morse, of Chatham, for example, which, 
to our mind, is the most valuable thing a man 
gets out of a convention, no matter how good 
the program is. 


WAUSAU, Wis.—One never comes to Wau- 
sau, even for as delightful a thing as a Rotary 
meeting, that his mind does not wander back 
to the lumber days of long ago, when they 
dedicated the opera house, and one lumberman 
even imported an opera hat for the occasion, 
and stole the show. Those are the days, and 
nights, that are gone forever. We shall still 
do pioneering, but it will be done by professors 
in chem labs. 


Councit Biurrs, Iowa.—The Kiwanis Club, 
hearing we were to be in Iowa, lured us here, 
although it did not require a great amount of 
luring. It never does. 


Granp Rapips, MicH.—Just about all the 
postmasters in Michigan sat down tonight at 
the annual dinner of the Michigan Association 
thereof and let us tell them what we thought 
of national matters pro and con, most of it con. 
One of our loudest applauders was one of Mr. 
Farley’s chief officials. It isn’t hard for people 
to agree, when they are agreeable. 


The Lumber Barons 


We call them wasters now, 
The benefactors then, 

Who found a way, somehow, 
To house a race of men, 
Who, when the cities sprang 

From out the prairie loam, 
With ax and singing gang 
Made possible the home. 


We call them barons now, 
The men of woods and mill, 
But men who came to plow 
Built houses on the hill. 
Great cities lifted thus 
Their roofs along the shore, 
A tale more glorious 
Than all your tales of war. 


We call them robbers now, 
The benefactors old, 
And carelessly allow 
That slander to be told. 
America arose 
Upon the fertile plain. 
And, even if it goes, 
Their glory will remain. 








DENSE GROWTH 


SHORTLEAF TIMBER 


Selected to meet your 
individual requirements 


EXCELLENT QUALITY 
PROMPT SERVICE 


LUMBERCO. | 
ETHEL, 
MISSISSIPPI. 


See 








| MANUFACTURERS OF 


OAK 
FLOORING 


BOX SHOOKS 
PILING & TIES 
HARDWOOD LUMBER 


Chapman & Dewey 


Lumber Co. 
MEMPHIS, TENN. 














Silo Profits 


for Lumber Dealers 


This year farmers and dairy- 
men should store more feed 
than ever before. They need 


“MATTSON” 





Temporary 
SILO 


The selling season is here. Start right now and get 


your full share of this money-making business. The 
““MATTSON” is practicable, dependable. Big value 
for the money. A quick easy seller. because it’s 
known and needed. 


WRITE RIGHT NOW for descriptive literature, 
prices and full information. 


Mattson Wire & Mfg. Co., Joliet, Ill. 
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Building At New High For Recovery 


Contractors Shut Down Until 
Unions Accept Arbitration 


OAKLAND, Cair., Aug. 21.—In a move to 
stabilize their industry, “hamstrung” by un- 
ionized workers’ wage and hour demands, Ala- 
meda and Contra Costa county builders organ- 
ized their own “union” recently under the title 
,of General Contractors & Home Builders As- 
sociation of Alameda and Contra Costa Coun- 
:ties. The 175 members attended the organiza- 
-tion meeting on invitation of William Thornally, 
president of the Oakland Building Exchange. 
: Gustave Johnson, of Oakland, was named presi- 
‘dent of the new organization. 


| NORTHERN WOODS | 





















For many years our floor- 
ing has been building trade 
for dealers. It will do the same 
for you. Order it in straight or mixed 
cars with Hemlock lumber, lath, shingles 
and posts. 

We invite your orders for Poles, Ties and Hemlock 
Tan Bark; also for Rotary Cut Northern Veneers and 
Plywood. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY Chase Ofc 8 5. Gass Lum 


ber Co, 1351 Monadnock. Block 
GLADSTONE, MICHIGAN a 


MEMBERS MAPLE FLOORING MANUFACTURERS ASSOCIATION 























ALL NORTHERN 


HARD and SOFT WOODS 


Birch, Maple, Rock and Soft Elm, Basswood, 
Ash, Oak, air or kiln dried. 
! Dimension stock, crating lumber, hardwood 
‘ flooring. Planing mill. 
: White cedar posts, poles, shingles. 

MIXED CARS 











‘Maislein-Dawson Lumber Co., Sheboygan, Wis. 
































SUPERIOR BRAND 
MFMA 


MAPLE FLOORING 


Michigan Hard Maple 


BROWN DIMENSION CO. 


MANISTIQUE, MICHIGA 





YO U R REQUIREMENTS FOR 


4/4” 6/4” 8/4” 
ONE,COMMON AND 
BETTER NORTHERN 





HARD MAPLE 


CAN BE PROMPTLY FILLED 
FROM OUR LARGE WELL 


17 AIR DRIED STOCKS 


VON PLATEN - FOX COMPANY 
IRON MOUNTAIN, MICHIGAN 








Upon organization, members immediately ap- 
proved a resolution halting all plastering work 
on construction jobs in the two counties until 
striking plasterers, lathers, and hod carriers 
submit their dispute to arbitration. The reso- 
lution was the amended form of a resolution 
calling for a complete shut down in all branches 
of the industry until the labor dispute was set- 
tled. The original motion was narrowly de- 
feated. 

Plasterers and lathers are demanding $1.75 
an hour, as compared with former wages of 
$1.50 an hour. Hod carriers are seeking an 
increase in their hourly wage from $1.35 an 
hour to $1.60 an hour. 





Construction Record Reaches 
New "High" for the 


Recovery 


New York, Aug. 23.—With the July record, 
once again construction has established a new 
high level for the recovery. According to 
figures of F. W. Dodge Corporation, the 
July total for all classes of construction 
amounted to $321,602,700 in the 37 Eastern 
States, topping the previous high figure of the 


Eastern States reached $1,815,253,900; this was 
an increase of 19 percent over the total of 
$1,532,075,300 for the corresponding seven 
months of last year. Of the 1937 cumulative 
volume residential building amounted to $597,- 
452,500; for the corresponding period of 1936 
residential building totaled $406,838,300. 


Lumber Should Not Be Made 
"Goat" for Building Cost 


Kansas City, Mo., Aug. 23.—Re-emphasiz- 
ing the important point, which is often over- 
looked, that less than 25 percent of the cost 
of a typical frame house is represented by the 
lumber and millwork therein, the Southwestern 
Lumbermen’s Association in its August bulle- 
tin is broadcasting some very interesting figures 
along this line compiled by Walter Whitaker, 
of the Doddington Co., Columbus, Ohio, as fol- 
lows: 

The following percentages are developed 
from records in the actual erection of 30 
frame houses in a price range from $2,500 to 
$20,000. In order to make allowances for 
varying costs of particular items in some 
special sections some of the figures were 
selected from the eastern section of the 
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A feature of an Electrical Progress Pageant of thirty floats at The Dalles, Ore., on July 


4, was the 4H Builder Club float, showing models of home and farm buildings. 


These 


were built on a |-inch scale, by boys without previous knowledge of tools. The parade 
was at night and the whole pageant was electrically lighted. This picture shows snow- 
capped Mt. Hood in the distance 





recovery reported in June of this year in the 
amount of $317,842,100 and representing an in- 
crease of 8 percent over the total of $294,734,500 
reported in July, 1936. 

Of the July, 1937, volume, $81,046,000 was for 
residential building, $138,063,500 for nonresi- 
dential building, and $102,493,200 for civil en- 
gineering projects (public works and utilities.) 

The residential total compares with $71,993,- 
700 for July, 1936, and $93,078,100 for June of 
this year. 

The July, 1937, nonresidential total was about 
44 percent greater than the total for July of 
last year and exceeded the June, 1937, total of 
$124,837,000 by about 10 percent. 

Civil engineering projects started in July fell 
materially below the figure of $126,615,600 
shown for a year ago, and were only little better 
than the total of $99,927,000 shown for June 
of this year. 

For the first seven months of 1937 the total 
volume of construction undertaken in the 37 


country, some from the middle west, and 
others from southern and northwestern cities. 


Percent 
Excavation, foundations, sidewalks 8.66 
ee ree eee 3.70 
Ne nee 8.21 
Millwork, stock and special........ 10.51 
Flooring, including laborand laying 3.80 
wo rrr rere 18.73 
EE, in gia aisle ees cus sciciealopasiwe 8.72 
NE i. 5 crsrusdh deer dceel aaa ekcan aaa 5.14 
Painting and papering............. 6.50 
ee 2.20 
A PONE «on 5 be Shen seweweses 1.16 
SEE Garo wis a adderaS Sk en Woe Saree noe ao 2.04 
Seti 6 cca We ana oes mol biaae a wae te en 2.00 
Heating system, hot air... ....ccese 5.12 
NE EE, Sider cee e casas eoeee suse 1.00 
RN Arango aS win Gig aie ois saree eine ea 1.70 
Contractor’s expense, profit and 
NEIL, - ix aei.cr tceiene ¥/0. gue. 6-ei wate a @-6urer a 10.53 


Note that the total of lumber, millwork 
and flooring is only 22.52 percent of the en- 
tire cost. When building costs advance, re- 
usually 


sponsibility for the increase is 




















ies. 
ent 


1 
1 


NOrAOOCFKFNWOS 


0 
0 


ork 
en- 
re- 








August 28, 1937 


charged to the local lumber dealer. The in- 
formation set forth above should enable the 
dealer to dispel some commonly accepted 
illusions. 

Less than 25 percent of a completed resi- 
dence is lumber and millwork. Assuming 
that it is 25 percent, including the cost of 
the floors laid, a 20 percent advance in lum- 
ber and millwork prices on a $4,000 home 
would add only $200 to the cost of the struc- 
ture. There has been no advance in the cost 
of cement. The Bureau of Labor statistics 
bear out that there have been relatively larger 
advances in construction labor, both com- 
mon and skilled, than in cost of materials. 


Summary of Building Permits 
Issued in July 


Wasurncton, D. C., Aug. 26.—Permit valua- 
tions for residential construction decreased dur- 
ing July, the value of nonresidential building 
and of repairs increased and the first seven 
months of 1937 showed an increase in all con- 
struction of 19 percent over the corresponding 
period last year, Secretary of Labor Frances 
Perkins reported today. 

“According to reports received by the Bureau 
of Labor Statistics from 1,483 cities having a 
population of 2,500 or over, there was a de- 
crease of 38 percent in the value of residential 
buildings for which permits were issued as 
compared with the corresponding month of 
1936,” Miss Perkins said. ‘However, over the 
same period, there were increases of 20 percent 
in the value of new nonresidential buildings and 
of 8 percent in the value of additions, altera- 
tions, and repairs to existing structures. There 
was a decrease of 15 percent in the aggregate 
value of all building construction, comparing 
the same two months. 

“All geographic divisions, except the Moun- 
tain and the Pacific divisions, shared in the 
decrease in residential construction. 

“The value of total building construction for 
which permits were issued in July was 12 per- 
cent less than in June. The value of additions, 
alterations, and repairs to existing structures 
decreased 7 percent. There was a slight rise in 
the value of new nonresidential construction, the 
July valuation for this class of construction be- 
ing 2 percent greater than in June. 

“For the first seven months of 1937 the aggre- 
gate value of all classes of building construc- 
tion for which permits were issued in cities 
having a population of 2,500 or over which re- 
ported to the Bureau of Labor Statistics, 
amounted to $1,002,592,000, an increase of 19 
percent over the corresponding period of 1936. 
All types of construction showed gains, com- 
paring the first seven months of the current year 
with the corresponding period of 1936. The 
gain in residential construction amounted to 23 
percent. During the first seven months of 1937, 


dwelling units were provided in those cities for. 


113,914 families, an increase of 22 percent over 
the first seven months of 1936.” 





Attacks Workmen's Compensa- 
tion Act of Washington State 


OtympraA, WaAsH., Aug. 21.—Lumber and 
logging operators throughout the State, in com- 
mon with other Washington industrial concerns, 
are watching with interest a suit that has been 
filed in Thurston County superior court here 
by the Polson Logging Co., of Hoquiam, at- 
tacking the State Workmen’s Compensation Act. 
F, A. Polson, who signed the complaint, said 
that no provision is made in the Act for assess- 
ment of employers and employees for the com- 
pensation fund, and that if such a procedure 
was construed by the law, the Act then was 
unconstitutional, as it would take property with- 
out due process of law. The Polson Logging 
Co. seeks to enjoin the State department of 
labor and industries from levying an assessment 
of two mills a man-hour to defray costs of pay- 
ing damages to workers under the Act. 
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Among the most curious 
scraps of sawmill literature 
ever given to the public was 
that recently published in the 
Waterville (Me.) Mail. It is 
to the effect that in 1820 one 
Capt. William Kendall settled 
in Waterville, erected a sawmill 
and conceived the idea of a cir- 
cular saw. The saw, as de- 
scribed, was made of iron 
plates riveted together, and 
was five feet in diameter. The 
teeth were of steel and inserted 
by rivets. * * * The article also 
states that the captain invented 
the first planing device ever 
run, planing irons being in- 
serted in the body of the saw, 
so that the board was sawed 
and planed at the same time! 
The article concludes: “This 
saw—the first circular saw that 
was ever made to revolve on its 
axis—was a Waterville inven- 
tion and when we consider the 
vast revolution in the economic 
production of lumber in_ its 
almost infinite variety, Water- 
ville may take a just pride in 
that old saw and the man who 
set it in motion.”—Capt. Ken- 
dall may have invented a circu- 
lar saw, but he was not the 
original inventor of it. The cir- 





cular saw in crude form was 
known to the Christian world 
at least thirty years before 
Capt. Kendall located in Wa- 
terville. And to the man ac- 
quainted with saws in_ this 
skeptical age, it would require 
seeing to believe that in 1820 a 
circular saw, made by hand out 
of several plates of iron, with 
the teeth riveted on, could cut 
lumber at the rate of 48,000 
feet in a day of ten hours, as 
this article claims. 

os 


The other day the bark “Cey- 
lon” left Tacoma, W. T., for 
Honolulu with 500,000 feet of 
lumber. This is a suggestive 
fact. It shows the presence of 
a certain amount of civilization 
in the Sandwich Islands, and 
there are other isles of the sea, 
inhabited originally by savages 
only, to which lumber is period- 
ically shipped, some of which 
have taken considerable quanti- 
ties. The untutored native in 
his pristine simplicity could get 
along without lumber, and in 
fact did not know what it was. 
He was made acquainted with 
it by the missionaries who not 
only sought to instruct the 
heathen morally, but in the arts 





of civilization. Whenever a 
lumber vessel points its nose 
toward some remote destina- 
tion it may be known that civil- 
ization has penetrated there. 
As for the Sandwich Islands, 
modern ways are not unknown 
there by any means. 


Plaquemine, La., which had 
two sawmills and no shingle 
mill when the census of 1880 
was taken, now has five saw- 
mills and built two shingle 
mills in 1883 and one in each 
succeeding year. It had never 
exported a foot of cypress then, 
but now ships to every State, 
from Maine to the Rio Grande, 
and pays annually $240,000 in 
wages, while the whole of Iber- 
ville Parish paid but $17,995 
during the census year. It is 
also figured that Plaquemine 
turns out $440,000 worth of 
lumber and $250,000 worth of 
shingles in a year. 


Logging operations are ac- 
tive in the Puget Sound region, 
Washington Territory, and cat- 
tle for the woods are scarce. 
At Tacoma $260 was lately 
paid for a fine yoke of oxen. 








ALABAMA RIVER 


LUMBER COMPANY, 
Montgomery, Ala. 























Members, Southern Pine Ass‘n. 


COOSA RIVER 


LUMBER CORP. 
Wetumpka, Ala. 





] 
Let us show you Quality and Service that will merit your | 
repeat orders for kiln dried or air dried Dowicide-treated 
Long Leaf and Short Leaf. 


Dipped, Eased Edge Dimension, No. 1 and No. 2 Common, | 
Flooring, Ceiling, Siding, Finish, Boards, Railroad and Car | 
Material—mixed or straight cars. 
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Address all Correspondence to Montgomery, Ala. 




















MANUFACTURERS OF 


LONG LEAF and SHORT LEAF YELLOW PINE 























WHITE - HENRY - STUART 
... BUILDING... 


Headquarters for 


SEATTLE LUMBER FIRMS 


METROPOLITAN BUILDING COMPANY, Seattle, Wash. 
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Quarterly Lumber Industry Survey Shows-- 


Probability of 1937 Gain of 12-15 Percent in Consumption--Mill Stocks 
Even With Last Year's -- Prices in Line With Competing Materials 


Wasuincton, D. C., Aug. 15.—In its re- 
port covering the third quarter, the Special 
Survey Committee on Lumber Consumption 
notes that mill stocks July If were 3.3 percent 
less than on Jan. 1; that total construction in 
the second quarter was 20 percent above that 
of 1936 in 37 eastern States and 35 percent 
above last year’s in the Pacific Coast region; 
that statistical reports lag and do not yet 
reflect the recent gains in consumption; notes 
that the downward trend of unfilled orders in 
relation to stocks is now being corrected by in- 
dustry action; and states its opinion that prices, 
following their decline during the summer, 
show recent recovery, are in line with those 
of other building materials and are expected to 
be maintained. Extensive excerpts from the 
Committee’s report follow: 

National lumber consumption in the first 
half of 1937 was 12.9 billion feet, nearly 15 
percent above the corresponding period of 
1936. Anticipated total consumption in the 
third quarter, of 6.5 billion feet, is 5 percent 
less than that for the second quarter of this 
year, and 7 percent less than the first esti- 
mates. The year’s total is expected to be be- 
tween 26 and 26% billion feet, or 12 to 15 
percent above that of 1936. It may be noted 
that as the volume of lumber movement ad- 
vances, more lumber of the additional pro- 
duction is not shown in current consumption, 
says the report, but in transit, in stocks in 
retailers’ and consumers’ distributing yards, 
and in the hands of industrial buyers. 


Warns of Down Trend in Unfilled Orders 
Unfilled order files are still comparatively 


large, and are somewhat heavier, than those 
of a year ago. But they have been reduced 
continuously during the second quarter, and 
until recently at an increasing rate. Fol- 
lowing the maritime strike on the Pacific 
Coast, and unseasonal weather conditions, 
and with the resumption of long-delayed 
shipping, unfilled order files were substan- 
tially reduced. On July 1, unshipped busi- 
ness in softwoods was equivalent to 32 days’ 
production at the mills, compared with 46 
days on March 1 and on Jan. 1. The pres- 
ent (July) relation of unfilled orders to 
stocks is 23 percent; it was 40 percent in 
February, and 35 percent the first of the 
year. A continuance of this almost industry- 
wide downward trend in the ratio of unfilled 
orders to stocks on hand will threaten in- 
dustry and employment stability. Well con- 
sidered effort to correct this condition is 
under way in principal regions. 


Mill Stocks Reduced 3.3 percent From Jan. 1 


Lumber stocks declined about 10 percent in 
the first quarter of 1937; and increased about 
7% percent in the second quarter. Total na- 
tional lumber stocks at the mills on July 1, 
1937, were approximately 7.6 billion feet, 
compared with stocks at the beginning of 
the year of 7.9 billion feet, a decline of 3.3 
percent. July 1, 1937, stocks were approxi- 
mately the same as on the similar date a 
year ago. 


Prices Recovering; Their Maintenance 
Expected 


The index of wholesale lumber prices at 
the mills, as reported by the Bureau of Labor 
Statistics, was 102.2 in June, 1937, compared 
with 103 in April and May, 82.1 in June, 1936 








Lumber Surpassingly Good 





HERE is flooring 


When your shipment comes in from Ar- 
kansas er Company, look for lumber 
that is dry. bright. well-manufactured. 
That's the kind we sell; the kind that 
builds trade for you. Let us send you a 
Mixed Car of Arkansas Short Leaf Dimen- 


sion, Finish, Flooring. Siding. Moulding. 
Boards. Kiln-dried or Lignasan treated 
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1 ArkansasPine 


at its finest! Flooring you'll be 


roud to sell to your most discriminating customer. 
ote silky-smooth, beautiful in color and finish. A 
top-quality product of precise manufacture. Today, 
order from A. B. Cook Company—Oak 
Flooring and Arkansas Pine. 
Straight or Mixed Cars. Tell us your needs. 





(the lowest index of 1936) and the 1936 aver- 
age of 84.5. The lumber price index of the 
Bureau of Labor Statistics in June, 1937, 
shows slight decline from the higher levels 
of April and May. In recent weeks lumber 
prices in most important species have some- 
what declined from their June level. Fur- 
ther declines since early June have been 
followed by recent recovery in some items. 
The Bureau of Labor Statistics reports were 
slow to record the price increases during the 
past winter. They are equally slow in show- 
ing the declines of several weeks ago, and 
the more recent partial recoveries in some 
species and items. In consideration of gen- 
erally advancing production costs, and the 
recent closer adjustment of production to 
consumption, says the report, it is expected 
that the present lumber price levels will be 
generally and substantially maintained. 


Lumber Prices in Line With Other Building 
Materials 


The wholesale prices of lumber, having 
registered during the early years of the re- 
cent depression a proportionately greater 
general decline, have during the past year 
resumed their former customary relationship 
to the prices of building materials generally. 
The year 1926, which is taken as a base year 
by the Bureau was a comparatively low 
year for lumber. In comparison with the 
more representative year, 1923, the June 1937 
index number is for lumber, 91.4; for brick, 
91.7; for cement, 88.5; and for structural 
steel, 92.9. Compared with the slight drop 
in June (as compared with May) officially re- 
ported for wholesale prices of lumber by the 
Bureau of Labor Statistics, no change is 
shown in the average prices for brick, ce- 
ment or structural steel. 

Building Retains Lead Over Last Year 

The first six months of 1937, in total con- 
struction valuation of nearly $1,500,000,000, 
were 20 percent above 1936; 16.6 percent be- 
low 1931, in 87 States east of the Rocky 
Mountains as reported by F. W. Dodge Corp. 
Residential building in the second quarter of 
1937 was 25 percent above that of the simi- 
lar period of 1936, measured in floor space 
contracted for. In the first quarter, the gain 
this year over last was 75 percent. In the 
first half of 1937, residential building was 
44 percent above the first six months of 1936. 
Pacific Coast cities reported a building gain 
of about 35 percent over last year. Recent 
residential building on the Pacific Coast has 
been running at about 40 percent of the high 
1923-25 average, and 77 percent of the 1929 
average. Total construction in July valued 
at $321,602,700 (preliminary total) was the 
highest recorded since April, 1931, and, ex- 
cept for two months, the highest since Oc- 
tober, 1930. It compares with $317,842,100 


-in June, 1937; $285,997,300 in July, 1931; $366,- 


878,400 in July, 1930 and $583,432,400 in July, 
1928. Preliminary figures on residential build- 
ing for July indicate an increase of about 13 
percent in value, and gain of about one 


percent in floor space over July, 1936. 
Hardwood demand, particularly for build- 
ing, is increasing, especially for finish 


and flooring items. The increase in farm 
income this year over last is rated as one 
of the most promising signs of good fall 
business. Lumber should profit substantially 
from the farmer’s increased purchasing 
power. The accumulated deficit in farm 
building and repairs is the greatest in over 
twenty years. 


Railroad and Furniture Offer Good Prospects 


Railroad equipment and maintenance or- 
ders in the first five months of 1937 totalled 
about 55 percent more than in the first five 
months of 1936. Although an absence of new 
car building programs is now reported, re- 
pair orders for lumber are holding up well, 
and lumber order files or car material are 
still substantial in some sections. The lull 
in buying from this source may be expected 
to extend through the summer, but during 
fall substantial contracts are reported likely 
to be released, though no important orders 
for new rolling stock are to be expected. 


(Continued on Page 61) 
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T IS after “Years of Faithful Service” 
that the true economy of Federal 
trucks becomes apparent. Owners 
have learned that Federals cost less 
in the long run because of the savings in 
fime out for repairs, savings in operating 
costs and savings in upkeep costs over their 


long years of service life. 


This “Faithful Service” for which Federals 
are so well known comes from over a quarter 
century of truck engineering experience; 
from high quality ALL TRUCK construc- 
tion—it is built into every part of every 


model. 


FEDERAL MOTOR TRUCK COMPANY - 


The present Federal trucks are more bril- 
liantly styled than ever before in Federal 
history. Twenty-eight different models from 
%4 to 7/2 ton capacity, each in a wide range 
of wheelbase lengths, including conven- 
tional and cab-over-engine types, enable 
you to select a Federal that is correctly 


fitted to your job. 


Federal-built cabs and both standard and 
custom-built bodies provide the advantages 
of complete, balanced, factory-built trans- 
portation units. Learn why Federal trucks 
deliver “Years of Faithful Service”. See your 


Federal dealer or write the factory. 


DETROIT, MICHIGAN 


FEDERAL TRUCKS 
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AFL Carpenters Forbidden to 
Use ClO Lumber 


MILWAUKEE, Wis., Aug. 23.—Because all of 
the 34 shops and mills in the Milwaukee area 
are organized under the AFL, only a slight ef- 
fect, if any at all, will be noted here from an 
order forbidding the more than 4,000 AFL car- 
penters in this district to use materials provided 
by CIO workmen, Charles Bartholomas, secre- 
tary of the district council of carpenters, be- 
lieves. “This order can be construed as a re- 
taliatory measure against the CIO invasion of 
AFL ranks, and the claims that most of the 
AFL lumber workers have capitulated to the 
CIO, which is not the case. The order follows 
our practice of putting companies on the unfair 
list,” Herman Seide, secretary of the Feder- 
ated Trades Council here, said. 


CIO-AFL Conflict Keep Seven 
Big Portland Mills Closed 


PorTLAND, OrE., Aug. 23.—Portland’s seven 
largest sawmills, representing the bulk of local 
production, continue idle as warring labor fac- 
tions battle for control of representation in the 
mills. They have been closed for a week, and 
at this date are hopelessly deadlocked—as far 
as early settlement of the conflict is concerned. 
Only a vote on the part of the men, not yet 
ordered, will release the mills by establishing 
which group has the greatest representation in 
the plants, it is said. Charges are hurled be- 
tween CIO and AFL leaders, with the mill 
operators in the middle of the firing and suf- 
fering accordingly. The operators point out 
that they have no quarrel with either union, 
but they seek only resumption of operations. 
AFL teamsters have refused to handle CIO- 
produced lumber, forcing the mills to close after 
the mill hands swung to the CIO and received 
a charter from Lewis headquarters. 








Jersey Port Receipts Gain 


Newark, N. J., Aug. 23.—An indication of 
increased lumber consumption in this area was 
found in the recently issued report on com- 
modities handled through the Port Newark 
terminal here. Lumber transported by water 
in July totaled 35,562,981 board feet. This 
compgres with 30,374,692 feet in the same month 
last year. 


Mill ose with Workers CIO; 
AFL Is Hostile 


Tacoma, WasH., Aug. 23.—The St. Paul & 
Tacoma Lumber Co. mill here, closed for the 
last two weeks by inter-union strife, was operat- 
ing again today, with the majority of its em- 
ployees under the CIO banner. 

Opening of the mill on a production schedule 
such as was interrupted when American Fed- 
eration of Labor unionists formed a picket line, 
was without incident. No pickets appeared. A 
small crowd had gathered about the mill, but 
apparently it was formed of people curious to 
see what might happen. 

CIO spokesmen said men would be supplied 
for all departments. The employees voted more 
than 6 to 1 favoring CIO membership, accord- 
ing to a Regional Labor Board check. 

Most observers felt that the absence of AFL 
pickets when the mill reopened, indicated that 
reprisals by that organization, if any, would be 
devoted to peaceful boycotting of CIO prod- 
ucts, rather than anything that might lead to 
violence. 

Coincident with reopening of the mill here 
came reports from Longview, Wash., of the 
formation there over the week-end of the Ore- 
gon & Washington Council of Lumber & Saw- 
mill Workers, units loyal to the AFL. At the 
Longview convention, a hundred delegates from 
locals in the Pacific Northwest fir area voted to 
condemn the International Woodworkers, CIO 
affiliate that came into being at the recent Ta- 
coma convention, as “illegal, deceptive and dis- 
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ruptive.” The council, it was reported, does not 
restrict itself to Oregon and Washington, but 
provides that locals from other States as well 
as Canada may apply for membership. 





Chicago Building Permits Higher 
in July 37 Than 36 


Monetary expenditure represented by per- 
mits issued in Chicago in July was _ nearly 
$300,000 more than in the same month of 1936. 
This year the amount was $2,463,714 as com- 
pared to $2,188,695 twelve months before. 

The suburban area around Chicago, however, 
showed a slump in the amount of permits, 
dropping from $3,380,962 in July, 1936, to 
$2,486,729 in July this year. The classes of 
building in which the losses occurred are ap- 
parent. Last year in July 175 new homes were 
started for which permits were issued to the 
sum of $1,572,743, while in the same month 
of the present year 231 houses were put under 
way at a cost of $1,425,054. This shows a con- 
tinuation in the decreasing of the average cost 
of homes that has been evident for several 
months. The bright side of the picture is that 
home building is still proceeding satisfactorily. 
Though the amount contracted for in dollars 
fell off some in July as compared with last year, 
one may find satisfaction in the fact that 1,531 
families have built suburban residences this year 
while in the same period of 1936 only 647 
families built. The cost of the homes for the 
seven months of this year was $11,905,667, and 
$6,123,538 last year. 


Asks Bids on Dam Timber 


The Chicago office of the U. S. Engineers, 
War Department, is calling for bids for fur- 
nishing all labor and materials and performing 
all work for construction of the Peoria dam in 
the Illinois River, a few miles below Peoria. 
These bids will be opened on Sept. 13. The 
specifications among other things call for 43,900 
lineal feet of round timber piling; 110,000 feet, 
board measure, of white oak timber, and 3,000 
feet of creosoted softwood timber. 








Securities Stolen from Car 
Found Too "Hot" 


SPOKANE, WASH., Aug. 21.—En route to Van- 
couver, B. C., during the latter party of July, 
Gordon W. Ingham, of the Caddo River Lumber 
Co., Kansas City, Mo., who was accompanied 
by Mrs. Ingham, stopped in Spokane. While in 
Spokane, Mr. and Mrs. Ingham left their car 
standing on the street while they rested and 
did some shopping. Returning three hours later, 
they found that the automobile had been broken 
open and a large wardrobe case taken. This 
case contained approximately $120,000 in bonds, 
notes and Caddo River Lumber Co. stock, in 
addition to a quantity of clothing. Reporting 
the loss to the police, Mr. and Mrs. Ingham 
continued their journey to Vancouver. 

On Aug. 16, Don Chapman, police property 
clerk, was called into a downtown cigar store 
by the proprietor, who showed him a torn pack- 
age, its gilt edge contents sticking out care- 
lessly. He said the package had been left there 
by a man who had promised to return but who 
had not since showed up. Upon investigation 
the police officer found the package to contain 
$6,075 in savings bonds; $1,000 in Farm Home 
loan certificates; $2,000 in Kansas City first 
mortgage real estate bonds, and a Caddo River 
Lumber Co. stock making up the remainder of 
a total of $119,075. The police notified Mr. 
Ingham in Vancouver that his life’s savings 
had been restored to safekeeping, and await his 
advice as to disposal of the property. 

Police are of the opinion that the fortune 
would have been of little value to anyone other 
than Mr. Ingham, and it is thought that the 
thief, realizing the bonds were too hot to handle, 
left the package in the safety of the cigar store 
to await the offer of a reward. Police now 
are seeking the man who left the package in 
the cigar store. 







Aristocrat 


of 
Structural 


Woods 


tear Yellow 


Sound, Straight, Enduring 


When the need is for lumber to stand 
stress and strain, to wear and endure, 
there is no lumber equal to Long Leaf 
Pine. Its surpassing value for sub- 
structures and framing has been proved 
through years and years of service. Our 
Wiergate mill, largest in Texas, has 
finest equipment to produce, dress, dry 
and deliver the highest quality of Long 
Leaf Pine. Tell us your requirements. 


WIER LONG LEAF LUMBER CO. 


HOUSTON, TEXAS. 
Mills: Wiergate, Texas. 














Eastman - Gardiner 


HARDWOOD CO. 


Laurel, Mississippi 


Manufacturers 


Poplar, Gum, Oak 


Rough and Dressed 
Air-Dried and Kiln Dried 


Inquiries and orders will receive 
prompt attention 


























Depend on us for well manutauctured, care- 
fully graded stock, loaded properly and 
shipped promptly. We've serv the 


trade for nearly half a century—and know 
we can satisfy you. 


Send us your uiries and orders. 
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Douglas Fir Being Used 
in Big Building Project 


PorTLAND, Ore., Aug. 21.—One of the largest 
projects in wood construction going ahead in 
the Northwest this year is the building of a 
huge new warehouse and timber dock, and the 
enlargement and improvement of the existing 
quay dock at the local No. 1 terminal. The 
program, which calls for the driving of over 
5,000 new Douglas fir piles and approximately 
3,500,000 board feet of the same timber, is being 
carried out by the Commission of Public Docks 
through P. W. A. with a total cost of $850,000. 

The project includes a new timber dock, 
118x325 feet; the erection of a new warehouse, 
200x258 feet; the replacing of the 12-foot quay 
dock with a 32-foot double-track dock ; complete 
rebuilding of the 60-foot slip dock, and the cut- 
ting off, recapping and posting up of all piling 
under the old quay dock shed covering an area 
100x900 feet. A. D. Merrill, chief engineer for 
the dock commission, selected Douglas fir fot 
all of the timber werk because of its especial 
suitability for the work and its economy. Struc- 
tural grade was specified to insure maximum 
strength. 

Each of the twenty-one arch-rib trusses in the 
warehouse has a span of 100 feet, has a center 
height of sixteen feet, and is spaced twenty- 
three feet center to center. The roof is carried 
by 12x14 inch purlins spaced ten feet on cen- 
ters. The trusses are built to carry a live load 
of forty pounds per square foot plus a dead 
load of twenty pounds to each square foot. 
3and-sawed segments and laminated plank form 
the top chord in the shape of an inverted U, 
while the bottom one consists of parallel mem- 
bers which take the thrust of the top chord by 
means of steel U straps and heavy holting at 
the heel connections. The lower chords are 
spliced with ring connectors furnished by the 
Timber Engineering Co. 

Heavy Timbers in Warehouse 

The warehouse is of heavy timber construc- 
tion with a concrete floor raised four feet to 
permit car and truck loading. A lowered rail- 
road track goes through the center of the build- 
ing, and.a double track crosses the front of the 
structure with truck loading doors at the sides. 

Except for a line of structural grade Douglas 
fir columns, 16x16 inches, down the floor’s cen- 
ter, the entire space is clear, the columns are 
twenty-three feet apart, and give a clearance 
of twenty feet. Trucks are thus able to maneu- 
ver easily. 

W. C. Taylor, field engineer for the Com- 
mission of Public Docks, said that the dock 








The fabricated trusses of the warehouse are shown in this picture taken the 


latter part of June 
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piles have a length of 
ninety-nine feet, and 
were selected after a 
rigid inspection showed 
not less than eighteen 





A section of the shear leg 

framing that is a feature 

of the project is shown in 
a close-up shot 





annual rings in the 
third, fourth and fifth 
inches from the pith, or 
a sap ring of not over 
one and one-half inches. 
All piling used for railroad track supports is 
given a mineralized cell treatment. 

A unique feature of the timber dock is the 





Durability is seen in every inch of this long shear 
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heavy timber framing on the face of the dock 
to support a 100-ton shear-leg derrick. Twenty 
mineralized Douglas fir piles support these 
timbers. The horizontal thrust from the derrick 
boom is carried back eighty feet by a wooden 
strut to anchorage. The strut is kept from 
buckling by cross ties to the adjoining piles in 
the dock, which is constructed of 14x14-inch 
caps with 6x18-inch stringers on top of which 
a six-inch laminated deck is laid and the whole 
surfaced with two inches of asphalt. Waling 
timbers, 18x38 inches, hold the fender corner 
piles. The entire project is scheduled for com- 
pletion Dec. 1. 





June B. & L. Financing Gains 
40 Percent Over '36 


WasHINGTOoN, D. C., Aug. 23.—Mortgage 
loans for construction, purchase, refinancing 
and reconditioning of American homes made in 
June by all active savings, building and loan 
associations in the country totaled $80,500,000, 
the Federal Home Loan Bank Board has re- 
ported. A new record is thus set for the past 
eighteen months, the period in which special 
data have been collected. The figure was also 
40 percent above that for June, 1936, it was 
stated. June loans this year continued on the 
upward trend which began in February; a 
temporary reversal had been suffered in May. 
Home construction loans in June exceeded $22,- 
000,000, and loans for purchase of homes were 
in excess of $29,300,000. In comparison with 
June, 1936, home purchase loans written this 
June increased nearly 70 percent, while con- 
struction loans were up 60 percent. 


Kv 
is. 
a 
r 

HI) 


i? 


han 


This photograph shows an excellent view of the timber construction with a 


truss being lifted 
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| Insulation 
that sells... 





| MENERAL WOOL 


is extremely high in efficiency, dur- 
able, fire-resisting, vermin-proof, and 
economical because easily installed. It 
comes in loose and granulated form, 


as well as bats and “Roll Wool.” 


You don’t have to tell the average 
man the advantages of insulation. 
He knows all about it, and most 
likely he is planning this improve- 
ment in his own home in the near 


: future. If you handle a good brand 


of insulation that does the job, pro- 
vides comfort and saves fuel, you'll 


K&M products have behind them 
more than 60 years of pioneering 
in the development of insulation 














and building materials. K & M offers 
a complete line, priced right, and 
sold only through established chan- 
nels of distribution. 


find it selling steadily and profitably. 


That’s the type of product you are 
sure of with K &M Mineral Wool. It 


Send for information 


Asbestos Roofing and Siding Shingles ¢ Asbestos Heat Insulating Board © Asbestos Flex- 
ible Wallboard (Sheetflextos) ¢ Asbestos Decorative Waltile © Asbestos-Cement Structural 
Board & Sheathing e K & M Mineral Wool Insulations for the home. 





Underline the products on which you want full information and mail this coupon today. 





Name of Firm 









Address 5-5 


KEASBEY & MAITTISON satrx cms 














54 


Outdoor Events Banish Workaday Cares 


St. Louis Golfers Provide Sideshow 
for Horseshoe Pitchers 


St. Louis, Mo., Aug. 23.—Despite the summer 
heat, eighty golf enthusiasts participated in the 
twenty-first annual tournament of the St. Louis 
Lumbermen’s Golf Association on Aug. 10 at 
Norwood Hills Country Club. As usual the 
tournament was sponsored by the Wood Prod- 
ucts Institute of Great St. Louis. Leonard 
Perez, of the National Lumber & Creosoting 
Co., finally won the third leg on the president’s 
cup, which has been in competition since 1925, 
and it now becomes his permanent possession. 
There was keen competition for ten other tro- 
phies, and, in addition to these, fifty-one prizes 
were awarded. Not feeling equal to 36 holes 
of golf, some of the members and their friends 
indulged in a horseshoe tournament, held in 
connection with the golf events. 

The evening banquet was attended by 125 
members and friends, and the election of officers 
resulted as follows: 

President—W. A. Berg, Lumber Yard Sup- 
ply Co. 

Vice president—H. W. Sparks, manager 
lumber department Central Hardware Co. 

Secretary—Frank J. More. 





Mr. Berg, former city salesman of the Huttig 
Sash & Door Co., has been an enthusiastic of- 
ficer of the golf association for some time. Mr. 
Sparks has served as secretary of the associa- 
tion and, being a horseshoe enthusiast, was re- 
sponsible for the horseshoe tournament. 

On Aug. 1, Mr. Berg and Mr. Sparks em- 
barked on a new venture, the Lumber Yard 
Supply Co., with a warehouse at 5060 Manches- 
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ter Avenue, St. Louis, where they will serve as 
manufacturers’ distributors in southern Illinois 
and eastern Missouri, handling wall board, in- 
sulation, plaster board and roofing. The twenty- 
first annual meeting of the golf association gave 
them an excellent opportunity to make their 
public debut as members of the new organiza- 
tion, and their election as president and vice 
president, respectively, shows the esteem in 
which they are held by the lumber fraternity 
of the greater St. Louis district. 








Entertains Ladies at Chicken Dinner, 
Elects New Officers 


DeLAvAN LAKE, Wis., Aug. 23.—Officers of 
the Walworth County Lumbermen’s Club were 
re-elected at the July meeting, which was fea- 
tured by a ladies’ niight, with nearly fifty mem- 
bers, their wives and sweethearts in attendance. 

Officers are Wells D. Church, Walworth 
Lumber Co., Delavan, president, and H. J. Lil- 
linridge, Barker Lumber Co. Delavan, secre- 
tary. The latter is recuperating at his home 
with a broken shoulder, the result of a recent 
automobile accident. 

Preceeding the business meeting and election 
of officers, members and guests partook of a 
chicken dinner at Lake Lawn Hotel here. 

Speakers at the meeting were Ken King, 
field secretary for the association, reporting on 
the cement situation and the present status of 
the trucking of lumber by manufacturers; Mrs. 
Lawrence Hollister, Williams Bay, president of 
the ladies’ auxiliary of the State association; 
and M. R. Blanchard, substituting for N. P. 
Dodge, of the Celotex Corp. showing a film 
“More for the Money.” 
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Southwest Retailer's Officials Enjoy 
Picnic, Get-together 


Cisco, Tex., Aug. 23—A _ notable recent 
event in Cisco was a general get-together of 
officials of Rockwell Bros. & Co. from various 
towns in Oklahoma, New Mexico and Texas. 
From the head office of the company in Hous- ; 
ton came J. W. Rockwell, president of the 
company; C. P. Burroughs, J. I. Sprouse and 
Mary Higgans. Others attending the get-to- 
gether were: O. M. Holtzer, Llano; P. W. 
Parker, Kemp; F. A. Still, Waxahachie; Floyd 
Price, Coleman; W. B. Walberg, Portales, 
N. M.; W. F. Lange, Friona; Ed. R. Day, i 
Crest; R. E. Horne, Plainview; R. B. Law- 
rence, Midland; Herbert Olson, Hereford; 
E. D. Lamb, Amarillo; J. A. Ebeling, Tulia; 
R. Richardson, Big Spring; R. H. Delaney, 
Colorado; Roy Gilbreath, Hamlin; T. W. Mor- 
ris, Breckenridge; and F. B. Cloud, Albany. 

The festivities included a luncheon at the 
Laguna Hotel, a watermelon feast at the coun- 
try club, and fishing, boating, swimming, golf- 
ing and bridge during the afternoon. This get- 
together, the first held by Rockwell Bros. & 
Co. here, was said to have been one of the most 
successful picnics ever held in Cisco. 

J. W. Rockwell, head of the Rockwell organi- 
zation, is a native of Cisco, his father having 
founded the business of that company in this 
city. John Sprouse also is a former resident 
of Cisco, having begun his career as a lumber- 
man in this city. 

Rockwell Bros. & Co. is one of the out- 
standing retail companies in the Southwest and 
operates a line of retail yards in Texas, Okla- 
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Specialize 
WIDE 
THICK 





CALIFORNIA 


Sugar Pine Douglar Fir 
Ponderosa Pine White Fir 


Let us supply your needs in quality stock, sofft- 
textured, well-manufactured. Careful supervision of 
shipments to assure 100% satisfaction. Prompt atten- 
















SLOAT, 


MILLS AT 
QUINCY, CALIFORNIA 


tion to inquiries and orders. 


SALES OFFICE 
QUINCY, CALIFORNIA 


CALIFORNIA ©. C. MORRIS, SALES MGR. 
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homa, and New Mexico. J. W. Rockwell is a 
former president of the Lumbermen’s Associa- 
tion of Texas, and his father, the late J. M. 
Rockwell, was prominently identified with that 
organization for many years. 


Youth Wins Log Rolling Crown 


EscanasBaA, Micu., Aug. 23.—Spinning and 
snubbing the pine logs with the surpassing skill 
and balance of born birlers, Wilbur Marx, of 
Eau Claire, Wis., and Joe Connors, of Camp 
Mountain, Wis., fought their way up to the 





The New "King of the White Waters," Joe Con- 
nors, 26, won his crown in world championship 
contest at Escanaba, Mich., on Aug. 15 


final match of the World’s Championship Log 
Rolling Tournament and engaged in a thrilling 
duel for the title “King of the White Wa- 
ters” before a tense, excited throng of three 
thousand log cuffing fans at the Upper Pen- 
insula State fairgrounds here Sunday afternoon, 
Aug. 15. Red-headed, grinning Joe Con- 
nors, 26-year-old University of Minnesota stu- 
dent, who is temporarily employed by the United 
States Forest Service, was the victor in the 
final match, winning two out of three falls 
from Marx, who has been the acknowledged 
champion for the past ten years, ever since he 
won it as a 16-year-old boy at Washburn, 
Wis., in 1927. 

In the contest among the women birlers, the 
championship was awarded to Laura Marchand. 

Symbolic of his title, a large silver trophy 
cup was presented to Connors. He also re- 
ceived a purse of $150 for first prize money. 
Marx received a second prize of $75. Third 
prize of $50 went to Jimmy Johnson, of Clo- 
quet, Minn., and fourth prize of $25 to Walt 
Scates, of Brinnon, Wash. All of the contest- 
ing birlers received transportation and their 
expenses while in Escanaba. 

The white pine logs that were used for the 
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birling contests were donated by I. Stephenson 
Co., of Wells, Mich., of which company George 
N. Harder is general manager. 

Another world’s championship log rolling 
tournament will be held in Escanaba in 1938, it 
has been decided already. This year, 22 men 
and four girl birlers came from Washington, 
Minnesota, Wisconsin and Michigan to com- 
pete. Next year, rollers from New Bruns- 
wick, Quebec, Ontario, British Columbia, Maine, 
Idaho and other Pacific Coast States will be 
entered. 


It's a Day and Night Racket That 
These Jerseymen Plan 


Newark, N. J., Aug. 23.—The social com- 
mittee of the New Jersey Lumbermen’s Asso- 
ciation, of which Walter Wiesmiller is chair- 
man, has announced that his committee, after 
due deliberation, has decided to run off a 
“racket” at the Locust Grove Golf Club on 
Tuesday, Sept. 28. The announcement says 
“We also decided to make it an all-day and 
part-of-the-night racket, and further to see to 
it that everybody that gets this notice will have 








The women, too, tried their feet at birling the 
tricky logs, and here is personable Laura Marchand 
holding championship cup she won 


at least one representative present. You can 
play golf if you want to. However, there will 
be a lot more to it than that. It’s a big sur- 
prise party.” 











Northwestern Club Banquets, Elects 


Rice LAKE, Wis., Aug. 23.—A. M. Fengler, 
Central Lumber Co., Rice Lake, was elected 
president of the Northwestern Lumbermen’s 
Club at the Aug. 12 meeting. Other officers 
named are Helmer Johnson, Spooner Lumber 
Co., vice president; Henry Rose, Mayer-Rose 
Lumber Co., and mayor of Cumberland, secre- 
tary-treasurer. 
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Long Leaf 


The Burden-Bearer 


Zimmerman Virgin Long Leaf Yellow 
Pine is the lumber to use where 
heavy loads must be supported and 
strains resisted; also it’s the kind of 
lumber that holds your trade and 
brings the buyer back for more. 


When you need Dimension and Tim- 
bers order ZIMMERMAN LONG LEAF 
It's straight and strong, clean and 
bright, Lignasan-treated. Why not or- 
der a shipment today? Straight-car 
and Mixed-car service. 


ZIMMERMAN 


LONG: LEAF YELLOW PINE 
DIMENSION and TIMBERS 
Lignasan Treated Lumber 


ABENTLEY LUMBER C0. 


ZIMMERMAN. LA. 
































C.C. DAY | 


Band Sawn -- 
Own Manufacture -- 


HARDWOODS «iw, tures 
CYPRESS -- 


YELLOW 
PINE. 


Yard Items Treated -- 
¢ MIXED CARS + 


ABERDEEN, - MiSS. 





4-4 5-4 — SOFT SHORT 
LEAF K-D FINISH, DIMEN- 
SION and BOARDS 











CALCASIEU 





YELLOW PINE 


Complete line of kiln dried 
Yard and Shed Stock 


Eased Edge Dimension 


Timbers, chemically treated to 
prevent stain. 














| by DUSTRIA , 
LUMBER CO.,Inc. 
ELIZABETH, LOUISIANA 
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Congress Puts Through Housing Measure; 
Defers Wage-Hour, Crop Control Bills 


[By AMERICAN LUMBERMAN Staff Correspondent | 


WasuHincton, D. CC. Aug. 23.—While its 
proponents are still bewailing the failure of Con- 
gress to pass the wage-and-hour Dill before final 
adjournment, the lumber industry, and industry 
in general, doubtless heaved a great sigh of re- 
lief that this measure was not crowded through 
under whip and spur and without the adequate 
attention its importance would seem to demand. 
Even if a special session of the 75th Congress 
is called for late November, as some observers 
deem possible, if not probable, more time will 
have been afforded for consideration of this 
measure, which, even as modified, would revive 
many features of the late lamented NRA, which 
even the three most liberal members of the 
Supreme Court bench could not stand for. 

John L. Lewis and other labor spokesmen 
may fan the wind with their castigation of 
Democratic members of the House rules com- 
mittee who refused to sanction a special rule 
to bring the wage-and-hour bill before that body, 
but critics of the proposed legislation will con- 
tinue to regard them as men possessing the 
courage of their convictions and perfectly will- 
ing to face probable reprisals when they come 
up for re-nomination and election next year. 

At any rate, the lumber industry is spared 
wage-and-hour control—or attempted control— 
for the present, and is given a breathing spell 
in which to fortify its arguments against the 
proposed legislation as now written. This 
breathing spell may last until the first of Janu- 
ary. If one can judge from the expressions of 
members of the Senate and House in private 
conversation when the subject of a special ses- 
sion is mentioned, such a gathering may in- 
tensify the bitterness which has characterized 
the session closed last Saturday evening. In 
other words, a special session will not be at all 
popular among members of the Congress. 


Housing Bill Emphasizes Slum Clearance 


The Wagner housing bill as finally enacted 
follows pretty closely the lines laid down by the 
House committee on banking and currency, and 
is even more restrictive in most respects than 
the measure that got rather painfully through 
the Senate. The conferees accepted the House 
reduction from seven to five hundred million 
dollars in the total amount which the Housing 
\uthority is authorized to turn loose. Whether 
this aggregate is to be increased in the future 
will depend largely upon the way the slum- 
clearance program is handled, and how success- 
ful it is in promoting the declared policy of 
providing decent housing for the very-low-in- 
come groups—partly at the cost of the general 
taxpayers of the country. Safeguards written 
into the bill should head off any tendency 
toward extravagant expenditures, since even 
in the largest cities, where land values are high, 
a family unit of four rooms can not exceed 
$5,000 in cost, exclusive of land, etc. This is 
an increase of $1,000 over the Byrd amendment 
adopted by the Senate after a hard fight, but 
will apply only to communities of 500,000 pop- 
ulation and over. Communities benefiting from 
the slum-clearance funds must really clear out 
the slums, and must make a considerable con- 
tribution toward the cost, as well as toward 
payment of the proposed rental subsidies. In- 
stead of a readjustment of rental subsidies after 
20 years and every 10 years thereafter, under 
the final terms of the bill the first readjustment 
would come after 10 years, with a review every 
five years thereafter. 

William Green, president of the American 
Federation of Labor. expresses confidence that 
the housing bill will stimulate home construc- 


tion generally, and predicts the building of 150,- 
000 new homes within the year as a result of 
this expected stimulation. He also feels that 
the construction of new and modern housing to 
replace slums will necessarily cause the owners 
of privately-owned rented property to get on 
their toes and remodel and modernize, in order 
to meet the public competition, thus furnishing 
a market for materials and labor in large vol- 
ume. The lumber industry and other material 
suppliers will hope that Mr. Green is right, and 
that he will do all he can to keep the demands 
of labor within the realm of reason so that 
the expected “boom” in home building may not 
be impeded. 

ven Senator Wagner, daddy of the bill, who 
when the Byrd amendment was adopted de- 
clared it would kill the measure, is quoted as 
stating that a long step forward has been taken. 
And this in the light of the fact that, as finally 
enacted, the bill is much more restrictive in 
many respects than when it left the Senate. The 
Congress simply was not willing to write a 
blank check for the new Housing Authority 
to do as it pleased in pouring out the hundreds 
of millions, and that is a healthy sign in these 
strenuous times when billions are tossed about 
with apparent abandon. 


Secretary Will Enforce Crop Control 


The farmer had a final inning on Capitol Hill 
and in Administration quarters with a pledge by 
Congress to devote first attention to general 
farm (control) legislation, in return for an 
agreement by the Administration to advance 
loans on cotton and other major crops to pre- 
vent the prices received by growers of bumper 
crops hitting the toboggan. The Administra- 
tion already had the authority to make such 
advances, but insisted upon a sort of “written 
agreement.” Even so, without the proposed 
control legislation Secretary Wallace already 
has informed the winter wheat producers that 
in order to qualify for soil conservation pay- 
ments next year they must reduce their acre- 
age 20 percent. It would seem, therefore, that 
Uncle Sam has a stout hickory stick in his 
hand under existing law, regardless of what 
may be evolved in the way of general legisla- 
tion next session. 

Meanwhile, Congress has gone home and the 
rest of us can breathe normally for a time and, 
if fortunate, go fishing or dive at the old swim- 
min’ hole. 


Prevent Legalizing Unmarked Imports 


Lumbermen will be interested to know that 
in the last days of the session just closed, Rep- 
resentatives Mott and Pierce of Oregon, and 
Magnuson of Washington, won their fight to 
stop an effort of the Treasury Department to 
“legalize” its presistent refusal to enforce a 
provision of the Tariff Act of 1930 requiring 
the marking of imported lumber. While some 
lumber imports bear marks denoting place of 
origin, the provision has not been enforced 
effectively. The Treasury sought an amend- 
ment, in a bill designed to simplify administra- 
tive provisions of the tariff laws, that would 
have had the effect of legalizing its action in not 
requiring that all lumber imports bear identi- 
fication marks. In other words, had the amend- 
ment gone through, those countries now ship- 
ping in unmarked lumber would have been per- 
mitted to continue that practice despite the pro- 
visions of Sec. 304 of the 1930 Act. While the 
bill was before the House, Representative Cul- 


len of New York, in charge on behalf of the . 


Ways and means committee, gave definite assur- 
ance to the triumvirate of representatives from 


the Pacific Northwest that the objectionable 
provision would be eliminated. 


ASKS MARITIME COMMISSION'S AID 
IN PROMOTING EXPORTS 


WasHiInctTon, D. C., Aug. 24.—The National 
Lumber Manufacturers’ Association has ap- 
pealed to the newly created U. S. Maritime 
Commission for assistance in the promotion of 
lumber exports under the provisions of Section 
211 (h) of the Merchant Marine Act of 1936. 
Various other commercial interests have made 
similar appeals to the Maritime Commission. 

The 1936 statute directs the Commission to 
consider, and determine the advisability of, the 
enactment of legislation authorizing it to aid 
(in an economic or commercial emergency ) 
farmers, cotton, coal, lumber and cement pro- 
ducers “in the transport and lading of their 
products in any foreign ports by reducing rates, 
by supplying additional tonnage to any Ameri- 
can operator, or by Commission operation of 
vessels.” 

As is well known to readers of the AMERICAN 
LUMBERMAN, principal lumber exporting areas 
of the world are the United States, Canada and 
Europe. For decades, until 1931, the United 
States was the world’s largest exporter of lum- 
ber and timber products, supplying 20 percent 
of the trade. Today the United States ranks 
fifth, supplies only 10 percent of world lumber 
exports, and is outranked by Russia, Finland, 
Sweden and Canada. In 1928, United States 
exports were 3,111,000,000 board feet. By 1936 
they had shrunk to 1,256,000,000 board feet. 
The most serious situation is said to be in the 
Douglas fir region—Oregon and Washington— 
largely due to subsidized and tariff preferential 
competition from the same kinds of lumber 
produced under similar physical conditions in 
British Columbia, and in part to the propor- 
tionately greater export of logs. 

In the brief filed with the Commission, the 
National association goes into all phases of the 
situation. Particular attention is called to 
Douglas fir, it being pointed out that the manu- 
facturing capacity in Oregon and Washington 
is conservatively estimated at 12 to 14 billion 
feet annually, compared with a British Colum- 
bia capacity of around 2 billion feet. 

The Commission is informed that an economic 
and commercial emergency exist in lumber ex- 
port, and Section 211 (h) is invoked to meet 
the situation. The National association’s ap- 
peal is supported by a brief filed by the West 
Coast Lumbermen’s Association. 


Denounces Reciprocity "in Reverse’’ as 
Applied to Lumber 

Before leaving the Capital City for his home, 
Senator McNary, of Oregon, Republican leader 
of the Senate, surprised his senatorial associates 
by making a speech in which he declared that 
the State Department has failed to use its bar- 
gaining power to gain for domestic lumber some 
offset for the opportunities it freely gave away 
in the trade agreement with Canada. He as- 
serted that the balance sheet of reciprocity 
agreements to date shows all loss and no gain 
for American lumber, and that for lumber the 
trade agreements program spells reciprocity in 
reverse. Senator McNary inquired how long 
the American and Canadian governments will 
tolerate this one-sided trade. The senator ex- 


plained that he was prompted to make this in- 
quiry not only because of his interest in the 
lumber mills of his constituents in Oregon, but 
also in the interest of markets for the products 
of that one-quarter of the land area of the 
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United States (largely owned by farmers) that 
is useful only for the timber growing. 

Senator McNary represents in the Senate the 
most heavily timbered State in the Union, the 
forest industry of which contributes 65 percent 
of all the State’s employment and wealth. 
Furthermore, for twenty years he has been 
actively identified with all important national 
forest legislation. He is co-author of the 
Clarke-McNary Act of 1923, recognized ever 
since as the legislative expression of national 
forestry policy. These facts give added signifi- 
cance to his recent remarks in the Senate. 


NEW FILING CABINETS PRESENT BEAU- 
TIFUL EXTERIORS OF "REAL" WOOD 


WasHincton, D. C., Aug. 24.—The total 
value of all furniture in 1935, based on a sur- 
vey just completed by the National Lumber 
Manufacturers’ Association, aggregated $400,- 
000,000. A conservative estimate of the 1936 
output gives a comparative figure of $650,000,- 
000, lumber’s share being about 1,340,000,000 
board feet. 

According to the survey, 75.6 percent of the 
amount spent for office chairs bought chairs 
made of wood; of the total for desks and tables, 
68.6 percent represents the amount spent for 
desks and tables of wood, and 7.5 percent of 
the amount for filing cabinets. There was also 
$5.138,000 spent for miscellaneous office fur- 
nishings, and of this 45.6 pércent was for wood. 

Wood furniture manufacturers have been ac- 
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tive this year with regard to the relatively 
small part of the filing cabinet market which 
has been theirs in recent years. The survey 
points out that it is no longer necessary for 
the business executive to do without “real” 
wood exteriored filing cabinets to match his 
other fine furniture. The latest development is 
a cabinet with an exterior of cored veneer 
stock with lightweight metal drawers. The ex- 
terior wood is in beautiful designs, blending 
with the other office furnishings, and has the 
advantage of being a slow heat conductor in 
case of fire. The price is equal to or slightly 
less than those of equivalent cabinets of other 
materials. 

Indications are that filing cabinet manufac- 
turers, in co-operation with the lumber industry, 
will be producing the cheaper wood cabinets 
shortly along similar lines, so that small as 
well as large offices can have the satisfaction 
of well designed wood furnishings throughout. 





Subdivision and Starts 
Building 10 Homes 


Houston. Tex., Aug. 23.—Purchase of a ma- 
jor part of 32.5 acre Wessex Subdivision, new- 
ly platted in the South-End, has been effected 
by Gerald Meliff, of the Meliff Lumber Co., 
for a consideration of $128,000. The lumber 
company is starting the construction of ten 
residences in the subdivision. 


Buys 


WOOD CONSTRUCTION 
Best in Seven Ways Ie 


University’s Housing Research Shows 





WASHINGTON, D. C., Aug. 
than a year and a half, those individuals 
interested in home building have been watch- 
ing the experiment in small-house construc- 
tion which has been made at Purdue Uni- 
versity at Lafayette, Ind., to determine costs. 
Under laboratory conditions, with records care- 
fully kept, five small houses have been built 
during 1936 and 1937 at an approximate aver- 
age outlay of $5,000 each. For purposes of 


comparison, the residences were constructed of 


different materials. 


The project represented the first attempt by 
private industry to make a critical, comprehen- 
sive study of construction methods, materials, 
planning, and costs of single-family houses. The 
costs of the project were paid by the Purdue 
Research Foundation, which assured its free- 
dom from commercial influence or bias. Frank 
Watson, director of the project, says that its 
aims were: To make a critical analysis of 
today’s building methods and costs of houses, 
and to find an answer to the need for adequate, 
substantial dwellings at a cost which will per- 
mit the average family to own a home it can 
afford. 


Actual Consumer Costs Sought 


The program of building each house was ap- 
proached in the manner of an individual owner. 
Specifications called for homes to accommodate 
each a family consisting of the parents and a 
son and one daughter. Each home has a com- 
bined living-dining room, kitchen, three bed- 
rooms, bath, and a garage. The basic building 
material, equipment or planning is not dupli- 
cated in any two houses. Associations and indi- 
viduals interested in various structural mate- 
rials were consulted about efficient, economical 
designs, but no discounts have been permitted 
on any goods purchased. The project was to 
learn actual consumer costs. 

Of great interest to every person who is con- 
sidering the construction of a home is the 
chart below showing the costs of various build- 


ing materials used in four of the dwellings. 
All- Frame & 
wood Steel Concrete Stucco 
House House House House 
Cost per Cu- 
bic Foot .. 28e 36¢ 31le 38e 
Size of House 
in cubic feet 
for $5000.. 
Cost of Ma- 
vy | $2828.10 
Material cost 
as percent- 


17,800 13,850 16,186 12,712 


Sh 


3263.85 $2891.35 $2939.00 


age of total 57% 66% 58% 61% 
Labor cost as 

percentage 

of total.... 25% 25% 38% 31% 
Profit to the 

builder $814.10 $457.35 $219.25 $421.35 


Profit as per- 
centage of 


total cost.. 16% 9% 4% 9% 
Man-hours of 

labor used. 1642 1931 3826 2168 
Average wage 

per hour .. 82c 66¢ 49c 69e 


Carpenters’ 
pay per hour 
Masons’ pay 


900+ ier 50¢ 60¢c 


per hour .. $1.20 75¢ 
Unskilled la- 
bor pay ... 40ce+ 40c 35¢ 40c 


+Plus 
Advantages for Wood Seen 


The National Lumber Manufacturers’ Asso- 
ciation recently has made an analysis of the re- 
sults of this experiment, as presented in the 
foregoing table, and points out the following 
seven advantages indicated for the wood house 
in the unbiased analysis: Largest house for 
the money; highest wages paid; low labor cost; 
less man hours of labor: lowest material cost; 
lowest cost per cubic foot, and largest builder’s 
profit. 

Retail lumber and building material dealers 
can make splendid use of the honest report of 
results of the housing research project, when 
discussing home building with prospects. It 
can be pointed out just how these results were 
reached, and there can be little argument as to 
the advisability of using lumber for the contem- 
plated house. 







"MIXED CARS 
CREOSOTED &- 
UNTREATED ITEMS 


Profits in Posts 


Lots of good money-making busi- 
ness waiting for you in the han- 
dling of DIAMOND “C” BLACK- 
PINE CREOSOTED POSTS. Don't 
pass it by. Do your customer a 
real service by inducing him to 
use Diamond “C” Posts and thus 
do away with his fence troubles. 
Order in Mixed Car with other 
Creosoted Lumber — Timbers, 
Poles, Piling—and Untreated Yard 
and Shed Stock, Mouldings, etc. 

















Write TODAY for full intorma- 
tion about Colfax Lumber Prod- 
ucts—and this unusual Mixed 
Car Service. 
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FOSHEE LUMBER CO. 


Manufacturers 


Southern Pine Lumber 
MONTGOMERY, ALA. 


Specializing in 1/2x6 Poplar 
SHED STOCK Bevel Siding-- 
and BOARDS Mouldings 














FLEISHEL LUMBER CO. 


Successor to 


CAIN-HURLEY LUMBER CO. 
4235-39 Duncan Avenue 
ST. LOUIS, MO. 
Telephone Newstead 2100 


J. T. FLEISHEL, President 
H. F. BURNS, Vice President 














KILN DRIED e GRADE-MARKED 


NORTH CAROLINA PINE 


Railroad Material a Specialty 
Car Lining and Decking 


BURRUSS LAND & LUMBER CO. 
LYNCHBURG, VA. 
PLANING MILLS: Blackstone, Va., Dilwyn, 
Va., Brookneal, Va., Roxboro, N, C. 











Amemcanfiumberman 
National Production, Shipments and Orders 


WASHINGTON, D. C., Aug. § 
weeks ended that date, covering mills whose statistics for both 1937 and 1936 are available; also percentage comparison with statistics for identi- 
cal mills for the corresponding period 1936: 








August 28, 1937 


23.—Following is the National Lumber Manufacturers Association report for two weeks ended Aug. 14, and thirty-two 


TWO WEEKS: Av. No Production Percent Shipments Percent Orders Percent 
Softwoods: Mills 1937 of 1936 1937 of 1936 1937 of 1936 
ST  vccetabdsdovceeekverewcneaues 121 66,112,000 9s 63,435,000 97 65,566,000 83 
EE ia cern: wrianiane ¥:a6ug eaeO0 Hee nee eee 171 226,854,000 106 224,987,000 122 207,009,000 92 
I a Sa in rig celts 115 189,433,000 107 136, "603, 000 94 126,835,000 78 
NE bc cccs ee escereeeeeenvenes 13 20,892,000 112 » 702,000 109 14,436,000 94 
BT eer r Te ee 9 5,150,000 84 ,000 92 4,971,000 137 
nt rece e mene cease eKneeawen eee 10 12,561,000 109 ‘ 978, 000 103 4,854,000 98 
Eee err 17 4,092,000 107 2,912,000 102 2,561,000 135 
EE, ccc enews vadee se nee eanavews 456 525,094,000 106 452,953,000 108 426,232,000 86 
Hardwoods: 
Southern Hardwoods .............-s.eeceeees +70 19,796,000 115 12,234,000 85 14,138,000 87 
PROCEMOTT TOPO WOOED 6c cect eccciscccccceseee 17 5,869,000 154 4,858,000 125 4,761,000 123 
ED ncnedcns cede easnes oamlawer 87 25,665,000 122 17,092,000 18,899,000 94 
Co er reer 526 550,759,000 106 $70, 045,000 107 445,131,000 87 
THIRTY-TWO WEEKS: 
Softwoods: 
TEI asia acta ag ahh i Goma ee eRe 130 1,203,262,000 102 1,166,724,000 95 1,120,645,000 94 
a Seah a iri lah Oe le ds Bue Oe ee 171 3,446,876,000 104 3.6 36,267,000 112 3,291, 078, 000 104 
I IN icy hahha endian abe wareietn dea warden 111 2,249,446,000 119 2,298,662,000 122 2,166,305,000 112 
CUTE OUMIR. TOG WOES ce cccccccecvcccccceccccos 13 298,317,000 107 302, 623, 000 115 286,409,000 109 
cease nee ace ee eneeesnenwe 9 92,768,000 107 91,620,000 107 84, 062, 000 110 
DE Do Gv cade ccasdeieeneeneeneaewee 10 94,639,000 116 92'899,000 122 84,273,000 123 
Northern Hemlock .........cccccccccccccces 18 88,658,000 142 63,340,000 145 57,967,000 129 
TU MOGUWOOED: cect ccctccsecseeocceseases 462 7,473,966,000 109 7,652,135,000 112 7,090,739,000 105 
Hardwoods: 
Southern Hardwoods .............cccceeeees 760 212,144,000 109 204,325,000 101 188,765,000 93 
Northern Hardwoods ..............ccccccuee 18 96,966,000 108 85,723,000 123 77,391,000 115 
Total Hardwoods .............seesesceeees 78 309,110,000 109 290,048,000 107 266,156,000 99 
CE SE Sd eter beedccvevceccvrdcdateveor 522 7,783,076,000 109 7,942,183,000 112 7,356,895,000 105 


TUnits of production. 





West Coast Review 


[Special radiogram to 


SEATTLE, WASH., 


AMERICAN LUMBERMAN] 


Aug. 25.-— The 176 West 
Coast Lumbermen’s Association mills, giving 
production, shipments and orders during the 
two weeks ended Aug. 21 reported: 
Production 218,632,000 

Shipments 218,970,000 0.15% over production 

Orders 205,594,000 5.96% under production 
A group of 171 mills, whose production re- 

ports for 1957 to date are complete, reported 

as follows: 

Average weekly cut for 
EE Sud wae aerme.e hae es o ere eduiee aire 
ene 

Average cut for two weeks 
PO ee eee ee ens 
A group of 176 mills, 


thirty-three weeks: 
103,275,000 
107,531,000 
ended 

109,316,000 


whose production for 








the two weeks ended Aug. 21 was 218,632,000 
feet, reported distribution as follows: Unfilled 
Shipments Orders Orders 
Rail 86,013,000 91,664,000 112, 923,000 

Domestic 

_ cargo... 79,955.000 80,206,000 218,388,000 

Export ... 3 ts 533,000 16,255,000 80,535,000 

Local 7,469,000 7,468,000 s civccvcccs 
218,970,000 205,594,000 411,846,000 


A group of 171 identical mills, whose reports 
of production, shipments and orders are com- 
plete for 1936 and 1937 to date, reported as fol- 
lows: 


Aver. for 2 ° 
wks.ended Aver. for 33 wks. ended 
Aug. 21, Aug. 21, Aug. 22, 
1937 1937 1936 
Production 109,316,000 107, 531. 000 103,275,000 
Shipments 109,485,000 113,124,000 101,142,000 
Orders 102,797,000 102,387,000 99,332,000 





Southern Pine Statistics 


[Special telegram to AMERICAN LUMBERMAN] 
New Orteans, La., Aug. 25.—Following is 
a summary of reports from southern pine mills 
for the two weeks ended Aug. 21: 


Average weekly number of mills, 117; 
Unitst, 101 


Total for 
Two Weeks 
Three-year average production*.. 55,535,000 
ME DOR NOCION 66s bacecssecons 63,501,000 
ree 63,955,000 


Orders received 62,698,000 
Number of mills, 114; Units¢, 100 

On Aug. 21, 1937 

64,268,000 

381,088,000 


Unfilled orders 
Unsold stocks 


*October, 1933, to October, 1936. 


TUnit is 275,000 feet of 
production. 


“3-year average” 


WasHINGToON, D. C., 





Relation of Unfilled Orders to Stocks 


Aug. 23.—Following is statement for eight groups of identical mills and 
two groups of hardwood flooring plants, of unfilled orders and gross stock footage on Aug. 14: 








Maple, Beech & Birch flooring.. 


*Unfilled orders reported by 10 and 15 mills respectively; 


No. of aaa Orders Gross Stocks 

Softwoods— Mills 1937 1936 1937 1936 
ee er 110 67,177,000 69,746,000 390,963,000 387,797,000 
2) Kr ey oe 171 411 21° 000 388,732,000 978,201,000 1,035,423,000 
Ee en ean enee eee 119 224 45.000 263,666,000 1,568,547,000 1,509,551,000 
California Redwood ............. 13 47,997,000 40,791,000 276,167,000 280,165,000 
ee SS ere 9 6,800,000 7,205,000 155,327,000 156,108,000 
ES rere ee 10 5,651,000 5,251,000 144,132,000 140,423,000 
Northern Hemlock*® ............. 10 4516,000 4,739,000 99,307,000 73,851,000 

Total Goft woods. .....ccecess 442 768,107,000 780,130,000 3,612,644,000 3,583,318,000 
Hardwoods— 
Southern Hardwoods .........-.-. 766 36,363,000 43,916,000 186,668,000 159,010,000 
Northern Hardwoods ...........- 15 17,102,000 13,085,000 87,561,000 107,840,000 

Tetel PAPE WOOas «2... scecees 81 53,465,000 57,001,000 274,229,000 266,850,000 

re eee 513 821,572,000 837,131,000 3,886,873,000 3,850,168,000 
OE cb cach owae aoe nemaw és 75 33,055,000 25,115,000 71,738,000 63,273,000 


stocks by 17 mills. 





Louisiana Tax Exemptions Stim- 
ulate Construction 


Baton Rovuce, La., Aug. 23.—Tax savings 
of $1,393,915 have been assured national and 
local manufacturers as a result of twenty-nine 
contracts signed with Richard W. Leche of 
Louisiana, who is actively campaigning to bring 
new industries to this State, according to an 
announcement today by the newly created State 
department of commerce and industry. The 
largest contracts are with the Ethyl Gasoline 
Corp., a subsidiary of E. I. du Pont de Nemours 
& Co., the Standard Oil Co. of Louisiana, and 
the Southern Kraft Corp. Property tax exemp- 
tions are granted contractors for a period of 
ten years on all new construction undertaken 
within the State. As of Aug. 21, there was 
$24,242,000 in new construction contracted, most 
of which is started. The present tax rate is 
$5.75 for each $1,000 in property. It is esti- 
mated that construction employment will be 
given to 7,950 persons, and that later 14,600 
persons will be employed in operating the new 
factories. 

Other companies to receive tax exemption for 
new construction work are: 

Bird and Son (Inc.); 
ber Co. (Inc.); Bunkie Coca-Cola Bottling 
Co.; Chalmatte Petroleum Corp.; Chicago 
Mill & Lumber Co.; Continental Can Co.; 
Compressed Industrial Gases (Inc.); Conti- 


Bass, Harless Lum- 





nental Oil Co.; Cotton Baking Co.; Clinton 
Feed, Oil & Gin Plant; Gold Standard Food 
Products; Iberia Sugar Co-operative (Inc.); 
W. C. Nabors Co.; Solvay Process Co.; Shell 
Petroleum Petroleum Corp.; Swift & Co.; 
Gaylord Container Corp.; Roseland Manufac- 
turing Co. (Inc.); The S. & A. Manufacturing 
Co. (Inc.); J. R. Raible Co. of Mississippi; 
Lake Charles Hardwood Co. (Inc.); Dr. Pep- 
per Bottling Co.; N. J. Long Cooperage Co. 
(Ine.). 





Western Pine Summary 


PortLanp, Ore., Aug. 21.—The Western Pine 
Association reports as follows gn operation of 
identical Inland Empire and California mills 
during the two weeks ended Aug. 14: 


Reports of an average of 115 mills: 


Total for 2 Weeks Ended 
Aug. 19,1937 Aug. 20, 1936 


Production ...... 183,392,000 157,148,000 
Shipments ....... 141,781,000 129,675,000 
Orders received .. 126,835,000 162,784,000 
Reports of 119 identical mills: 
Aug. 19,1937 Aug. 20,19 
Unfilled orders .. 224,345,000 263,666,000 
Gross stocks -1,568,547,006 1,509,551,000 


Reports of 119 identical mills: 
c——-Year to Date———__,, 


1937 1936 
Production ...... 2,302,735,000 1,953,621,000 
Shipments ....... 2,335,132,000 1,947,821,000 
OPGGTS sevsscescs 2,212,726,000 1,997,313,000 
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(Continued from page 23) 
which will make for better located, better designed and better 
built homes. 

The introduction into the small-home building of sound tech- 
nical protection should not conflict with the interest of any of 
the responsible factors in the field, whether they be lenders, 
contractors, realtors, or the producers and distributors of build- 
ing materials. Actually, a movement which looks toward the 
establishment of urgently needed technical facilities in the small- 
home field presents many advantages to every responsible home 
building factor. 


NOT ALL SHODDY WORK WAS BY SPECULATIVE BUILDER 


Your observation that shoddy construction is more prevalent 
in the operative built houses, in contrast to the individual owner- 
built home, is not borne out by the experience of Home Owners’ 
Loan Corporation in its reconditioning of some 450,000 houses. 
The extent of unsound construction in all types of home con- 
struction revealed by these operations was one of the prime 
movers behind the development of the Federal Home Building 
Service Plan. * * * 

A closer reading of the blue Presentation Book will, I be- 
lieve, make it clear that the Bank Board does not propose to 
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duplicate any existing facilities. The lending institution simply 
brings these facilities closer to the home seeker in an effort 
to simplify the home building process. 


This letter has proven rather lengthy, but we are partic- 
ularly interested in clearing up the misconception of this pro- 
gram which appears to have become prevalent in some quarters 
in the building material field. 


PLAN OFFERS MERCHANDISING ADVANTAGES TO DEALER 


The writer spent some years working with the retail lumber 
dealer and his merchandising problems. Others of our staff, 
including Mr. Donald H. McNeal, technical director for the 
Bank Board, are thoroughly acquainted with the field by long 
experience in it. From its early inception the retail dealer has 
been regarded by us as an important factor when co-operation 
must be secured in order to carry the program forward. 


In those communities where the lumber merchandiser has 
taken leadership in home selling, this plan presents an oppor- 
tunity for further merchandising advantages to those dealers. 
Anything that your publication can do to clear the air on these 
points will be greatly appreciated—R. A. Der, special con- 
sultant, Home Owners’ Loan Corporation, Washington, D. C. 





Midwest Institute to Educate 
on Ethical Distribution 


MINNEAPOLIS, MINN., Aug. 23.—Dis- 
cussing with a representative of the 
AMERICAN LUMBERMAN the objectives of 
the Midwest Lumber Sales Institute, 
Myron A. Gore, secretary, outlined these 
objectives as follows: 

First, to educate the manufacturers to dis- 
continue allowing unearned discounts. 


Second, to educate the retailer that it is to 
his advantage to place his orders through 


the transaction followed sale of the land by 
the Western Timber Co., of Portland, Ore., 
to the Fir Tree Lumber Co., another Oregon 
concern. Fir Tree in turn made the sale to 
Weyerhaeuser. Mr. Ingram did not reveal the 
price paid for the timber, but real estate transfer 
tax stamps attached to the documents indicated 
that it was in excess of $200,000. Other reports 
indicate that the purchase price was in excess 
of $1,000,000. The purchase gives the Weyer- 
haeuser company wide holdings in that region, 
which is considerably south of the company’s 
present operations in that district. It is under- 
stood that the company intends ultimately to 
construct a branch line to tap the stand. 


Company's Plywood and Door 
Plants at Top Capacity 


HoguiaAmM, Wasu., Aug. 21.—After being 
idle for several weeks for necessary repairs, the 
plant of the Harbor Plywood Corp. again is 
in full operation, working at top capacity. Work 
was resumed in a part of the plant on Aug. 9; 
the American Door Factory, a subsidiary, re- 
sumed operations on Aug. 16, and all depart- 
ments of the plywood corporation became active 
later when all repairs were completed. The 
management looks forward to an active fall 
business. 





salesmen covering the territory in which his 





yards are doing business. 





Third, to educate our salesmen to retain all 
commissions allowed them by the manufac- 


turer. y 
Continuing, Mr. Gore said: “We hope 
through this process to bring back orderly dis- gf 


tribution of lumber from the manufacturer 
through the salesman to the retailer for the 
consumer.” Mr. Gore added: 

Through the co-operation of the three 
branches of the industry we hope to elimi- 
nate many of the petty, unethical tactics now 
being practiced by all of them. It is one 
step forward in the stabilization of prices 
for the manufacturer, and I am sure will be 
welcomed by the retailer as well. By keep- 
ing our members well informed as to what 
is going on, we will be able to increase the 
sales of lumber over what they have been in 
the past, and to stop some of the inroads 
made by substitutes. 


The organization covers Minnesota, North 
Dakota, South Dakota, Iowa and Nebraska. It 
is felt that in these five States the three types 


viv 


Huther Bros. 
Smooth-Cutting 
Hollow-ground 
Saws 4” to 24” 





of Super Quality 


Choose Huther Saws for their smooth and 
easy cutting, their long-enduring service. 
For more than 50 years the choice of careful 
buyers. 

Illustrated catalog of the complete Huther 
line sent on request. Write for your copy. 
No obligation. 


Huther Bros. Saw Mfg. Co. Inc. aunt tee 


ROCHESTER, N. Y. aS oe 








of salesmen have exactly the same problems, in 
that they cover the territory soliciting business 
in the same way. Officers of the Midwest Lum- 
ber Sales Institute are: 
President—Austin Braun 
Vice president—W. H. Beverstock 
Treasurer—Harry L. Bratnober 
Secretary—Myron A. Gore. 


15,000 Acres of Kalama Timber 
Again Changes Hands 


Tacoma, WasH., Aug. 21.—Purchase of 
15,000 acres of timber in the Kalama River 
district of Cowlitz County, south of here, by 
the Weyerhaeuser Timber Co. was announced 
here this week by Charles H. Ingram, general 
manager. The tract adjoins timber already 
owned by the company and includes a railroad 
right-of-way. Mr. Ingram said his company 
had not yet decided whether to use the right- 
of-way or to construct a line connecting with 
its existing railroad nearby. Announcement of 














Order a set of our Planer and Jointer Knives and see 
how they compare under actual service conditions. 
SPECIAL: Send us a paper pattern with dimensions and kind of 


CHigh Speed Steel Knives and Moulding Cutters for the Woodworking Industry] 


TAYLOR, STILES & COMPANY -- riecetsvitte, Nn. 3: 


wood to be worked. We will quote you at once and 
give you earliest date of delivery. 





WESTERN AGENTS: Hall & Brown W. W. Machine Co., St. Louis, Mo. 








60 


Amemcanfiumberman 


Here’s What’s New— 


New Processed Plywood Has Fleck 
Grain and Smooth Hard Surface 


Kraftwood is the name of a new processed 
plywood just developed by the M & M Wood- 
working Co., Portland, Ore. The new wood is 
produced by first processing the plywood to de- 
stroy the old fir grain. A filler is then applied 
over the surface of the board to fill the new 
grain cuts, following which the entire board is 
painted in any chosen color. The filler is then 
brushed out of the cuts, and paint of another 
color is applied to partially fill the cuts. The 
second application of paint is wiped off the 





surface before being allowed to dry completely. 
This leaves a colored board with a distinct 
fleck to give a new grain effect. The smooth, 
hard surface resists stains and is easy to clean 
and polish. 

Installation is easy, and the material can be 
cut into any shape or design without warping 
or splitting. Adjoining pieces fit smoothly due 
to concealed joints and rabbetted edges of the 
boards. A grooved design gives the wall a fin- 
ished appearance. Kraftwood comes in several 
designs and colors and is especially suitable 
for remodeling attics and basements, for re- 
decorating home libraries, dens and kitchens, 
and for panelling offices and stores. 


Pinions of This Small Mill Assure 
Even Thickness 


Sawmill operators generally will be inter- 
ested in the announcement that the Cunning- 
ham Machinery Corp., Shreveport, La., is now 
putting split pinions on all of its boss dog car- 
riages. This is the greatest improvement made 
on these carriages up to this time, and gives 
operators of 20,000- to 45,000-foot capacity mills 
an opportunity to install rigs guaranteed to cut 


* 





This is the first moderate- 
priced small mill to em- 
body split pinions; these 
make it possible for port- 
ables to turn out lumber 
that is of even thickness, 
precision cut 





precision lumber equal to that produced by 
any circulars in operation. These split pinions 
have built-in springs; one-half is keyseated on 
the set shaft, and moves the knees forward by 
the stroke from the set works; the other half 
works independently on the set shaft, is not 
keyseated, and pulls back the slack out of the 
knees, preventing the saw from pulling the 
backing board out at one end and making the 
board thin at one end and thick at the other. 
Thus it assures boards that are exact at both 
ends. Split pinions heretofore were found only 
on carriages costing from $5,000 upward. 

Operators will be pleased to learn that for 
the first time in the history of the industry they 
can get this feature on a portable—the Cun- 
ningham A-No. 1—which has 36-inch opening 
blocks with boss dogs inside of split knees, 
bottom dog tooth dropped down below the base 
to catch even a 4-inch cant, and the dogs are 
connected up to make it a one-man carriage, 
saving many dollars a year in labor. Another 
feature on this modern mill is the double-acting 
set works that set full or scant. Then, too, this 
concern is furnishing the 2-inch high railroad 
steel rail, V and flat, planed to fit the precision 
machined wheels—making it the only mill on 
the market with all these features. 

Split pinions are also furnished on _ its 
CHAMP carriage, 36-inch opening, to be used 
with the 5-inch gun; the Big Devil carriages 
which are pulled with the 6'4-inch, 7-inch and 
8-inch Cunningham shot gun steam feeds. Full 
information may be secured from the manufac- 
turer by specifying the size carriage you re- 
quire, and the type feed. 


Manufacturer Announces New Line 
of Rock Wool Insulation 


The Barrett Company, 40 Rector St., New 
York, N. Y., manufacturer of roofing products, 
announces Barrett Rock Wool, a complete new 
line of insulation including blowing fiber, batts 
and loose wool. Samples and a descriptive 
folder are available and will be sent upon re- 
quest to the company headquarters in New 
York or to branch offices in Birmingham, Ala., 
and at 2800 S. Sacramento Ave., Chicago, III. 
For quickest service the company requests that 
inquiries be directed to the office nearest the 
dealer’s location. 


New Folder on Temporary Silos and 
Portable Corn Cribs 


A new illustrated folder dealing with tem- 
porary silos and portable corn cribs has just 
been prepared by the Mattson Wire & Mfg. 
Co., Joliet, Ill, which also maintains factories 
and warehouse stocks at St. Paul, Minn.; Man- 
chester, Iowa; Menominee, Mich.; W. Albany, 
N. Y., and Bogalusa, La. The folder con- 
tains illustrated instructions for erecting and 
filling temporary silos and for erecting portable 
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corn cribs. Two tables are included. One 
of these gives capacity in tons, circumference in 
feet and shipping weight in pounds for silos 12, 
14 and 16 feet in diameter and 8, 12 and 16 feet 
in height. The other gives capacity in bushels 
of .ear corn, lineal feet of cribbing required and 
shipping weight in pounds for corn cribs vary- 
ing from 12 to 18 feet in diameter and in four 
and eight foot heights. Space is provided for 
imprinting the dealer’s name. Copies will be 
sent on request to the manufacturer at Joliet. 


Announces New Automatic Portable 
Lock Mortiser 


The R. L. Carter Division of The Stanley 
Works, New Britain, Conn., manufacturer of 
motor-driven woodworking tools, announces a 
new portable machine for cutting lock mortises 
on doors. Operation is automatic, hand finish- 
ing is eliminated, and the work is done by the 














machine rather than by the operator. This is 
made possible by a 1 hp. motor driving the 
cutting tools at a rate of 18,000 RPM. Cuts 
are accurate and smooth. Automatic feed pro- 
vides uniform load stroke. Adjustments for 
length, width and depth of the mortise can be 
made quickly and easily on the exterior of the 
tool. Weight of the tool is 28 pounds. 





Aid to Accurate Estimating 


Accurate estimating on a building job may 
make all the difference between a dead loss and 
a substantial profit. Therefore any system of 
estimating or estimating forms which will as- 
sure increased accuracy in this important mat- 
ter is of great interest to the dealer or con- 
tractor. “The Old Builder’s Estimator”, a new 
and thoroughly practical book for this pur- 
pose, prepared by a practical man, long ex- 
perienced in the field of residential construc- 
tion, offers a method found best by many 
builders for estimating accurately in the least 
amount of time. This little pocket-size book 
(4x7% in.) presents in one convenient place, 
all the listings required to figure, item by item, 
the detailed costs of a large residential job or 
a modest cottage. The forms contain all those 
items which generally have to be written in, 
all the extra costs, the subcontract listings, be- 
sides all the little items so often left out, 
and these are accompanied by the most com- 
plete check list we have seen. In addition 
there are estimating data and tables, blanks 
for memos and numerous other features that 
make this the handiest little estimator to be 
had. You will want to buy these books in 
quantities for your own use or to give your 
contractor customers. Prices for copies 
f.o.b. shipping point: $2.50 per dozen; $8.00 
for 50; $14.00 for 100; $27.50 for 250. On or- 
ders of 50 or over, your name and address will 
be imprinted free. Single copy may be had 
for 25 cents, postpaid. Order your copies from 
the AMERICAN LUMBERMAN, 
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Quarterly Lumber Industry 


Survey 
(Continued from Page 48) 


According to present estimates, total 1937 
purchases by the railroads from manufac- 
turers will exceed $1,000,000,000, as compared 
with $760,000,000 in 1936, and $1,428,000,000 
in 1929. 

Assuming that the last half of 1937 equals 
the high record of the last half of 1936, the 
total year’s furniture sales should be ap- 
proximately 10 percent greater than last 
year’s. In the first six months, these sales 
were expected to average about 33 percent 
greater than last year’s. Inasmuch as busi- 
ness in the third quarter of 1936 was heavy, 
present prospects do not indicate any in- 
crease this quarter over last year. 

Because of diminishing use of wood in 
passenger automobile manufacture, no gain 
in lumber consumption by the car manufac- 
turers is indicated. 

The wooden box industry is looking for- 
ward to a good year, with a gain of about 
10 percent over 1936. 


Total Exports Up 13 Percent; Imports 
Down 1 Percent 


In the first six months of 1937, lumber ex- 
ports were 13 percent above those of a simi- 
lar period of 1936; imports one percent be- 
low. In 1936, however, exports had declined 
2%, percent, and imports had increased 50 
percent over 1935. The second quarter soft- 
wood exports were more than 351,000,000 
feet, which compares with approximately 
200,000,000 feet in the first quarter of 1937, 
and 268,772,000 feet in the second quarter of 
1936. Hardwood lumber exports in the sec- 
ond quarter fell 14 percent below those of 
the first quarter, which was the highest in 
seven years. The June total was the lowest 
of any month of 1937 to date; March was 
the highest month. Lumber export trade is 
still seriously hindered by foreign discrimi- 
nations, the removal of which continues to 
be a major problem of public policy. 

Softwood lumber imports in June of 51,- 
908,000 feet were 17 percent above May, and 
35 percent below the high record of June, 
1936. The total for the first half of 1937 
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was 6 percent less than in the first half of 
1936, and 7 percent less than in the second 
half of last year. In June, 7,738,000 feet 
was imported from Russia. This was the 
first Russian entry recorded for 1937, and 
compares with 19,818,000 feet imported in the 
first half of 1936. Imports of Canadian Doug- 
las fir and western hemlock subject to the 
reduced rate of duty quota, were 61,501,792 
feet from Jan. 1 to July 3, 1937, or 24.6 per- 
cent of the annual allotment which may be 
imported under reduced duty rates. Hard- 
wood imports of lumber and sawn cabinet 
woods were heavy in June, and in the first 
half of 1937 totalled 53,419,000 feet, which 
compares with 38,536,000 feet in the first 
half of 1936, a gain of 38.6 percent, and 
with only 23,612,000 feet in the first half of 
1935. These hardwood imports were about 
the same in the first half of 1937 as in the 
second half of 1936. 





Movie Stars Get the Cedar 
Shake "Bug" 


Hoguram, WasH., Aug. 21.—Manufacturing 
cedar shakes for the Hollywood movie star 
trade is a new and profitable business for 
Michael J. Schmitt, who operates cedar shake 
plants here and in other western Washington 
cities. Robert Taylor, current heart-throb of 
the world’s feminine movie fans, desired shakes 
for his new home. He wanted a particular type 
of shakes, and so he sent a truck and trailer 
to pick up a specially-cut order of shakes from 
one of the Schmitt plants. Another movie star 
who has the cedar shake “bug” is Leo Carillo. 
He collected a supply of shakes after taking 
part in filming of scenes for “The Barrier” at 
Mount Baker, near Bellingham, last month. 
and took them to Hollywood. The California 
business is expected to swell the shake output 
materially. 





Fire Losses suffered by the railroads in 1935 
were more than fifty percent below those in 1926 
due to improvements made in the method of 
handling materials and supplies. 


él 


Pacific Coast Conferences 
Oppose Overtime Schedule 


SAN Francisco, Cauir., Aug. 21.—Strong op- 
position is being considered by all Conferences 
on the Pacific Coast against the reported pro- 
posal on the part of lumber operators in the 
Columbia River district to install a new and 
increased schedule of charges in connection 
with the overtime loading of lumber. 


The proposed charges would increase the 
cost of delivering lumber from the pile in the 
yard to ship’s tackle when working on an over- 
time basis. The charges cover the cost of the 
use of equipment, such as Ross carriers, der- 
ricks and other lumber handling devices, as well 
as labor furnished by the mills. 

It is contended that the new charges would 
increase the cost of operation to the carriers at 
these mills from 25 to 50 percent. It is felt 
that the excess rate is not justified when the 
charge exceeds the actual difference between 
straight time and overtime, and ship operators 
believe that the new schedule of overtime load- 
ing charges would be in excess of the actual 
differences. 





Hymeneal 


ROBINSON-CHAPMAN — Samuel I. Robin- 
son, president of the Millard Lumber Co. of 
Poughkeepsie and New Hamburg, N. Y., was 
married at Buffalo, Aug. 12, to Mrs. Minnie 
Mae Chapman of Buffalo. The couple will 
live in Poughkeepsie. Mr. Robinson has held 
his present position thirteen years. Previous 
to that time he was for twenty-three years 
secretary-manager of the C. N. Arnold Lum- 
ber Co., and for ten years vice president of 
A. C. Dutton Lumber Corp., both of Pough- 
keepsie. 


COX-KALE—Miss Mary Kale and Leland 
Hall Cox, Jr., were married in Belmont, N. C., 
Aug. 6. Mr. Cox is connected with the Bel- 
mont Lumber Co. 





CLARK BAND MILLS 













42” Mill 


5 Foot No. 1 Mill with Saw 30’-9” Long 
5 Foot No. 2 Mill with Saw 32’-3” Long 


Saws are 10” wide 16 Gauge 


Will Handle Logs Up To 48” Dia. 


42” Mill with Saw 23’-1" Long 


Saws are 8” wide 17 Gauge 


Will Handle Logs Up To 36” Dia. 





SAWMILL DIVISION 


CLARK BROS. CO. 
OLEAN, N.Y., U.S. A. 





R. H. No. 2—5 Ft. Mill 


GLARK 
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Tacoma, Wash. 


WEST COAST WOODS—Uncertainty domi- 
nates the lumber market. While waterborne 
markets, particularly foreign, are decidedly 
off in tone, rail business continues fairly 
heavy. With the exception of the St. Paul 
& Tacoma Lumber Co. plant, which has been 
closed by labor difficulties, practically all 
mills in this district are operating on reg- 
ular production schedules. Shipments are 
somewhat heavier than they have been in 
recent weeks, but still are below normal for 
this season. Lumbermen are apprehensive 
of the effect jurisdictional disputes between 
rival labor unions may have upon their oper- 
ations. Generally speaking, this is the most 
detrimental factor so far as the market here 
is concerned, and most operators believe that 
the general outlook for the industry would 
be good but for labor uncertainties. Reports 
from Grays Harbor this week told of the clos- 
ing down there of the Bay City mill for an 
indefinite period, both for repairs and be- 
cause of the slump in the lumber market. 
It is the fourth Grays Harbor mill to go 
down. The Donovan mill, in South Aber- 
deen, has been closed for about a month. 
Other Grays Harbor plants reported down 
are the Polson Lumber & Shingle Co.’s and 
the Grays Harbor Lumber Co.’s. 


Spokane, Wash. 


INLAND EMPIRDB PINES—The larger mills 
of the Spokane district report that there 
has been little change in the market within 
the past several weeks. Sales volume for 
August thus far is about the same as was 
the volume for the last month up to this 
time. Prices remain unchanged. A some- 
what heavier demand is coming from the 
middle West than from othe sections. Re- 
ports from the fruit-raising |istricts of cen- 
tral Washington indicate that the demand 
for wooden fruit boxes has become brisk, 
and that the mills are working at capacity 
to fill orders, which are heavier than last 
year’s. Heavy rains during June hindered 
production, and an effort must be made now 
to get boxes in sufficient quantity. The 
price is reported to be 14% cents, delivered. 


San Francisco, Calif. 


BUILDING—Contraction in building activ- 
ity in the Los Angeles area continued 
through July. In Los Angeles, where the 
decline since April has been most pronounced, 
the volume of new work inaugurated is run- 
ning appreciably below that of a year ago, 
according to current monthly summary of 
the Security-First National Bank of Los 
Angeles. The lessening of building opera- 
tions appears to be due, at least in part, to 
the spectacular rise in building costs of the 
past year. Moreover, pressure to build has 
been relieved by a moderate increase in va- 
cancies, and by the failure of rents to rise 
as fast as the price of new building. The op- 
erative builder, who ordinarily accounts for 
about half of the residential construction, 
has many unsold houses on hand in numer- 
ous instances; even if he is clear in this 
respect, he hesitates to start new projects in 
the face of the profit uncertainties of cur- 
rent sales prices and building costs. His 
situation is made more troublesome by de- 
mands for a closed shop, higher wages and 
shorter hours now being put forth by labor 
union organizers. Students of the building 
situation believe that the outlook for local 
activity is excellent over the longer term. 
Favorable factors include the relatively low 
vacancy situation, rising rents, the continued 
influx of new residents from other States and 
the general expansion of consumer purchas- 
ing power which should permit eventual 
digestion of present building costs. The 
probable time of renewal of the upswing is 
impossible to foresee, the report concludes, 
and depends to an important degree upon 
labor relations as they influence public senti- 
ment, building costs and builders’ profits. 


CALIFORNIA PINES—While a moderate 
improvement in demand for Ponderosa pine 
continues, new business is still short of pro- 
duction. Despite curtailment of production 
by some of the major mills, their output has 
been ahead of sales for the past six weeks 
to two months. Reports on new business 
are spotty, some mills indicating that they 
are receiving plenty of orders while others in 
varying degrees report orders slow. Prices 
of selects are firm, common a little weak, 
and box lumber very firm. Smaller mills 
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Market News from Am 


are said to be doing much better than the 
larger ones. They report a much heavier 
run of new business, especially on straight 
cars, where they are able to shade prices a 
dollar or two. Some doubt is expressed as 
to the proportions of the currently predicted 
heavy fall buying from eastern farm sec- 
tions due to favorable crop outlook. Little 
improvement is reported for sugar pine, while 
prices are held firm. 


REDWOOD—While eastern demand is re- 
ported spotty, new business has shewn some 
signs of improvement. It is believed that the 
next thirty days will witness increasing ac- 
tivity. Prices continue firm. The industry 
continues oversold, though it has been catch- 
ing up on orders. Buyers are reported to be 
visiting the source of supply, which is taken 
as a good sign. 

DOUGLAS FIR—The local market con- 
tinues soft. It is believed by some that cur- 
tailment in the Northwest, due to labor 
troubles, may strengthen the local situation. 


Seattle, Wash. 


WEST COAST WoOODS—West Coast fig- 
ures show that lumber sales are 10 percent 
above those of last year; a total considerably 
less than was predicted last January. Pro- 
duction is still ahead of orders, and unfilled 
orders are 121 million feet above what they 
were last year at this time, or 411 million 
feet. This is about one-half the amount of 
unfilled orders on file at the close of the 
marine strike. In August, 1936, unfilled or- 
ders amounted to 388 million feet. Clashes 
between CIO and AFL groups in the wood- 
working industries are causing a forced cur- 
tailment of production, which may be bene- 
ficial to the mills in the long run. Without 
these enforced shutdowns, it is likely that 
production would be exceeding orders by a 
considerable margin. Fire weather has been 
threatening for the past fortnight, but, so 
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far, damage has been small, and log pro- 
duction has continued in good volume. 


RAIL—Adjustments in prices of uppers 
have been made the past fortnight. Most 
informants agree that the price set-up is 
a little weak, but some declare that slight 
reductions in some items simply bring quo- 
tations into line with the ideas of a major- 
ity of the mills. Vertical grain flooring is 
weaker, and items of flat grain flooring, drop 
siding and ceiling are $1 to 2 under previous 
figures. Common boards have dropped about 
$2, and rough timbers sell at $1 less. New 
orders call mostly for mixed cars for retail 
yards in the middle West and eastern 
States. Mills are not putting much effort 
into getting business. Some wholesalers de- 
clare that it is easier to buy, but one 
declared he couldn’t even get a quotation 
on certain items from seven mills he sent 
inquiries. Available stocks are believed to 
be below those of a fortnight ago, because 
of strike shutdowns, and these closings have 
also made shipping difficult in many in- 
stances. With AFL carpenters refusing to 
handle lumber of mills which have gone 
CIO, branding of lumber by sume mills may 
be a handicap to sales in the immediate fu- 
ture. 


INTERCOASTAL—The labor situation on 
the Columbia River and in Oregon, which 
is forcing curtailment, is having quite an 
effect on the Atlantic coast market. Prices 
are fairly firm, but have no real strength. 
Ship space is easy. Should strikes continue 
to curtail production for two or three weeks, 
shipments would be_ seriously interfered 
with. 

CALIFORNIA—This is the slack season for 
this market. Space is plentiful, but orders 
are in small volume. 


BX PORT — Japanese-Chinese hostilities 
have shut off shipments to northern China, 
and made shipping to southern China diffi- 








The knotty problems of banking are being untied in surroundings of knotty pine at the McCloud (Calif.) 

branch of Bank of America N. T. & S. A., the nation’s largest chain banking system. Situated in 

California's vast pine timber country, the branch is housed in the building of the McCloud River 

Lumber Co. When it was determined to modernize the branch last year, knotty pine was decided 

upon as the most appropriate finish material, instead of the usual bronze and marble now so prevalent 
in banks 
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cult; while Japan is ordering only lumber 
for Government needs, and is cancelling or- 
ders for pulp and lumber. Export mills are 
looking to other markets, meanwhile, but 
the California and Atlantic coast being slow, 
some of these mills will have to curtail. The 
United Kingdom market is slow, and buy- 
ers hope to force prices down; the rate is 
high, running from 92 shillings and 6 to 95 
for lumber consigned to London and Liver- 
pool. Germany is buying some lumber. 
South Africa is quiet. 

SHINGLES—Prices have dropped 5 to 10 
cents, but the industry hopes for a firm 
market shortly. Stocks of No. 1 XXXXX 
and No. 1 perfections are on the increase, 
and supplies of all grades are more plentiful. 
Production is at about recent level. The 
shingle industry is free from labor disturb- 
ances at present. Shingle weavers, who are 
solidly AFL, will vote in 30 days regarding 
CIO affiliation. 


LOGS—Log supplies are larger, and there 
is now no shortage. Big logs are plentiful 
again. Input by small loggers is not so 
heavy, but the total of logs going into the 
water is more than ample to take care of 
mill requirements. Quotations are un- 


changed. 
Portland, Ore. 


WEST COAST WOODS—Labor difficulties 
have again flared in the Portland area, with 
the result that at this writing the seven 
largest mills in Portland, employing about 
2,000 men under present operating schedules, 
are closed. The battle this time is the fa- 
miliar CIO-AFL dispute. 


INTERCOASTAL—tTrade is somewhat more 
active than it was two weeks ago. Prices 
are inclined to be firmer on the shorter out- 
put, but the east coast demand is not yet 
what it should be. Cargo rate is regarded by 
shippers as too high under present circum- 
stances. Larger mills, other than those com- 
pletely down, have curtailed output. 


CALIFORNIA-—This market is moderately 
active, with ship space ample for all imme- 
“diate and forward bookings. Demand from 
California is not as large as it was ex- 
pected to be, but a better volume of business 
is freely predicted. It is reported here that 
a steady reduction in yard inventories is 
under way at principal California receiving 
points. Rail movement is light. 

NEARBY, RAIL—Nearby business is slow, 
with local construction at the lowest ebb of 
the summer. Due to mill shutdowns, how- 
ever, yard stock depletion is a possibility, 
and better demand, after settlement of la- 
bor troubles, is expected. Rail movement to 
the East is moderate, but showing some gains 
as post-harvest construction gets under way. 


EXPORT—The foreign market is “sickly” 
enough in this area. European business con- 
tinues to go to British Columbia for the 
most part. Oriental demand has gone off al- 
together, with the number of ports safe for 
ships now restricted. Trans-Pacific ship 
schedules are badly disrupted by the war. 


SHINGLES—Demand for shingles is only 
moderate, and local consumption is virtually 
stagnant. Prices are about unchanged. 


LOGS—Due to exceptionally good logging 
weather, production in the camps has been 
relatively high, while the demand is rela- 
tively low. The result is an increased log 
inventory here, with prices inclined to be 
soft. Sorting is very general again. 


Minneapolis, Minn. 


NORTHERN PINE—Despite above-average 
production to date this year, in proportion 
to sales, some items are still in short sup- 
ply. No. 1 and No. 4 boards are scarcest, 
with No. 5 boards and shop lumber rating 
next, but stocks of selects and Nos. 2 and 
3 boards are in better assortment. There is 
a shortage of dimension material. Although 
business still is in the midsummer doldrums, 
conditions are much better than for some 
seasons past, and sales and shipments are 
fairly satisfactory for this time of year. Re- 
tail yards are making the greatest demand, 
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ericas Lumber Centers 


but their orders are chiefly of the hand to 
mouth variety. There are prospects for a 
much improved trade with the approach of 
autumn. Prices are holding firm. 
NORTHERN WHITE CEDAR—While a 
seasonal slump prevails, as compared with 
the earlier part of the year, posts are still 
moving in greater quantity than for several 
years past at this season. The outlook for 
fall trade, dealers say, is encouraging. A 
great deal of new fencing and repair work 
is planned, and, with farm crops and prices 
both in favorable position, there is certain 
to be an upturn in the post business shortly. 
Poles also are moving fairly well, and pros- 
pects are that this market will take a sharp 
upturn in the near future, since many elec- 
trification projects must be completed in 
Minnesota, the Dakotas, Wisconsin and Iowa. 


Buffalo, N. Y. 


The lumber market has been somewhat 
quieter recently, owing to the vacation sea- 
son, when a good many buyers are away, 
as well as to the unusually warm weather. 
But lumber quotations are holding steady, 
and some price advances have been re- 
corded of late, particularly in southern pine 
roofers, and indications point to a stronger 
market all around within the next few 
weeks, when customers will need to replen- 
ish their stocks. The outlook is for a re- 
sumption of building on an active scale 
within a short time. 


HARDWOODS—The market is not as ac- 
tive as it was a few weeks ago, but is re- 
garded as fairly satisfactory for the time 
of year. Wholesalers report that southern 
hardwoods show an easy tone, with the ex- 
ception of inch common gum, which is 
stronger. Northern hardwoods are reported 
firm. Some furniture concerns are beginning 
to buy more liberally, after curtailing pur- 
chases for several weeks. 

WESTERN PINES—Sales are not active, 
but dealers are expecting to replenish their 
supplies within the next few weeks. They 
look for an active season in the building 
line this fall, and are not well stocked. 
Prices are holding their own, with Idaho 
pine quite firm. A number of items most 
in demand are in short supply. 

NORTHERN PINE—Supply has been cut 
down considerably of late, owing to labor 
troubles, but most of these are now re- 
ported settled. As a consequence of curtailed 
operations, there are no surplus stocks avail- 
able, and prices hold firm. 


Memphis, Tenn. 


SOUTHERN HARDWOODS —Prices have 
held firm during the past two weeks, al- 
though there is only scattered buying. The 
furniture industry continues to provide the 
backbone of the market, with other home 
building and home-outfitting industries the 
runners-up. Reports drifting into hardwood 
manufacturers here from the larger furni- 
ture manufacturing centers indicate that 
there will be a steady increase in manufac- 
turing—and consequent consumption of hard- 
woods—throughout the early fall months. 
Hardwood manufacturers say that flooring 
mills have increased their volume of pur- 
chases, if not their price offers, and are tak- 
ing large quantities of red and white oak 
mixed, and considerable red oak alone. Floor- 
ing and trim men, too, are buying a good 
deal. Automobile body builders have been 
large buyers recently of some of the heavier 
thicknesses of some lower grade woods. 
While no announcement has been made, re- 
ports are that one large body-parts factory 
has been moved to Memphis as an addition to 
a mill in operation here. It is known to 
have bought a large quantity of hardwoods 
recently. There has been no let-up in the de- 
mand for the lower grades, used in the manu- 
facture of boxes and crates. Space for ship- 
ments to the United Kingdom is still re- 
ported hard to find, largely because of the 
heavy movement of other freight, including 
scrap and cotton. On this account hardwood 
men foresee an increase in freight rates from 
Gulf ports overseas after Jan. 1, 1938, of 
from $4.50 to $6 a thousand feet, although 
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North Carolina 


Straight 
or 
Mixed 
Cars 


Also 


North Carolina Pine 
Cypress and 
Hardwoods 


IN MIXED CARS 


or direct shipments by water 
to Baltimore, Philadelphia and 
New York. 
Or you can order from our convenient 
Distributing Yards at 


































BALTIMORE—Brown’s Whari, foot of 
Broadway, phone—Wolfe 5867. 


ELIZABETH. N. J.—ll S. Front St., 
phone—Elizabeth 2-0600. 


BROOKLYN—First St. and Gowanus 
Canal—phone Main—4-7417. 


PHILADELPHIA — 1121 N. Delaware 
Ave., phone Regent—9333. 


Tell us what you need—and let us give 
you full information about our products 
and unusual service. 


FOREMAN -BLADES LUMBER CO. 


ELIZABETH CITY, N. C. 


ROSEMARY PINE 


Adams - Edgar 
Lumber Products 
are Superfine 


The surpassing quality of 
our Rosemary Pine lumber 
products have brought them 
fame and popularity. Ever- 
growing demand for these 
items of precision manufac- 
ture is proof that dealers 
and users know them and 
like them. We have the 
quality timber, modern ma- 
chines, skilled workers and 
a will to produce the best 
in lumber. Our large stocks 
assure quick deliveries. Let 

us prove that ourservice is 

superior. Write today. 

















PINE TRIM. 
MOULDINGS, 
FLOORING, 
CEILING, 
FINISH, 
SIDING, 
AIR-DRIED 
BOARDS, 
SHIPLAP, 
ETC. 














To be SURE buy 
Sabine 
Shortleaf 
Southern Pine 


A To be sure of getting lumber 
that’s good all through, or- 
der SABINE. You'll get stock 
that's scientifically seasoned, 
skillfully manufactured, prop- 
erly graded. Sabine moves 
fast because it’s top quality. 
It pays good profit and wins 
trade for you. For Southern 
Pine values consult our near- 
est representative, or mail 
us your inquiries or orders. 

N Straight or mixed cars. 

EE 


SABINE 
LUMBER CO. 


SALES OFFICE; 
Arcade Bidg., ST.LOUIS, MO. 


MILLS: 





Zwolle, La. 
Trinity, Texas 


New Willard, Tex 














SOUTHWEST 
LUMBER CO. 
Alamogordo, New Mexico 


Manufacturers of 


DOUGLAS FIR 
PONDEROSA PINE 
WHITE FIR 


Lumber, Box Shook, Crating 


High altitude—Close grained FIR lasts 
longer. 


Owners finest Summer Resort at Cloud- 
croft, New Mexico, with 18 hole Golf 
Course, 9,000 feet high. 

















ome denen | 


PINE PLUME 


LUMBER COMPANY 


PINE 
CYPRESS 
HARDWOODS 


Air Dried and Kiin Dried 


Mixed Cars -- Pine, Hardwoods 
and Oak Flooring 


Specializing in Kiln Dried Poplar 


MONTGOMERY, ALABAMA 
ann | 
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no notice to this effect has been given. An- 
nouncement of such an increase, they say, 
would produce a large amount of hardwood 
business during the last months of 1937. 
Mills generally are operating and are be- 
lieved to be producing much more hardwood 
lumber than is being sold. Meanwhile the 
summer vacation lull is exerting its influ- 
ence. 


Birmingham, Ala. 


Permits issued in Alabama show that hun- 
dreds of low-cost buildings are under con- 
struction. Architects and estimators are busy 
in the preparation of plans for buildings 
under $10,000. Sash, door and trim plants 
report heavy order files, and their shortest 
possible time for delivery of doors and sash 
averages fifteen days. 


SOUTHERN PINE’—Demand for lower 
grades shows a steady increase, and move- 
ment of uppers holds to the past month’s 
level. Calls are largely for the No. 2 and 
lower grades for low-cost housing. No. 3 
flooring, 1x3- and 4-inch, is listed at $12; 
1x6-inch No. 3 S2S&CM or S4S. at $14, and 
1x8-inch and wider at $15. No. 3 dimension, 
2x4- up to 2x12-inch, 16-foot lengths, aver- 
ages $12. No. 2 flat grain flooring, 1x3-, 4- 
and 6-inch, is $17@18, with droppings down 
to $23. Nos. 1 and 2 shortleaf dimension 
held to July level, with demand increasing 
but most orders going to small mills, while 
large mills are resawing their dimension 
into boards. Mill stocks are badly broken, 
but as shipments are only about 80 percent 
of production, should be well balanced by 
the first of October. Stocks of air dried 
dimension and boards from small mills will 
be cleaned up by the first of October, and 
kiln drying mills hope thereafter to advance 
prices and thus cover increases in costs. 


RED CEDAR SHINGLES—With the lower- 
ing of the rate to that on lumber, there has 
been some recession in delivered prices here. 
Certigrade No. 1 is $4.58, and No. 2, $3.65, for 
5/2, 16-inch. Sales have been steadily in- 
creasing. 

HARDWOOD FLOORING — Oak flooring 
manufacturers as a rule are advancing their 
prices, based on increased cost of rough 
stock. Producers are quoting now subject to 
immediate acceptance. Northern and south- 
ern maple flooring are in increasing demand, 
and prices have advanced as much as $5 on 
some grades. 


WEST COAST WOODS—Fir and redwood 
are slowly getting started in Alabama. Gov- 
ernment purchases of fir totaled several hun- 
dred thousand feet these past eight months. 
Industrial users are going to the fir people 
for their large and long timbers. 


Warren, Ark. 


ARKANSAS SOFT PINE—A steady improve- 
ment in demand for all items was the fea- 
ture of the past two weeks. Demand is com- 
ing from practically all parts of consuming 
territory. Dealers are apparently stocking 
up for fall trade, although a good many of 
the orders entered are for quick shipment. 
Rainy weather over south Arkansas this 
week has damaged the cotton crop to some 
extent, but most sections report enough cot- 
ton has passed the danger stage to insure 
a good harvest, unless continued rains cause 
serious deterioration. Both mill operators 
and retail dealers throughout the cotton area 
expect during the next six months the best 
demand for lumber they have had for sev- 
eral years, with heavy sales and shipments of 
Nos. 2 and 3 common. Prices have strength- 
ened all along the line, except possibly on 
4- and 6-inch No. 3, which are still in sur- 
plus at most mills. Special prices are being 
cancelled on these items. Some mills are 
already asking full list prices even for 
straight-car loads. B&better 4-inch flat grain 
flooring is scarce at several mills for the first 
time in a number of years; 3-inch has been 
in limited supply for some months with little 
chance of the mills accumulating any sur- 
plus. Mills having any surplus of 3- and 
4-inch B&better near-rift flooring are will- 
ing to accept orders for 10,000 feet or more 
at a concession of $1@2 under list prices. 
Stocks of short length end-matched B&bet- 
ter flat grain flooring are lower than for 
many months. Bé&better finish, casing and 
base continue in limited supply, demand ab- 
sorbing these items as fast as the mills can 
produce them, so that most mills are lim- 
iting the amount they will furnish per car. 
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Door jamb stock 6/4 B&better, is very 
scarce, as is 2x10-inch B&better. Demand 
for Nos. 1 and 2 plastering lath continues 
to take these items as fast as they are ac- 
cumulated, although a few mills report a 
small surplus of No. 1. 


SOUTHERN HARDWOODS—Operators are 
encouraged by improved demand for prac- 
tically all items, particularly during the past 
ten days. Demand for flooring has shown 
increase, as evidenced by actual orders placed 
as well as by the number of inquiries afloat. 
The mills have been offered a number of 
orders at prices under the market, but in 
most instances these have been declined, and 
the buyers invariably accept the quotations 
without further shopping around. There is 
a better call for {}x1%-inch than for many 
months past, while some mills report being 
sold up on {3x2%-inch clear plain red oak and 
3%x1%-inch in this grade. An increased vol- 
ume of orders is being booked for 4/4 sap 
gum in all grades. Prices have stiffened, 
and most sellers believe they can secure 
$1@2 per thousand better by the middle of 
September. It will not take much steady 
buying to clean up available dry _ stocks. 
Most flooring mills have covered their rough 
stock requirements for the next several 
weeks at prevailing prices. If demand holds 
up, prices should improve. 


Norfolk, Va. 


NORTH CAROLINA PINE—The market is 
usually rather dull at this period of year. 
August volume has been very light. Prices 
contine steady and some items show an in- 
clination to advance because supply of these 
is small and unequal to demand. Call for 
better grades has not been large, but some 
stock is being sold all the time, and the 
mills are not carrying much surplus. The 
mills farther South, getting out mixed cars 
of stock widths of finish, are very strong 
as to price, and do not offer quick shipment. 
The southern yards have not been buying 
much lumber, but are cleaning out their bins 
slowly but surely, and will have to jump 
into the market quickly if the usual early 
fall demand develops. The box makers have 
given notice to the mills to slow up on ship- 
ments for a while, but these consumers, 
using dressed and resawn stock, continue to 
allow shipments to be made as the mills de- 
sire. Box lumber prices are steady. Air 
dried roofers have not been so active, but 
production has been curtailed and stock is 
short. Prevailing quotations today from 
Georgia mills are from $15 to $15.50 for 
6-inch and 50 cents more for 8- and 10-inch 
widths. The Carolina mills are asking more 
for 8- and 10-inch, because they are short 
on these widths. Production has not shown 
an increase, because of adverse weather and 
also because farmers have been paying bet- 
ter wages than millmen could afford. A 
number of small mills have been forced out 
of the picture because of lack of finances. 
It is very doubtful if there will be any in- 
crease in production in this section during 
the remainder of this year. 


Kansas City, Mo. 


SOUTHWEST MARKET—Last week in- 
quiries came in at an accelerated pace. The 
movement has not yet gained any propor- 
tions. Line yards throughout the district 
are replenishing their stocks, but city busi- 
ness has been rather quiet. Production, 
which had been stepped up during the sum- 
mer lull in shipments, now is about equal 
with sales. Mill inventories are in good 
shape. 


SOUTHERN PINE—There has been a brisk 
demand for upper grades, notably for floor- 
ing, ceiling, siding and finish. Prices are 
stiffening from their July lows, when the 
average of all grades was $27.18, compared 
with $24.48 a year ago, $28.70 in June, and 
$32.43 in May. Commons are moving in good 
shape to farms. 


WESTERN PINES.—In the last few weeks, 
volume rose sharply. Commons have found 
a good outlet, and finish is becoming scarce. 
The bulk of the business is coming from 
yards, and very little from sash and door 
houses. Voluntary curtailment by mills has 
been the big factor in maintaining steady 
prices. Mill stocks are in good shape. Some 
mills, however, report low stocks of 1l-inch 
C select items, and mouldings are extremely 
scarce and hard to get in quantity. 
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DOUGLAS FIR—Strikes, curtailment and 
higher labor costs have worked together to 
keep fir prices at their recent levels. Busi- 
ness this month has not been as active as in 
July. Shipments are not moving out very 
promptly, because mill stocks are not in good 
assortment, and order files are fairly heavy. 


SHINGLES AND LATH—The new freight 
rates on red cedar shingles have been partly 
responsible for the increased business re- 
ported during the last two weeks. Cypress 
mills are now in a position, as the result of 
inccreasing their inventories, to ship Nos. 
1 and 2 lath in straight cars. A cut of 50 
cents on the 4-foot length of both grades 
has created some additional business, 


HARDWOODS—Volume of business has 
picked up considerably, and indications of a 
price advance in the near future are re- 
ported. Furniture buyers are showing more 
interest than in many months. Oak flooring 
prices continue steady, and production is 
about equal with shipments and _ orders. 
Foreign inquiries for and purchase of hard- 
wood lumber are increasing. 


RETAIL—Sales of lumber at 156 retail 
yards in the tenth Federal Reserve district 
during July were 5 percent larger than those 
of a year ago. Total sales of all material 
rose 21.9 percent. Lumber stocks were 14 
percent heavier than those of a year ago. 
Sdles of lumber for the first seven months 
of 1936 were 35 percent larger than those of 
1935, but 1937 were only 1 percent larger than 
1936. 


Houston, Tex. 


SOUTHERN PINE—Prices continue firm. 
Shiplap shows a slight advance, prices on 
8- and 10-inch No. 2 being $21@22. Mills 
seem to have sufficient orders coming in to 
take care of the mill cut, and are expecting 
a material increase in demand, and possibly 
an advance on items that are scarce. The 
demand for 1x4- and 1x12-inch No. 1 and 
B&better is very strong indeed, with mill 
stocks very low. In fact, there is no finish on 
hand at any of the mills. Dimension, except 
2x4-inch 18-foot No. 2, is plentiful, but prices 
are firm. Inquiries for Island schedules are 
beginning to show up. Thirty cube sawn 
timbers remain firm at $65, port. Heavy 
prime continues in good demand, with prices 
running from $120@125, port. 


HARDWOOD—Few changes have occurred 
in the market. Prices are holding firm. 
Mills are building up stocks of select and 
No. 1 common grades of oak flooring; and 
prices show few changes. 


SHINGLES AND LATH—Shingle demand 
has shown decided improvement since the 
new rate has been put into effect. Orders 
are being shipped promptly. While 16-inch 
have been strong, Perfections are coming 
back, and mills are able to get $3.40, mill 
base. Lath continues to move fairly well, 
but prices remain unsatisfactory. 





Jacksonville, Fla. 


SOUTHEASTERN TRADE —There has been 
the usual seasonal up-turn in business, and 
forecasts were general of a decided pick-up 
following Labor Day. Business is expected 
to benefit by the relief felt over postponement 
and probable tempering of wage-hour leg- 
islation. 

SOUTHERN CYPRESS—Mills are operating 
at capacity. August closes with a sufficient 
upswing to put the month well toward the 
top so far as 1937 business is concerned. 
Operators are optimistic for continued im- 
provement in demand following the holiday. 
Prices are firm. 


SOUTHERN PINE—The softening tendency 
noted in recent months has about run its 
course, and it is the consensus that demand 
should accelerate in the next few weeks, 
with some slight stiffening of prices. Long- 
leaf continues to hold its relatively strong 
position. Production appears normal. 


HARDW0OODS—Operators look for a sub- 
stantial improvement in the market for all 
species during early fall. The furniture 
Plants are reported planning operations on a 
substantial basis, recent shows having im- 
proved their trade outlook. Other users are 
expected also to increase consumption. Most 
stocks are in fair condition. 


CYPRESS SHINGLES, LATH—Production 
and demand continue good, with some short- 
ages in dry stocks continuing. 


Amermcanfiumherman 


Baltimore, Md. 


NORTH CAROLINA PINE—The general 
tone of the market shows distinct improve- 
ment, for demand is again increasing, with 
the range of prices well sustained. Stocks 
are being taken up quite freely, and the dis- 
tribution has so far kept pace with the re- 
ceipts or even run ahead of them. 


LONGLEAF PINE—Large sizes are espe- 
cially sought and on a scale that gives a 
touch of marked firmness to the list. Buy- 
ers show no hesitancy about meeting the 
ideas of the sellers as to prices. 

CYPRESS—Volume of business is well 
maintained, and quotations continue firm. 

HARDWOODS—The inquiry is freer than 
it was the latter part of June and in July. 
Quotations are stated to be either steady or 
a little stronger. Available supplies are not 
deemed in excess of the requirements. Along 
with reports of large stocks of wagon oak 
abroad. are to be encountered statements by 
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some of the shippers that they still have a 
fair market abroad, with prospects good. 

WEST COAST WOODS are moving perhaps 
a little better than earlier in the summer, 
with numerous projects of large proportions 
tending to stimulate the inquiry, and with 
the buying perhaps accelerated by the possi- 
bility of further labor troubles in the pro- 
ducing region. 


Cincinnati, Ohio 


HARDWOODS —Prices on Appalachian 
stock are holding their own. Sap and red 
gum, however, are still suffering from the 
setback of early summer, caused by increased 
production at southern mills. Housing trim 
in oak and maple have benefited by increased 
construction. Hardwood men are cheerful 
about fall prospects. 


SOFTW OODS—Prices are holding steady to 


strong. There has been a very encouraging 
increase in demand for southern pine. 











Something to 
Think About . . . 


Business in the lumber and woodworking lines is done on credit. New ac- 


counts, both good and otherwise, will ask for credit when they buy from you 


Can You Pick the Good Ones? 








When a new account is opened, when an old account desires to increase 
its normal indebtedness, or when an old account is known to be falling back 
in its payments to others......... 


Will You Stand To Be the Loser? 


If you extend credit to a new account and later learn that it has neither 
the willingness nor ability to pay—or if you permit an old account, which 
is getting slower and slower, to continue to buy from you............. 


Is That Good Business? 











Do you extend credit because you like the party's looks or decline credit 
for just the opposite reason, or is your credit policy governed by any 
other thought not based on facts. . 


Have You the Facts? 





Build your business on the solid foundation of old and profitable accounts, 
plus only such new accounts (of which there are hundreds) as are now 
reported as both desirable and profitable 


Are You a Builder? 








oe a od - 


ou will not be a loser 
is good business 





Red and Blue Book Service. 


608 So. Dearborn St., CHICAGO 





You will have the facts 


. .. when and if you use and base your credit granting on the Lumbermen's 
For full particulars, drop a line to 


LUMBERMEN’S CREDIT ASSOCIATION 


You will be a builder 


INC. 
99 Wall St. NEW YORK CITY 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., Aug. 23—An unprecedented 
stretch of extreme heat has placed a heavy 
check upon lumber transactions. Volume of 
building permits reported for July from the 
39 cities and 16 largest towns in the State 
reached a total of $4,938,682, a gain of $640,510 
over June. Of this total, 33.4 percent was 
for new residential structures, 23.2 percent for 
non-residential, and 43.4 percent for remodelling 
and repairs. The proportion in this latter 
group is of real significance. The department 
reported construction for the first seven months 
of the year as 40.1 percent greater than in the 
same period in 1936. Reports from many of the 
retail yards indicate a revival of interest by own- 
ers in carrying forward their building projects 
despite higher cost levels. —The wood heel shops, 
owing to a disappointing drop in orders go- 
ing to shoe centers, coupled with the exces- 
sive carry-over of heel maple from last year’s 
strike-infested season, are not placing many or- 
ders with the mills. An occasional lot is being 
picked up by the larger heel shops at “distress” 
prices, and, for the time being, standard prices 
are out, and the larger maple mills have with- 
drawn their stock sheets. 


British Building Absorbs Canadian Lumber 


Of importance as indicating the probable 
price trend of the eastern market for spruce 
lumber is the report coming from the British 
Board of Trade at London as recently as Aug. 
18. It deals chiefly with figures showing a 
vast expansion of British exports, but in deal- 
ing with its home industries it dwells upon 
the point that heavy expenditures for arma- 
ment have caused great activity in those related 
industries, yet the real surprise in industrial 
circles has been the continued strength of the 
home building movement. 
the building boom in England as the real back- 
bone to the post depression recovery movement 
in that country, and finds that, instead of re- 
ceding in volume, it has of late shown actual 
expansion. The report concludes with this 
interesting statement: “Nor is it exclusively 
the building of additional plants in the arms 
industries. The number of houses built in the 
year ended March 31 was 346,047, which is 
21,187 in excess of the previous year. Com- 
petititon between public and private enterprises 
for skilled workers gives them the best wages 
they have ever enjoyed, while the building boom 
provides them with the best homes they have 
ever known.” With these facts in mind, it is 
clear just why the shippers of fir from British 
Columbia have for a year been diverting their 
product from the American to the British mar- 
ket, and just why the shippers of spruce deals 
from the Maritime Provinces have been send- 
ing their product to England at high vessel 
rates and have not been a disturbing price fac- 
tor in the spruce market of New England and 
New York. 


The report classes \ 


Terminal Handling Charges Increased 


The Wiggin Terminal, in Charlestown, in 
July handled a total of 22,657,000 feet of fir 
and hemlock from sixteen cargo boats, and with 
the aid of Ross Carriers and powerful cranes 
kept the docks clear of lumber at all times. 
An additional ten million feet has been han- 
dled there in the first three weeks of August, 
including boats of the Shepard and Luckenbach 
lines not formerly using its facilities. Due to 
higher labor costs, advances in handling charges 
become effective Sept. 15. The combined charge 
for wharfage and back-piling will move up from 
$1.40 to $1.65 a thousand. There will be no 
increase in storage rates or for loading trucks 
by crane, but the Terminal will inaugurate a 
staking and wiring charge of $8 each on open 
cars, a charge which was not formerly assessed. 
The charge for loading box cars from the end 
of ships’ tackle will be increased from $2.65 to 
$3.15. 


No Steam Nights—But Tight 
Kilns Retain Heat 


Litrte Rock, Arxk., Aug. 23.—At its plant 
here, the E. L. Bruce Co. recently has com- 
pleted and placed in operation a battery of 
three double-track Moore cross-circulation fan 
kilns, described by company officials as the 
“last word” in modern kiln drying efficiency. 
These kilns, operated almost entirely on waste 
exhaust steam, are drying both air dried and 
green hardwoods and also dimension stock. The 
kilns are each 104 feet long, of the ground- 
level type, built without any excavation and 
without use of platform docks. Tracks are on 
ground level, and the fan system, operated by 
one main steam engine drive, is located on the 
side. In their operation, the kilns use “waste” 
exhaust steam in the daytime, and no steam at 
night. Such a tight construction job was made 
on the kiln building that there is very little 
temperature drop inside the kilns during the 
period when there is no heat in the coils. 

Everything about these kilns is automati- 
cally controlled—the temperature, the humid- 
ity and the speed and volume of air circulation. 
Even the ventilation is automatically controlled 
by a thermostat which opens and closes the 
ventilators, depending upon the relative humid- 
ity inside the kiln. Another feature of the 
automatic equipment is separate control of tem- 
perature at both ends of each kiln. Engineers 
of the Moore Dry Kiln Co. designed these 
kilns to suit the individual needs of the Bruce 
plant, and superintended the installation from 
the ground up. In addition to the installation 
of these new Moore cross-circulation fan kilns, 
officials of the Bruce company advise, several 
old type natural draft kilns have been recon- 
ditioned. C. Demere is chief engineer for the 
E. L. Bruce Co., the headquarters of which are 
in Memphis, Tenn., and Homer Heath is kiln 
operator at the Little Rock plant. 
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WEST COAST FIR AND HEMLOCK—There 
has been buyers’ pressure upon prices, and 
they show a reluctance to make forward 
commitments, as receivers were liquidating 
the heavy July receipts at the terminals. 
Most unsold lots were used to build up de- 
pleted stocks at the wholesale distribution 
yards, very few remaining in storage at the 
terminals. Against receipts of 22,657,000 feet 
in July, the tally thus far in August is 
slightly under 10,000,000 feet. Spot lots of 
fir dimension at the wholesale yards sell to 
dealers at the $2@2.50 discount from page 
15% of the West Coast list. For desirable 
transit lots, the discount range is $5@5.75, 
with orders for mill shipments at $6.75@7, 
f. o. b. Boston docks. There is an ample 
supply of boards, with most sales of No. 1 
at $32@33 f. o. b. dock; No. 2, $29.25; No. 
3, $26. There are offerings of mixed No. 1 
and 2 boards from British Columbia at a 
range of $28@29. There is little call in the 
New England market for the No. 1 grade of 
boards. The differential on hemlock dimen- 
sion is generally $1 with some offices broad- 
ening it to $1.50. 

EASTERN SPRUCE—Buyers were marking 
time through May and June, but through 
July and August there has been a steady 
expansion of orders going up to the Maine 
and New Brunswick mills. The price list at 
the larger mills is stronger, though not 
quotably higher. The scantling sizes of di- 
mension, 2x3- and 2x4-inch, are held at 
$35@36, with the 2x6-, 2x8-, 4x8- and 8x8- 
inch at $35@39, and the 2x10- and 12-inch 
at $41@45. From the smaller substandard 
mills these sizes may be obtained at $1@3 
less. Random sizes at all mills are at $2@4 
under dimension. The call: for dry dressed 
boards is active, with most sales of the popu- 
lar 6-inch and 7-inch at $36@37. Such boards 
may be had from sub-standard mills at 
$2@3 less. The 5-inch and up covering 
boards sell readily at $33@34, and the 2-inch 
bundled furring at $31@33, with the 3-inch 
$1 higher. Illustrating the trend of demand 
for spruce mill products, two operators of 
Maine mills who were in Boston last week 
advised their selling agents to book no more 
orders until their present files were cleared. 
They were heavily oversold on lots that 
must be delivered to the home trade within 
trucking distance of the mills. 


LATH AND SHINGLES—There is no pres- 
sure by the mills to move lath, and the price 
remains steady at $5.50 for the 1%-inch, de- 
livered at Boston rate points, and $6@6.25 
for the wider size. The yards are buying 
eastern white cedar shingles freely, and the 
price holds steady at $5 for extras; $4.50 for 
clears; $4 for 2nd clears, and $3.75 for clear 
walls, per thousand, with the per square 
basis 50 to 65 cents less. Local wholesale 
spot stocks of West Coast red cedars are 
again adequate. Sales in small lots to deal- 
ers are at $5.05 for No. 1 Perfections. For 
the 16-inch XXXXX No. 1, holders are asking 
$4.50; No. 2, $3.85; and No. 3, $2.85@2.95, all 
upon the per square basis. For mill ship- 
ment lots delivered at New England points, 
the price to wholesalers is $4.62 for No. 1 
Perfections; $4.05 for 16-inch XXXXX No. 1; 
$3.50 for No. 2, and $2.50 for No. 3. 


EASTERN HARDWOODS — Midsummer 
buying has been seasonally slow, but fall 
demand is apparently developing fast. It 
is a testing time with the price list, as the 
woodworkers and furniture factories disclose 
the scope of their fall requirements. The 
larger mills are very firm in their views and 
for inch FAS maple and birch the standard 
price is $90, with the 1%4-1%- and 2-inch at 
$95@100 and $105, respectively. There are 
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lots available from small mills at $10 and 
even $15 less. All of the maple heel shops 
are again in action for the new season, but 
they are well supplied with heel maple car- 
ried over from last season. The nominal 
quotation for 2-inch cross-cut maple is 
$90@95, with the full length plank—90 per- 
cent usable for heels—offered as low as $78 
and as high as $90. 

PINE BOXBOARDS—There is more ac- 
tivity at the box shops, and freer buying of 
the inch round edge pine at as low as $13 
for the narrow, and $16 for the wider, on 
cars or trucks at the mill yard. Good square 
edge is well sold up, and 6- and 8-inch boards 
are firm at $26@28, at mill yard. 

George R. Todd, of Wm. Curtis’ Sons Co., 
with yards in Roxbury and Mattapan, Mass., 
and Mrs. Todd, were passengers on the Vul- 
cania, sailing for Europe from Boston on Sun- 
day Aug. 15, to return about Sept. 15. 

Mr. Calley, long identified with the sale of 
West Coast lumber in the eastern field, is now 
associated with Dant & Russell, wholesalers, 
of Portland, Ore., and Seattle, and was a vis- 
itor in the Boston market last week. 

W. H. Dalton, head of the Augusta Lumber 
Co., operatitng one of the oldest spruce mills in 
the Kennebec region, devoted several days re- 
cently to the Boston wholesale offices, and in- 
cidentally took in a few of those “crucial” base- 
Lall games between the Red Sox and Yankees. 
Incidentally also he was not interested in book- 
ing new business for the mill, as the plant is 
being operated to capacity in an effort to clear 
its order files. 

In his auxiliary power schooner Amberjack 1, 
Skipper H. Wentworth Shepard, sales manager 
of Shepard & Morse Lumber Co., while on 
vacation at his summer home in North Fal- 
mouth, Mass., piloted a party of friends as they 
followed two of the international yacht races 
off Newport. Mr. Shepard has chartered the 
boat for the latter half of August to Gerard 
Swope, Jr., son of the head of General Electric, 
who is now cruising in New England waters. 
The coat of tan acquired by owner Shepard 
is the envy of the Boston market. It is just a 
few shades lighter than black ink. 

The R. L. Palmer Co. has been incor- 
porated at Winchester, Mass., to wholesale lum- 
ber, chiefly hardwoods, with Roy L. Palmer 
as president and treasurer. For many years 
he operated a hardwood lumber yard in Somer- 
ville as the R. L. Palmer Lumber Co., but for 
the past five years had been associated with 
the Charles Holyoke Lumber Corp., from which 
latter he has withdrawn. 

The contract for the hardwood finish that is 
to go into the new four million dollar addi- 
tion to the Court House in Pemberton Square, 
Boston, has been awarded by the general con- 
tractors—the George A. Fuller Co.—to the 
Theodore Schwamb Co., of Arlington, Mass., 
at a bid well over $150,000. The wood used 
will include comb grain oak, figured mahogany 
and American walnut. The job will be finished 
late next spring. 

A welcome caller at the Boston office of 
AMERICAN LUMBERMAN last week was Harold 
L. Bent representing the A. C. Dutton Lumber 
Corp. in western New York. He had been de- 
voting a two weeks vacation to a motor tour 
of New England shores and mountains. He is 
a native of the Watch City of Waltham. . He 
reports a promising outlook for business in 
upper New York through the remainder of the 


year, 
on at ener eno ane enema 


Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
the revenue freight for the two weeks ended 
Aug. 14, 1937, totaled 1,547,088 cars, as follows: 
Forest products, 82,076 cars (a decrease of 
2,593 cars below the amount for the two weeks 
ended July 31); grain, 89,709 cars; livestock, 
28,153 cars; coal, 227,755 cars; ore, 150,014 
cars; coke, 19,476 cars; merchandise, 334,765 
cars, and miscellaneous, 615,150 cars. The total 
loadings for the two weeks ended Aug. 14 show 
a decrease of 6,552 cars below the amount for 
the two weeks ended July 31. 
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Wholesale and retail distributors of the con- 
struction softwoods look for a steady expan- 
sion in consumption through the fall months, 
and seem to base this expectation upon the 
conviction that the higher cost of labor and 
materials that in June and July ‘caused the 
temporary cancellation of many home build- 
ing projects, has been standardized at these 
levels and will prevail many months, and per- 
haps years. Thus far in August there have 
been coming back into the market scores of 
projects that had been set aside. Many have 
been re-designed to bring the cost into bal- 
ance with available funds. This is particu- 
larly true in the larger speculative develop- 
ments, where the cost must be kept down if 
each unit is to find a ready market when 
completed. This line of action is being fol- 
lowed also by the individual home builder in 
the suburban sections, where houses to cost 
from ten to fifty thousand dollars have been 
projected. Trade comment all boils down to 
the point that the cost scare cut off a big 
volume of business through June and July, 
but that there has been a definite revival of 
activity thus far in August. This statement 
applies with equal force in all sections of 
the metropolitan area, at most residential 
sections of New Jersey, in Westchester and 
in western Connecticut. Volume of buying 
in the central and northern sections of New 
York depends largely upon the farm trade, 
and crop conditions and markets have been 
very favorable, so farmers will be liberal 
spenders at the retail yards through the 
rest of the year. 


High Wages Lift Cost of Small Homes 


A prominent dealer who has given much 
time and thought to the small and low-cost 
house problem, expresses the opinion that 
the frenzied drive earlier in the year by the 
wage earners for shorter hours and fatter 
pay checks, may return as a boomerang to 
plague the agitators, and to curtail the scope 
of this movement to provide low-cost hous- 
ing, with proper light, air and sanitary 
equipment for use by the lowest-income 
group. Reference to the latest Government 
census shows that 18 percent of all urban 
renting families were paying rents under 
$16.67 a month, and that 5.3 percent paid 
less than $10. To provide proper housing at 
low rentals, the first essential is low cost 
for the complete home. Within a year, the 
labor cost entering into materials and work 
has been boosted an average of 20 percent, 
and new and modern housing projects must 
add 20 percent to the rental charge. On 
this subject of low-cost housing, this par- 
ticular dealer directs attention to many of 
the slum clearance projects—so called—that 
have failed to wipe out the slums. In many 
of the larger cities, entirely new areas have 
been developed for low-cost housing pro- 
jects, leaving the old slums to fall into 
decay and serve as a worse menace than ever 
before. 

Receipts of West Coast fir and hemlock by 
water during the past thirty days have re- 
stored both wholesale and retail stocks to 
normal. At the mill end, a jurisdictional 
war between C. I. O. and the A. F. of L., 
with Harry Bridges leading the former 
group, closed all but one of the larger mills 
in the Portland (Ore.) area on Aug. 17, thus 
aiding the manufacturers’ program to reduce 
production 20 percent. Despite higher 
handling charges at the local docks, dis- 
counts to dealers continue from page 15% 
of the West Coast list. For truck lots of 
fir dimension at the distribution yards, the 
discount is uniformly $2; transit lots, $5@6, 
based on probable date available, and for 
mill shipment orders, $6.75@7 f. o. b. local 
docks. Mill prices have eased _ slightly 
through August, but the f. a. s. discount is 
now quite steady at $7.50@8. 

Eastern spruce offerings are light, and 
sales are made at the full list maintained by 
the mills for dimension and random. The 
spruce lath surplus in storage here has been 
sharply reduced, with most current sales at 
$5.50 @5.75. ‘ 

Increased handling charges for West Coast 
cargoes become effective at Philadelphia on 
Aug. 15; at Brooklyn, on Sept. 1, and at the 
Newark terminal on Sept. 15. At Trenton, 
back piling charges will be increased to $1 
for open and $1.25 for covered. 

R. T. Titus, secretary Intercoastal Lumber 
Distributors Association, is away for a two 
weeks vacation sojourn in New England, to 
return about Aug. 30. 
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H. Fisher, representing the Carl H. Kuhl 
kamen Co., Portland, Ore., called on the 
Fraser-DeSale Lumber Sales "Co. in Chicago, 
Aug. 21. 


Sam T. Hayward, president Hayward Lum- 
ber & Investment Co., Los Angeles, accom- 
panied by Mrs. Hay ward and two elder sons, 
is touring Europe by automobile. 


E. Dryden Gussman has rebuilt his 15,000 
foot capacity steam sawmill at Roxbury, Vt., 
recently destroyed by fire. This mill manu- 
factures hardwood lumber and handle squares. 


Mr. and Mrs. A. H. Ruth, Chicago, spent 
last week at a cottage near Eagle River, Wis., 
and visiting friends in that district. Mr. Ruth 
is in the wholesale and commission hardwood 
lumber _ business. 


The Fleishel Lumber Co. of St. Louis re- 
cently has announced the establishment of a 
western lumber department, under the direction 
of Nelson J. Sanford, Jr. This company is 
located at 4235-39 Duncan Avenue in St. Louis. 


Among those visiting the lumbermen of Bal- 
timore recently was Robert R. Sizer of the New 
York firm of that name. He proceeded to his 
country home in Virginia afterwards, and plan- 
ned later to visit Norfolk, Va., on business 
matters. 


H. H. Spaulding, who operates retail lumber 
yards at Hemet and San Jacinto, Calif., re- 
cently has purchased a one-acre site for a new 
modern lumber yard at the mountain resort of 
Idyllwild, near Los Angeles. Fred Humphrey 
will be manager of the new yard. 


Stephen S. Mann of the Mann & Parker 
Lumber Co., Baltimore, and his wife have re- 
turned from a southern vacation. They went 
by steamer to Miami, and by plane to Havana. 
Upon Mr. Mann’s return, his partner, Frank A. 
Parker, left for a vacation in Atlantic City. 


Beginning Sept. 1, H. J. Abbott, assistant 
sales manager of the San Francisco headquar- 
ters of Union Lumber Co., San Francisco, will 
be in the Chicago office of the company. On 
the same date, Joe Watt of the Chicago sales 
staff will transfer to the San Francisco office. 


Roy Hills, popular member of the Wendling- 
Nathan Lumber Co., San Francisco, is ex- 
pected to return home about the end of this 
month. Mr. Hills and his wife and son are 
touring Europe, having left home May 28. Hav- 
ing visited France, Italy and England, they are 
now in Scotland. 


Hall Templeton, son of Herbert A. Temple- 
ton, proprietor of the lumber company in Port- 
land, Ore., which carries his name, was in Chi- 
cago, Aug. 13-15, where he called on repre- 
sentatives of his concern. He continued to 
Minneapolis, but planned to be in Chicago again 
before returning to the coast. 


Robert Maislein of Maislein-Dawson Lumber 
Co., Sheboygan, Wis., is reported to be recov- 
ering satisfactorily at his home after being sick 
in bed for five months. He was in the hospital 
for many weeks, and is still in bed at his resi- 
dence. 


Recent visitors to Buffalo lumber offices in- 
cluded: George P. Stanley, Pittsburgh, eastern 
representative of the Brooks-Scanlon Corp., 
Bend, Ore.; A. L. Foster, sales manager of the 
George C. Brown & Co. (Inc.), Greensboro, 
N. C.; Clarence Day, manager of Crane Lum- 
ber Co., Thessalon, Ont., and E. B. Fraser, Fort 
Mountain Lumber Co., Chatsworth, Ga. 


John L. Alcock of John L. Alcock & Co., 
Baltimore, visited several saw mills in south- 
western Virginia last week to secure insight on 


conditions of supply and other aspects of the 
trade. He reports that he found stocks of hard- 
woods generally small with producers disposed 
to be firm on prices, and with the belief preva- 
lent that there will be an improved demand this 
fall and rising quotations. 


The Johnson-Maas Lumber Co., Indianapolis, 
Ind., recently has announced a change in man- 
agement with the selection of G. E. Laughlin 
as president. Mr. Laughlin, a native of In- 
diana, who began his business career in Muncie, 
is coming to ‘Indianapolis from Portland, Ore. 
He has had a wide range of experience, both 
in the woodworking industry and in promo- 
tional activities. 


A leave of absence from the Cadwallader 
Logging Co. in the southern part of Luzon 
Island in the Philippines is being spent by 
W. J. Schlegel, logging superintendent of the 
concern for five years, at his farm near Elma, 
Wash. He will return to his duties in October 
with Mrs. Schlegel. They are spending their 
holiday visiting friends and relatives in various 
Northwest cities. 


Richard B. Skeen, director of sales, Snowden 
Hardwood Export Co., Alexandria, La., sailed 
early in August for a two months’ business trip 
to England, Scotland, France and Norway, to 
call on old patrons of the company and extend 
its connections. This company specializes in 
hickory ski stock, and dimension cutting and 
oak dimension and its products have gone to 
those markets for the past three years. 


A. W. Hancock, Sr., formerly sales manager 
for the Walla Walla (Wash.) Lumber Co., is 
manager of the Grays Harbor Modernizing Co., 
which has just opened offices in Aberdeen, 
Wash. The building material company already 
operates similar firms in Tacoma under the 
management of Mr. Hancock’s son, A. W. Han- 
cock, Jr., and in Chehalis, Wash., under the 
direction of another son, C. W. Hancock. 


Arthur V. Charshee, who represents at 
3altimore, Md., various big mills, has added 
Dudley T. Lawton to his sales staff. Mr. 
Lawton is the son of William T. Lawton, who 
despite being over 80 is still active in the lum- 
ber business. The younger Mr. Lawton for 
nineteen years was New York representative 
of a large West coast producer. He will cover 
Washington and parts of Virginia and Pennsyl- 
vania in his new post. 


The names of Jack H. Dobbin, president 
Wooden Box Institute, and Alvin S. Hatch, 
president Peninsula Lumber Dealers’ Associa- 
tion, have been added to the list of those ap- 
pointed on the lumber participation committee 
of the 1939 Golden Gate International Exposi- 
tion. The committee will sponsor activities of 
the lumber industry. at the San Francisco 
World’s Fair. Dwight O’Dell, of the California 
Redwood Association, is chairman of the com- 
mittee. 

Announcement is made that Frank J. Evans, 
for years active for the Southern Pine Sales 
Co. in New Jersey, has been directed to take 
in the Baltimore field as the successor to John 
R. Stephenson, who has left the field after 
twenty years. Mr. Evans, who lives in Mer- 
chantville, N. J., will visit Baltimore monthly. 
Mr. Stephenson has joined the sales staff of 
the Farmville-Woodward Lumber Co., Suffolk, 
Va., and will continue to visit Baltimore for 
that firm. 

Among the Buffalo, N. Y., lumbermen who 
are home from vacations are: Elmer J. Sturm, 
vice president Yeager Lumber Co. (Inc.), who 
was in Philadelphia, and Ocean City, N. J., and 
Robert F. Hofheins of the Am-Mex Sales Co., 
who spent ten days at his summer home in the 
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Adirondacks. Ralph C. Crowley, vice presi- 
dent of the Atlantic Lumber Co.. was on a 
business and pleasure trip to Boston and vi- 
cinity for a few days. 


Walker Tilley, of San Francisco, Calif., as- 
sistant forest engineer Western Pine Associa- 
tion, strutted about the Palace Hotel during 
the recent gathering of Western Piners there 
week, announcing to each and all of his many 
friends the arrival of his first-born. The new 
boy arrived on Friday, Aug. 6. He has four 
generations of lumbermen on his mother’s side 
of the family, and three lumber generations on 
his father’s side. Appropriately enough, his 
first present was a pair of tiny caulked boots. 


In the Realm of the Retailer, published in 
Aug. 14 issue of the AMERICAN LUMBERMAN, 
reference was made to the fact that Howard 
P, Dillistin of the Dillistin Lumber Co., Pater- 
son, N. J., when he went into business had a 
capital of $5,000 and since then he has frequently 
paid as much as $7,000 for a single car of fin- 
ish. In a letter from Mr. Dillistin, who, by the 
way, will be 76 years old on Sept. 9, he refers 
to this article and says: “The car of finish, 
however, was a car of 1x6-inch clear vertical 
grain red cedar siding which we purchased from 
A. C. Dutton Lumber Co. and which cost over 
$7,000.” 

Mrs. Clarence Happ, whose husband is asso- 
ciated with the White Star Lumber Co., Chi- 
cago, and the couple’s daughter, Cynthia, 13, 
returned to their home Aug. 17 from a Euro- 
pean tour. Mrs. Happ and Cynthia sailed from 
Montreal on the Athenia on June 24, with the 
University Travel Club of Toronto. During 
the tour on the Continent, they visited England, 
Scotland, Belgium, Holland and Paris. Mr. 
Happ reported that his family spoke of the 
great amount of new building which was evi- 
dent everywhere. He bid them bon voyage 
when they departed, and was at the dock to 
welcome them on Aug. 15. 


Fred W. Schatz, general manager of the 
southern division of the Chicago Mill & Lumber 
Co., Helena, Ark., and president of the South- 
ern Hardwood Producers (Inc.), was re-elected 
president of the Helena Country Club, Aug. 19. 


George W. Gorman, commission lumberman 
of San Francisco, and Marc de Bruin of Oak- 
land, who is associated with Mr. Gorman, have 
purchased Forest Farm resort on the Santa 
Cruz-Los Gatos highway. The property com- 
prises twenty acres of land, a 15-room hotel, 
cottages and other improvements. The new 
owners intend to enlarge the hotel, build more 
cottages, and install an auto court. Mr. Gor- 
man is known as the “flying lumberman.” 


William Dunn of Melville, Dunn & Co., Dun- 
dee, Scotland, sailed for Glascow from Montreal, 
Aug. 20, after spending two months in Canada. 
While on this side of the Atlantic he visited 
the Pacific Coast and saw the redwoods grow- 
ing in their natural surroundings, familiarized 
himself with the timber trade of British Colum- 
bia and the State of Washington, and garnered 
many new ideas about the Canadian and Ameri- 
can lumber industry which he expects to put 
to profitable use. Mr. Dunn is a bailie (magis- 
trate) of Dundee, and a Commander of the 
British Empire. He is a native of Alloa, Scot- 
land, where he served his apprenticeship in the 
timber business. For the past twenty years he 
has been in business in Dundee. Mr. Dunn 
visited his brothers, James C. and Alexander 
C. Dunn, at Edmonton, Alberta. 


Tacoman Selected for Honorary 
Tour of Europe 


Tacoma, WasH., Aug. 21.—Corydon Wag- 
ner, vice ‘president and treasurer of the St. 
Paul & Tacoma Lumber Co. of this city, has 
been notified of his selection by the Oberlaender 
Trust of Philadelphia as one of three men in 
the United States to be sent this year to central 
Europe to study forest products utilization. The 
others similarly selected are C. P. Winslow, 
director of the Forest Products Laboratory at 
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Madison, Wis. and Prof. Nelson C. Brown of 
the New York State College forestry school. 

Mr. Wagner plans to leave Tacoma late in 
September for an extended tour of Germany, 
Austria and other German speaking Euro- 
pean countries on an itinerary prepared by him- 
self. The Oberlaender Trust was established 
in 1930 as a memorial to Karl Schurz, who 
served as a major general in the Union army 
during the Civil War. The trust is to establish 
better cultural relationships between the United 
States and German speaking countries. 





Elected to Vice Presidency of 
Lumber Treating Company 


J. F. Linthicum, who was recently elected 
vice president of the American Lumber and 
Treating Co., Chicago, will assume his new 
duties Sept. 1. 

For the past twenty-four years, Mr. Linthi- 
cum has been associated with the Aluminum 
Company of America, except during the World 
War, when he had several civilian appointments’ 
His first job with his former company was 
head of all mine exploration and development 
work of the American Bauxite Co., Bauxite, 
Ark., a subsidiary. Four years later he was 
transferred to East St. Louis to occupy the 
position of technical 
superintendent of the 
No. 2 works of the 
Aluminum Ore Co., an- 
other subsidiary. Baux- 
ite is the ore from 
which aluminum is 
made. After the war, 





J. F. LINTHICUM, 
Chicago; 
New vice president 
of big concern 





Mr. Linthicum was as- 
signed to the Cleveland 
office as a_ specialty 
salesman. He was sent 
to Pittsburgh in 1925, 
and has been there since 
as division sales man- 
ager in charge of ingot 
and ore sales. 

Organized in 1924, the American Lumber & 
Treating Company’s operations are confined to 
the rendering of a treating service to lumber 
manufacturers and dealers. The company has 
thirteen plants, either operating or under con- 
struction, from the Columbia River district in 
Oregon to New England. It specializes in the 
well-known “Wolman Salts” treatment, and in 
addition many of its plants are also equipped 
with creosoting facilities. 

Mr. Linthicum is a member of the American 
Institute of Mining and Metallurgical Engineers. 
He is married and has three children. 





Shaft at Park He Preserved Honors 


Lumberman's Memory 


SPOKANE, WasH., Aug. 21.—The late Allison 
W. Laird, for many years general manager of 
the Potlatch Lumber Co., was honored Aug. 
21, when a tall and rugged shaft of native 
granite was unveiled at Potlatch, Idaho, by his 
two grandchildren. The occasion was the dedi- 
cation of Laird Park, a tract that Mr. Laird 
had hoped some day might -be turned over to 
the public forever. Owned by Potlatch Forests 
(Inc.), the land was deeded to the United 
States Forest Service as a recreational center. 

During the twenty-six years Mr. Laird was 
active in the lumber business, he consistently 
worked to keep uncut the beautiful white pines 
in this park-like area. He joined the execu- 
tive staff of the Potlatch company in 1905, 
and remained at its head until his death in 
1930, during which time he saw the Potlatch 
company, the Rutledge Lumber Co., of Coeur 
d’Alene and the Clearwater Timber Co., of 
Lewiston merge. 
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Donates Public Park as Memorial to 
Two Company Officials 


SPOKANE, WasH., Aug. 21.—In memory of 
the late Charles Joel and David Nelson Win- 
ton, president and vice president, respectively, 
of the Winton Lumber Co., about 40 acres of 
ground facing Coeur d’Alene lake was given 
for a public park by the lumber company. The 
tract will be known as Winton Memorial Park, 
R. C. Winton, Minneapolis, sales manager of 
the company, and W. S$. and John Rosenberry 
stated in tendering the land. 


75-Pound Watermelon Received by 
Chicago Lumber Firm 


The employees of the Fraser-DeSale Lumber 
Sales Co. of Chicago thought their eyes were 
stretching things a lot the other day when a 
package was opened, and a huge watermelon 
weigning seventy-five pounds roiled out. The 
melon was a surprise gift from J. L. Williams 
& Son (Inc.), Hope, Ark. 

The day after the giant melon was received 
an old-fashioned watermelon feast was arranged 
with the employees and officers of the company 
participating. Even with the recruiting of all 
the associates of the firm the big fellow was 
only partially consumed, so friends of the com- 
pany were invited in to help finish it. Every- 
one voted his “full” appreciation to the donor. 





California Pine Company Names 
Representative in Chicago 


San FRANcisco, CALir., Aug. 21.—The Cali- 
fornia Sugar and Western Pine Agency, San 
Francisco, announces that it is now represented 
by D. P. McLelland in Chicago, who will oper- 
ate as Wuichet-McLelland Lumber Co. at 1791 
Howard Street. Mr. McLelland has been as- 
sociated with the organization twenty-four years, 
having been with Louis Wuichet from 1909 un- 
til the latter died in 1932, and the corporation 
was liquidated. 


Family Clan to Have Homecoming 


Hauirax, Pa., Aug. 23.—John W. Ettinger, 
who, by the way, has been a regular subscriber 
of the AMERICAN LUMBERMAN for seventeen 
years, has announced that the Ettinger annual 
homecoming will be held on Labor Day, Sept. 6, 
at the John W. Ettinger farm, one mile south- 
east of Halifax. It is expected that there will 
be a large gathering of the Ettinger clan. 


A Double Celebration 


In Alfred Bloom Hall in Immanuel Dea- 
coness Institute in Omaha, Neb., on Aug. 6, 
Mr. and Mrs. Alfred Bloom celebrated their 
fiftieth wedding anniversary and at the same time 
Mr. Bloom celebrated his seventy-fourth birth- 
day. Mr. Bloom founded the Alfred Bloom 
Co., manufacturer and retailer of millwork, in 
Omaha forty-four years ago, and is still active 
in the company, although he and Mrs. Bloom 
spend most of their time traveling. The details 
for the public reception celebrating the event 
were arranged by the couple’s two daughters. 








Named Forestry Head of Carolina 
Farm-Home Affiliate 


RALEIGH, N. C., Aug. 23——More than eigh- 
teen hundred delegates to the farm and home 
week convention at North Carolina State Col- 
lege concluded their exercises Aug. 6 and de- 
parted for their homes. Honor certificates were 
awarded 53 women who had been active in 
home demonstration work for at least four 
years, and had attended at least four farm and 
home week conventions. 

P. R. Camp, of Franklin, Va., was named 
head of the North Carolina Forestry Associa- 
tion, an affiliate. Mr. Camp was deemed eligible 
because his lumber holdings extend into this 
State. Other officers were reelected. 

















Certified Lumber 


The dealer who handles Booth-Kelly 
Certified Lumber is building a good, 
profit-paying business. He is giving 
patrons full value for their money, and 
that's the way to win their good will 
and future orders. The Booth-Kelly 
mark “20” on the lumber is our pledge 
of quality. The West Coast Lumber- 
mens Assn. trade-mark and the Na- 
tional Lumber Mfrs. Assn. tree mark 
guarantee correct grading. Let your 
customers know you handle this Certi- 
fied Lumber, every piece of which pro- 
claims its quality and value. Prompt, 
dependable mixed-car service. Let us 
know your needs in 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 
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TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side 
on southern pine 








mills have reported the following average f. o. b. 
to the Southern Pine Lumber Exchange, 
made in the period Aug. 


New Orleans, 
12-16, but, where prices for this period were not available, prices 
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La., for sales 











for the month to date have been inserted and starred (*): 
West East West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring, Standard Drop Siding, Stand- No. 3 Fencing. No. 3 Dimension, 
Lengths ard Lengths, 1x6” Standard Lengths Random Length 
1x3 rift— No. 117 of aaa 13.17 13.98)9x.4 snhort- 
B&btr Sht. 58.45 *65.20/B&Better.. 37.90 *41.67])1x6 ...... se-e2 Teo) leat ... 19.19 146.13 
No. 1 Sht. 51.56 *57.35 No. . 37.09 36.75|1x6 CM 15.94 15.48 
No. 2 .. 37.00 *38.78|No. 116— Shortleaf & Longleaf— 
ixafat grain— [REPEC 48-75 47-44] No. a sutpiap ang [2x ------ 581 1429 
B&better.. 44.41 45.11lassorted patterns —ae | Caxie|...:-*thee baat 
No. 1 .... 39.38 41.71] B&better.. 45.91 45.75 | eae 22.16 14.02 
No. 2 - 24.69 29.98INo 1 .... 43.43 *42.80]1x8 ...... 2-29 3 
Be ée<ee 7 .60 
1x4 rift— : - Timbers 20 S Under 
BEE <Galows 17.01 16.92 » 
B&btr Sht. 61.37 *66.39 noe Ee , No. 1 
No. 1 Sht. 47.4 0 *51.75 
No. 2. -"#30:39 *37.00/B&better— No. 1 Shortleat |Longleaf— 
: os thick— ” Dimension 3x4 & 4x4 32.00 ince 
1x4 flatgrain—- - [4 ......... *51.00 50.00 4 4x6—8x8 32.00 *30.15 
ahi sae al setenee *53.22 50.00/¢> ii - seas Et . 
Ba etter... 45.20 46.19 8 “an bo50{L2 & 14 25.51 23.42)5x12-12x12 53.00 .... 
I \, a . S49 2222222 oe “* . . » x 
No. 5 19/54 30/89|1xX5&10 . 50 50 57.00 - bbe een 6.15 24.13|Shortleaf— 
Oe aweterineren *71.00) 2x6 3x4&4x4 .. 29.09 26.71 
5&6/4 thick— 12 & 14 22.39 21.12'4x6—8x8 . 28.37 19.50 
Ceiling, Standard [4-;....... 64.61 58.79|16 ....... 23.30 22.80 3&4x10 ... 34.25 34.30 
Lengths 5&10° 22217125 67.08 \axs ante ese Se) eee 
: pelted : Be - oo nn (3&4x12 ... 40.18 33.00 
4 x4— ialt aahatwiaeees SS ” “et12 & 14 23.18 22.75)5x12-12x12 36.50 37.00 
eer: 37.00 -+-+--| Casing, Base & Jamb 16 ....... 2% 3.69 24.23 
No. 7 seas “ee 10-20’ 2x10 
” Railroad Material 
ov Tel Panennen, ree 35.84 29.21 
|S tae 36.23 37.00lix4 ...... BOSE GRASSO cc cicece 33.73 30.62);B&better— 
No. 1 . 34.50 35.15 1x6&8 -»- 63.12 60.23/16 ....... 35.21 30.98)1%4— 
1x5&10 ... 68.00 65.7512x12 OE aah piacere wel *32.00 
Surfaced Finish, 12 & 14... 36.83 32.31/26 -------- "Eas 
10-20’ No. 1 Fencing, 10-20’ |16 ....__: 37.40 33.33)9 «sere es 55. 
re 42.72 45.75 No. 1— 
B&better 2 : . 
Inch thick— is endings a el *49.00 
DS wAveanens 54.55 52.95] No. 1 Shiplap and —_— 107222225 25942.00 
- ‘ceweeineoa 54.76 53.09 Boards, 10-20’ 2x4 
s eerecceccece 54.68 52.80 1x8 41 84 45 66 9 1x6— 
eee 61.82 57.18liycei0 °°: 4635 5Lestis © 14--- 22-22 19.84)18 ........ *52.00 
oO " SeNea is 60.21 59.00 1x12 : 59°91 63.09 ae ) eee: 40.25 
| Seer 1 ae” CU ite “> 2on6 DO iewcouse *44.00 
5&6/4 thick— No. 2 Fencing & CM +4 & 14... 18.14 17.96 
4, 6, 8 ... 66.22 64.75] Standard Lengths |!° ------- O55 S008 Plaster Lath 
5&10 ..... 76.88 75.0011. 4 16.48 17.44 2x8 
| 92.55 *86.43];56 ‘°° °° 1960 1919}12 & 14... 20.92 20.15 et 
ites ee sea tee : on). 19.46 21.29jNo. 1 . ” 4.68 4.68 
i No. 2 Shiplap and 2x10 No. 2 3.81 3.50 
nch een <6 49.49] Boards, Std. Leth. 12 & 14... 23.25 22.52 
ree 9.5 49 -++++e-. 23.58 23.27) Partition, Standard 
é eae a te 48.36 49.36 aoe eene— 
S sero 7 $20 49.44/1x8 ...... 20.39 19.73|2x12 Lengths 
x5& ee ae 55.59 1x10 ss sop erent 20.77 20.54/12 & 14... 23.36 22.25)%x4&6— 
oe wetewwks 69.13 68.25/1x12 Jeena es ek hb oe 22.88 23.50 B&better.. 50.42 *48.00 
Following are current quotations on oak Seattle, Wash., Aug. 23.—Current quota- 


flooring in carlots, f.o.b. 


son City, Tenn., and Alexandria, La., as points 


of origin: 

$x2%” 
Clr. qtd. wht. $95.00 
Clr. qtd. red.. 78.00 
Sel. qtd. wht. 73.00 
Sel. qtd. red.. 72.00 
Clr. pin. wht. 84.00 
Clr. pin. red.. 73.00 
Sel. pln. wht. 71.00 
Sel. pln. red. 69.00 
No. 1 com. wht 59.00 
No. 1 com, red 58.00 
Bem. © CSc cceess 33.00 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
t#-inch stock, $8; for %-inch, $4; for %- and 


fe-inch, $450. 


Chicago delivered prices may be obtained 


by aoe to the above 
entials gured 


te-inch, §3. 





on Memphis origin: 
#-inch apoak, $6; for %-inch, $3; for %- 


Memphis and John- 


33X14” %x2” %x1%” 


$75.00 $73.00 $62.00 
64.0 62.00 62.00 
60.00 62.00 55.00 
60.00 56.00 55.00 
62.00 64.00 48.00 
60.00 58.00 48.00 
57.00 52.00 46.00 
58.00 46.00 47.00 
48.00 45.00 37.00 
49.00 41.00 40.00 
28.00 26.00 19.00 
4x2” %%4x1%” x2” 

$80.00 $80.00 eee 
75.00 75.00 eee 
73.00 68.00 cece 
71.00 68.00 ees 
75.00 74.00 70.00 
69.00 68.00 62.00 
67.00 66.00 62.00 
65.00 64.00 59.00 
57.00 58.00 60.00 
55.00 53.00 47.00 
26.00 23.00 


the following differ- 
For 
and 


tions f. o. b. 


trade appear below: 


nm, Se eseeewe oe 
12x12 up to 20 feet.. 





12x12 22 to 30 feet.. 


mill on Douglas fir 
mixed cars for rail shipments direct to the 


items in 


Vertical Grain Flooring 


B&Btr. Cc D 
BD: expe ewnmeteaten $44.00 $33.00 $22.00 
Flat Grain Flooring 
ME: abo e wienenee leant $23.00 $30.00 $20.00 
BE aie -eatswaceewre arsine 37.00 34.00 24.00 
Drop Siding 
1x6 Pat. No. 106....$34.00 $31.00 $23.00 
1x6 Pat. No. 116.... 35.00 34.00 24.00 
Ceiling 
a ere $28.00 $25.00 $17.00 
RD :ae\edanaanecearaen ee 32.00 29.00 17.00 
Common Boards and Shiplap 
1x6 1x8 1x10 1x12 
a ew $20.00 $20.00 $20.00 $22.00 
SS ae 16.00 16.00 16.00 16.00 
ap See 11.00 11.00 11.00 11.00 
No. 1 Common Dimension 
12 14 16 18 20 
| ae $22.00 $22.00 $23.50 $24.50 $24.00 
|. 21.00 21.00 21.50 22.50 22.50 
Ft eae 20.50 20.50 22.00 23.50 22.50 
Rw 22.50 22.50 23.50 25.50 25.50 
DE sveveass 24.50 24.50 24.50 25.50 25.50 


No. 1 Common Rough and/or Surfaced 
Timbers 


4x10 planks 20 feet and shorter and 


NORTHERN HARDWOOD 


Following are prevailing quotations f. o. b. 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.3 
Brown Ash— ey 





41.00 
Key stock, 4/4, No. 1 and better, $78; 


ge FAS, $88; No. 1, $68; 7. : and 
etter, $83, or on grades, FAS, $93; No. 1, $73. 
No.1 No. 2 No.3 
Hard Maple— FAS Sel Com Co Co 
SE menceaea $73.00 $58.00 $48.00 $36.00 $17.00 
BPs es 78.00 63.00 653.00 38.00 19.00 
|, ee 83.00 68.00 56.00 38.00 19.00 
SS 8.00 738.00 61.00 38.00 20.00 
8/4 we 88.00 73.00 61.00 39.00 20.00 
fee 98.00 83.00 66.00 40.00 .... 
DE Sasesean 98.00 83.00 69.00 40.00... 
DEE wccese --118.00 103.00 81.00 43.00... 
, ao .--118.00 103.00 81.00 _—e aes 
Pe wweewnee 158.00 143.00 121.00 ee ave 
No.1Com No. 2 No. 3 
Soft Elm— FAS & Sel Com Com 
eer $49.00 “= 00 $27.00 $20.00 
Me neneques 54.00 00 29.00 21.00 
6/4 pikes 54.00 4a: 00 29.00 21.00 
Dee wsacnees 57.00 47.00 32.00 21.00 
Me écucueus 60.00 50.00 34.00 neue 
. seeweees 65.00 55.00 39.00 ree 
No.1 No.2 No.3 
Rock Elm— FAS Com Com Com 
ME. weecwecucceais $60.00 $38.00 $22.00 $19.00 
, eee 65.00 43.00 24.00 20.00 
Sr ee 70.00 48.00 24.00 20.00 
RE EN ae 75.00 63.00 29.00 22.00 
ll, eee 85.00 73.00 41.00 .... 
Me wasivoeseaeeans 95.00 83.00 46.00 27.00 
No.1 No.2 No.3 
Birch— FAS Sel Com Com Com 
rrr. $80.00 $70.00 $51.00 $33.00 $21.00 
, ee 85.00 76.00 56.00 37.00 21.00 
PE ev eucaures 90.00 80.00 61.00 42.00 21.00 
Mee Gaseceas 96.00 86.00 69.00 45.00 22.00 
eee 103.00 88.00 77.00 45.00 .... 
7 ea 108.00 93.00 82.00 50.00 P 
ee 156.00 146.00 122.00... edit 
eee 72.00 62.00 42.00 29.00... 
eae 74.00 64.00 45.00 30.00... 
No.1 No.2 No.3 
Soft Maple FAS &Sel Com Com 
OE siwonecsvewnes $65.00 $48.00 $31.00 $20.50 
|, eee 70.00 652.00 32.00 21.00 
SE. -claitaiagie heciereals 80.00 67.00 37.00 21.00 
8/4 agerawae +++ 85.00 62.00 87.00 22.00 





MAPLE FLOORING 


Michigan and Wisconsin flooring mills re- 
port the following prices realized f. o. b. 
flooring mill basis, during the week ended 


Aug. 21 
First Third 
PORE sjxbewencuses $82.80 $52.91 


WEST COAST LOGS 


Seattle, Wash., Aug. 21.—Average prices of 
logs are as follows: 
Fir: No. 1, sane + ag 2, $20-17; No. 3, $13. 
Peelers, No. 1 $34; 2, $30- 32. 
Shingle’ so $12-15, 
$28-30. 


Hemlock: No. 2&3, $12.00-14.00. 


RED CEDAR SHINGLES 


Seattle, Wash., Aug. 21.—Below are listed 
average prices received for red cedar shingles 
sold direct to the trade: 

Royals: 

I Eta al ican acre Grater pare wae $4.40-4.50 
i a: eee a meee 2.70-2.80 
gE eee eee ee Ae area 1.70-1.80 

Perfections: 

1-18” 5/2% 
2-18” 5/2% 
3-18” 5/2% 

XXXXX: 
1-16” 5/2 
2-16” 5/2 


Second 
$73.96 





lumber logs, 








3-16” 5/2 
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WESTERN RED CEDAR 


Seattle, Wash., Aug. 
cedar siding in mixed cars, 
8 to 18 foot, f.o.b. mills, are: 


Beveled Siding, %2-inch 


21.—Prices for red 
new bundling, 


Clear —— i 
CN So oiicineousewe $29.00 $25.00 $21.00 
eS eer eee 33.00 29.00 26.00 
eee ee 37.00 33.00 29.00 
Clear Bungalow Siding, %-inch 
OE. 0 s05350090045 PAR rn ere ete $55.00 
SESE sacecawwaaseneswueesievet eee coos SEoee 
SRE. cibcescemcwesae coveted 365 eeekine 70.00 
Finish, B&better, S2 or 4S, 6-16’ 

S2S or S4S 

or Rough 
ON onsen incincaey ara eee aweee $ 70.00 
BE <co cower nea eoeeeiae Sasa amen 75.00 
SEE 4s. eeninaucion see ceecss eu eee cores 85.00 
ET \cicid-cue- gi aniavace-al- wie o16'e oral a ee ateie near 95.00 
DEE aia oa wi cies Gin ooo ase eR SaaS sees 100.00 
ET. > ixiciasbarae Glace e a1srd pre are eleie betael olaieeiete 105.00 
a cae oibie sia sitios wena awe wlere ave eee en 115.00 
SO Sn ere 120.00 

Ceiling or Flooring, B&better, 4-16’ 

SOR 65056606esuunenoeus oemwee pie te Rieie - - $40.00 
Ge Sco scirecs ae rereense tsa teanwanees 42.00 


Discount on Mouldings 6-20’, 
Series 8000— 


Odd Lengths 


ee eee ee 52% 
SS aa 47% 
Series 7000— 
I I I 65s 6050 is'9 500i oe saineer 52% 
pF EO 2 eee ee 47% 
Clear Lattice, 5/16”, 4 to 16’ 
100 lin. 4 
WO ati cinis sia Viner a eee Cae oan $0. 
BME Sous araigou aiacdw staan wie Gia tb 6 ae arekaleleelatahe-acd 37 
Sl” écrerewares an seaweiel mene Csawes oa -50 





WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine 
Association by members during the period 


Aug. 9 to Aug. 14, inclusive. Averages in- 
clude both direct and wholesale sales, and 
are based on specified items only. Quota- 
tions follow: 
Ponderosa Pine 
5/4x8 6/4x8 
SeLects. S2 or 4S— 1x8 & wdr & war. 
of eee 66.76 $78.92 — 
SE, bsaiaiaiewa years 53.13 ene 
~~ s2s— 0.1 No. 
SES AE eee aN ee eA $41.41 $27. 50 
8/4 seerake asa vararuiarmiateukkiaie ts avaretpiate 40.88 27.38 
Commons, S2 or 4S— No. 2 No. 3 
1x8 ES Oe ae $28.88 ey 19 
NE EU 2 Ginccintaheve: ules. Saga oisnk 32.60 21.87 
ee ee eS re eee $17.05 
Idaho White Pine 
5-6/4 
SELECTs, S2 or 4S— 1x & war. 
Choice (C) RL ........-.- $71.63 $90.25 
Cweney CE) Fels nn cscccccse 59 74.0 


COMMONS S2 or 4S— 
Colonial Sterling Standard 
No. 1 No:2 No. 3 


oO. oO: oO. 
—_ wh ibe st tlie totaal a $42.34 $35.09 $27.91 
are 60.20 44.49 27.09 
Util CHO. E>) SFE, BWP eisc oe cetiecews $20.12 

Sugar Pine 
1x8 5/4x8 6/4x8 
SELEcTs, S2 or 4S— & war. & wdr & wdr 
Bete Ts 266 cece ei $84.75 
2 eee $81.50 $80.50 79.29 
I o's Kins bs wie 68.50 sis 67.50 
SHop, S2S— No.1 o. 3 
| err $53.93 A 50 $23.45 
6/4 psa aholane daaveronons 51.77 35.00 21.75 
ge eee 66.64 38.36 Sass 
Larch—Douglas Fir 

Dirmemston ING. 2, Bibi ccccecciccesees $23.43 
Dimension No. 2, BEGGS 26 cccccccceces 22.38 
No. S$ boards, SPOTS FES oes cccccvicscave 22.34 
Flooring, vert. gr.. C&Btr 4 RL........ 38.02 


Amemcanfiunberman 
Lumber Market Review 


The lumber industry gains considerable 
encouragement from July building permit 
figures showing that total construction 
was 8 percent above that of July, 1936, 
while residential gained 12% percent in 
the same comparison. Reports indicate, 
too, that more of the permits issued 
earlier in the year are now resulting in 
actual construction, partly because of 
lumber price declines from their highs, 
and partly because users realize that at 
present cost levels lumber is an attractive 
buy. Though mill stocks increased in the 
second quarter of the year, on July 1 
they were 3.3 percent below those of Jan. 
1. An excess of shipments over new 
bookings, however, has resulted in a 
steady decline in the ratio of unfilled 
orders to stocks and accounts for the 
summer weakness in prices, but these 
have recently been making recovery be- 
cause of curtailment by the mills. A dis- 
turbing recent factor is the outbreak of 
hostilities between Japan and China, 
which has practically shut off what in 
recent years have been the principal open 
markets. Pacific Coast tidewater mills 
that depended on exports are naturally 
inclined to seek an outlet in the domestic 
cargo markets—California and the Atlan- 
tic coast—which are now adequately sup- 
plied. Keen competition among carriers 
has broken down the Coastwise Confer- 
ence, and ship space for the intercoastal 
run is now in easier supply, so that buy- 
ers are somewhat inclined to hold off for 
a decline in rates. The outlook for fall 
sales in the middle West and South, es- 
pecially for farm use, is regarded as 
highly encouraging, and volume of in- 
quiry and sales has been increasing, with 
an accompanying strengthening in prices 
of scarcer items. Southern pine lowers 
may have lost a little ground, but the 
uppers are strong; Pacific Northwest 
uppers are weaker ; western pines, north- 
ern pine, eastern spruce, cypress and red- 
wood are all reported quite firm. 

Volume of hardwood sales gives every 
indication of increasing, with resumption 
of activity by industrial consuming plants 
and a larger call from the building trades. 


There is reported to be a better inquiry, 
and a greater disposition to accept ad- 
vances in quotations. The furniture in- 
dustry will have large requirements to 
meet, and flooring plants are preparing 
for an active fall demand. Southern gums 








TIDEWATER RED CYPRESS 





Jacksonville, Fla., Aug. 23.—Following is a list of wholesale prices on tidewater red 
cypress, f. 0. b. mill: 

Grades 4/4 5/4 6/4 8/4 10/4 12/4 16/4 
Tank, RW&L, rough..... gone as $100. 00 $113.75 $137.00 $137.00 $144.00 
FAS, RW&L, rough...... $67.00 $77.00 86.00 100.50 - 118.00 118.00 122.50 
Select, RW&L, rough.... 60.00 70.00 70.00 78.50 91.50 91.50 100.50 
No. 1 Shop, RW&L, rough 45.00 54.00 62.00 66.25 77.50 77.50 85.50 
Box, RW&L, rough...... 27.00 29.00 29.00 29.00 
Peck, RW&L, rough..... 26.00 28.00 28.00 28.25 CYPRESS — se. 
“a Finish, RWE&L, S4S. 74.00 84.00 88.00 103.00 Bests, ee. 3 86. 35 oy: 60 
“B” Finish, RW&L, S4S. 67.50 77.50 77.50 84.50 Primes, 18”... 4.35 6.00 
“Cc” Finish, RW&L, S4S. 64.50 74.50 74.50 81.50 Economy, 18”. 3.85 4.75 
“D” Finish, RW&L, S48. 59.50 69.50 69.50 72.50 CYPRESS , i 
No. 1 Com. RW&L, rough 50.00 55.00 55.00 58.00 %x1%x48” a 06 eg 8 
No. 2 Com. RW&L, rough 38.00 40.00 40.00 40.00 $x1%4x82” ... 8.00 .... 
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and oaks are showing more strength, and 
many holders are inclined to await fur- 
ther expected advances It is predicted 
that a shortage of space for the trans- 
Atlantic movement may bring announce- 
ment of an increase in ocean rates, to take 
effect Jan. 1, and that this will result in 
a heavy export movement during the re- 
mainder of the year. 








CAROLINA PINE 


Following are prices realized, Norfolk rate 
of freight on sales made during the week 
ended Aug. : 


Flooring 

No. 1 No. 2 

B&btr. Com. Com. 

BAI ihe chww oi whenever wa eae $45.90 $42.55 $25.30 
Shee ate Cee 44.50 41.80 24.10 

Ceiling 
SE Ua aanigrealesieuls 28.05 23.60 14.65 
Finish, Dressed, B&btr 
er nn $47.05 | ere $57.35 
rere 48.70 lo ae 68.85 
SAP re 48.75 Lo ee 68.10 
MF Shira siatarats sta58 48.65 J. 78.85 
Boards, Dressed 

No. 1 No. 2 No. 3 

Co Com Com. 
SAR ce eee $41.15 $21.00 urecar 
BU Waits sai resatoairs acaiereadd 41.25 20.35 AROS 
BEET Wis adiweeneuemienwre 43.20 21.55 $17.35 
BE oraracaish ae onan aebie 43.45 22.05 17.60 
ED, se ee eave ae eae 45.20 22.7 eee 
WORE .a.Wd diarereemcersecns 56.60 25.65 aoviace 

Boards, Air Dried or Roofer Grade, 
No. 2 Common ed 

BED S.G0 cS wine bho $18.40 FR re heiress! setae $22.45 
ee sincohs re 23.25 
BN se cacnis! wtaiwiecare 22.90 BEE kw aioe sie 23.30 
Shortleaf Dimension No. 2 Common, Dressed 
8 to 16 18&20 
NED “cae ornare aia elbow ew alee aie $22.45 $25.75 
SIE S\citpuatlaca inna corsa tw Semcarasera ar pieieiaie 23.35 25.20 
PL a cap ca ionic: a a tsontecdi Gunn easneia ovarastaiore 23.25 26.85 
SIE cn c1G)Ai G55 to) bn aceon oie ce rgiee arenes 25.00 26.55 
PE 4 stss seisnigclps Sp stoi ho ws srra a icp 29.25 





ARKANSAS SOFT PINE 


Following are average sales prices, these 


f. o. b. mill figures being based on shortleaf 

weights, obtained by Arkansas Soft Pine 
mills during the week ended Aug. 

Flooring 

Edge grain— 38-inch 4-inch 

MEMO, iii seid- xe ep eise sinlewe $64.00 $64.00 

MEE Wee argv alee 3 meaveeCueeear an Cie 55.00 54.00 

PR GA (1b ies5:.4's\ oR wieeyareiciererstae le one 34.00 33.00 

Flat grain— 

| OS Er ene $47.00 $45.50 

“Se Se eee 41.0 40.00 

PEEL SF 6A suenennue ee enoenonm en 26.00 26.00 

Ceiling & Partition 

B&Better No.1 

Ce EO nk ck ccseswacaceens $37.00 $34.00 

io og oS 3: ee 46.00 41.00 

Boston Partition, 22€.....000- 43.00 38.00 

Drop Siding, 1x6 

No. 117 No. 118 

is “eg eT eee re ere $40.00 $46.00 

ea ANw ik cen emia eat came 38.00 41.00 

No 2 ee ee ry 27.00 29.00 


Finish, Surfaced, B&better 

4 5 6 8 10 12 
4/4 ...$56.00 $65.00 $57.00 $59.00 $66.00 $82.00 
5/4 ... 65.00 72.00 68.00 68.00 74.00 92.00 

Casing & —— B&better 


5 6 8 
Pialeie tele ear $60. 00 $68.00 $61.00 $63.00 


Casing 
RD? ale eves osave 00 68.00 61.00 63.00 
ping 
Discount 
Listed at $3 and UNner.ccccccccvcccccvwe lo 
UGE BO 6icecces SEES le Re. 


Boards = — 
1x10 1x12 


x6 
Boards, S4S, No. $42. 00 sii 00 = 00 + 00 


or Shiplap No. 2. . 20.00 20.50 1.00 26.00 
No, 3.. 16.00 17.50 iT 50 17.50 
Dimension, S4S, 16-Foot 

No.1 No.2 
REMI ako. ig Soca sas eo rain taeee eee wa $26.00 $22.00 
OT ee on rr eee 24.00 19.00 
DS vievn! ix: arus sas sie Aca raya See os 25.00 20.00 
EY cSccwrk se vice hae wie wiewinle eee ee 34.00 25.00 
BEE swesceews ° jeweceen ee aes 38.00 27.00 

Lath, ‘ent 4-Foot 
cd nee gin ote e Ra eee SSS N Oe Race $4.50 
NE  Siie Sik so Xn ik Re 00 See gine wp Se ORS 3.75 
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CHARLES G. FORSTER, 79, prominent for 
over fifty years in the Wisconsin lumber in- 
dustry, died unexpectedly, Aug. 23, in his 
summer home at Pewaukee, Wis. He was 
president of the Milwaukee firms of the 
Forster Lumber Co., Hilty-Forster Lumber 
Co., the Wetmore Reamer Co., and vice 
president of Rakr-Lange (Iine.), a wholesale 
drug concern. Mr. Forster entered the lum- 
ber business a5 assistant pookkeeper wit 
J. S. Mabbett & Co. and later served as 
head bookkeeper for three lumber companies 
which in turn succeeded the Mabbett organi- 
zation—Mabbett, Pillsbury & Coe... OC. ¥- Pills- 
bury & Co., and Edward Friend, Jr., & Co. 
Later Mr. Forster was bookkeeper for George 
Forster, his uncle, associated in the lumber 
business with Charles Holzhauer. Charles 
Forster bought Mr. Holzhauer’s interest, and, 
following the death of his uncle in 1890, ac- 
quired the latter’s interest, and continued 
as the Forster Lumber Co. After fire de- 
stroyed the lumber yards, Mr. Forster sold 
the lease, and with M. A. Burns purchased @ 
sawmill at Menominee, Mich., doing business 
as the Forster-Burns Lumber Co. until the 
timber was exhausted. He, then, pought a 
sawmill and stumpage on 184,000 acres at 
Munising, Mich., which he operated until 
1912. In the meantime, he had secured an 
interest in the M. Hilty Lumber Co., Mil- 
waukee, and taken charge of the business. 
The firm name was changed to the Hilty- 
Forster Lumber Co. In 1931, he acquired the 
remaining interest in the company and his 
son, Carl A., became his associate. His widow, 
five daughters, and one son survive. 
a, 


WILLIAM B. DEAN, 67 vice president and 
general manager for seventeen years of the 
Pacific Coast operations of the Diamond 
Match Co., died Aug. 9 at a Chico, Calif., hos- 
pital. One of the outstanding lumbermen of 
the State, he had retired from his latest posi- 
tion in May when his health began to fail. 
Mr. Dean started to work for the Sierra Lum- 
ber Co. in Chico in 1884 as an office boy. He 
advanced through lower positions to the 
managership of the company with seven 
vards under his supervision. 1 1907, the 
concern’s holdings were sola to the Diamond 
Match Co., and Mr. Dean was retained as 
manager. In recognition of his service and 
ability, he was promoted to the office of vice 
president and general manager of the com- 
pany’s timber and lumber operations in Cali- 
fornia in 1920. A medal for efficient. and 
productive service Was awarded him by 4 
vote of the stockholders at a meeting in 
the New York office in 1931. Mr. Dean, was 
active in Masonry, and was a4 Knights 
Templar among other advanced ranks of the 
order e served as president of the West- 
ern Retail Lumbermen’s Association in 1916, 
and was an officer of the Sacramento Valley 
Lumbermen’s Association. Mr. Dean had also 
been active in Chico civic affairs. Survivors 
include his widow, two daughters, two 
grandchildren, a brother and one sister. 
—— 


CHARLES F. THOMPSON, 73, former well 
known lumberman but for the last five years 
director of conservation in lllinois, passed 
away Aug. 22 in the Presbyterian Hospital, 
Chicago, after an operation two days pre- 
viously. He was born at Lacon, [li., lived 
in early youth at Logansport, Ind., and 
moved to Chicago in 1880. Entering the lum- 
ber business, Mr. Thompson became _ treas- 
urer of the Mississippi Lumber Co. of Quit- 
man, Miss. In later_ years, he was vice 
president Cc. L. Gray Lumber Ce. Meridian, 
Miss., and in December of 1919 became vice 
president of the Lincoln Lumber Co., Chicago, 
which he organized with Ike Lincoln and Ww. 
A. Kelley. Several years as0 Mr. Thompson 
withdrew from the lumber industry and cen- 
tered his attention on oil production in West 
Virginia. He was president of the Western 
Golf Association for five years, and a mem- 
ber of the United States Golf Association 
and its board of governors. Survivors are 
a daughter and one brother. 


ED 

WILBUR B. MANN, 70, @mied in a hospital 
at Americus. Ga. Aug. 17, after a brief ill- 
ness. Mr. Mann was manager of the A. C. 
Alexander Lumber Co. at Ellaville, Ga., 
where he had been located for_two years. He 
was @ member of a pioneer Georgia family, 
having been porn in Atlanta where he lived 
during his youth. During the governorship 
of Richard B. Russell, Ir., he served as State 
income tax collector, and prior to that time 
was associated with the Federal income tax 
department, being director of the New Haven 
(Conn.) office for several years. Je began 
his career as a lawyer with the Southern 
Railroad, operating in Atlanta, Washington 
and Baltimore, and later_he transferred his 
activities to the Morgan Trust Co. of Mexico 
Citv, being identified with that firm until 
1919. Surviving are a sister, a daughter and 
two brothers, all of Atlanta, in which city 
the funeral occurred. 


CLYDE HENRY WILSON, 52, vice presi- 
dent of the Deer Park (Wash.) Lumber_ Co. 
and in charge of sales in the central West, 
died in Augustana Hospital, Chicago, Aus. 17 
of a heart ailment. He was the son of Charles 
Wilson, a pioneer lumberman of New York, 
Michigan and Wisconsin. Clyde Wilson at- 
tended the University of Minnesota, where 
he was a member of Delta Tau Delta fra- 
ternity. He was associated for a time with 
the Weyerhaeuser interests. Since 1920, Mr. 
Wilson had lived in Chicago where funeral 
services were held with_his many friends in 
attendance. A brother, Raymond, of Spokane, 
Wash., came to Chicago for the rites and 
accompanied the body _ to Spokane where 
burial was made Aug. 23. Mr. Wilson leaves 
his brother and the latter’s children. 


—————— 


FREDERICK B. REYNOLDS, 74, for_over 
forty years head of the Boston (Mass.) Lum- 
ber Co. (inc.), died Aug. 20 in his home at 
Winckester. A native of Nova Scotia, Mr. 
Reynolds went to Boston when young and 
for a time was attached to the Boston office 
of the late George Van Dyke, head of the 
Connecticut Valley Lumber Co. He later 
joined Charles Batchelder and others in 
forming the Boston Lumber Co., and in 1896 
succeeded the late Harry Folsom as presi- 
dent of the company. He is survived by his 
widow, a daughter, and a son, Robert ae 
who has been active in the management of 
the lumber firm. 


——— 

HUGH BERNARD PELTON, 57, traffic 
manager of the Jennison-Wright Co., Toledo, 
Ohio, died of a heart attack at his home, 
Aug. . Myr »elton lived his entire life in 
Toledo, where he worked for several rail- 
roads before joining Jennison-Wright Co.. 
eighteen years ago. His position with his 
company extended to a subsidiary of the con- 
cern, the Midland Creosoting Co. in Granite 
city, Il. Mr. Pelton was a member of the 
executive committee of the Great Lakes 
Regional Advisory board, and a practitioner 
before the Interstate Commerce Commission. 
Surviving are his widow and two sisters. 


a, 

THOMAS SIMON GALBRAITH, 12, chair- 
man of the poard of the Eatonville (Wash.) 
Lumber Co. since 1930 and for twenty years 
previous to that time president of the con- 
cern, passed away Aug. 91. Born in Honer, 
N. Y., he went to Tacoma in 1909, and ten 
years later became nead of the lumber com- 
pany at Eatonville. His son, J. H. Galbraith, 
succeeded him as president of the company 
in 1930. Mr. Galbraith was a 22nd degree 
Mason, and active in civic and community 
affairs. Surviving relatives include his 
widow, @ daughter and the son. 

-pacecspeamanneet 

ADOLPH H. TEGGE, 59, vice president The 
Tegge Lumber Co., Milwaukee, Wis., died in 
a Milwaukee hospital, Aue. 10. He was the 
son of Fred Tegge, who with Charles E. 
Tegee, another son, organized the lumber 
company thirty-eight years ago. Adolph 
Tegge was connected with the concern since 
it was started, and at his father’s retirement 
in 1905 became secretary, while his brother 
advanced to the presidency. He later was 
named vice president of the company. Charles 
Tegge was fatally injured in an automobile 
accident eight years ago. + r. Tegge leaves 
his widow, two daughters and a son. 

papa emai 


R. R. LAIRD, 40, manager of the Humble, 
Tex., yard of the retail lumber concern of 
w. Cc. Lindley, Cleveland, Tex., for the last 
three years, was fatally injured July 29 in 
an automobile accident. Mr. Laird was con- 
nected with the Foster Lumber Co. at Fos- 
toria, Tex., for eight_years prior to becoming 
associated with Mr. Lindley. He was promi- 
nent in Masonic and civic work in his com- 
munity. Surviving are his widow, 4 son, 
one daughter, his father and several broth- 
ers and sisters. 


BENJAMIN v. BECHTEL, 50, associated 
with the sales organization of . T. Jones 
Lumber Co. (Inc.), North Tonawanda, ". ae 
for over thirty years, passed_away suddenly 
at the Deaconess Hospital, Buffalo, Aug. 8. 
He was a member of the school board of 
Tonawanda, and active in fraternal and 
church organizations. His acquaintance in 
the lumber industry of New York and Penn- 
sylvania was extensive. Mr. Bechtel is sur- 
vived by a widow and two sons. 


RALPH KACKLEY, 28, superintendent of 
the Commons Lumber Co., Richmond, Ind., 
for four years, drowned while fishing in 
Canada, Aug. 9 Mr. Kackley and Russell 
Commons, son of Cc. A. Commons of Rich- 
mond, had gone on the fishing expedition a 
few days before the tragedy. Mr. Commons 
tried to rescue his partner but was unable 
te do so. The parents of Mr. Kackley sur- 
vive. 
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ROBERT JAMES EDWARDS, SR., general 
manager of the Butters (N. C.) Lumber Co. 
died suddenly Aug. 10 at his home. He was 
with the company for fifty years, 4 majority 
of that time being manager 0 the large 
pine and cypress manufacturing business. 
Mr. Edwards was a leader in civic enter- 
prises, active in church affairs and at the 
time of his death a member of the Bladen- 
boro school poard. His widow, two sons 
and two daughters survive. 


aman 

WALTER _B. NORTH, 86, veteran lumber 
dealer of Kalamazoo, Mich., died in that 
city Aug. 15. Mr. North started in the lum- 
ber business at White Pigeon, Mich., moved 
later to Vicksburg, and finally located in 
Kalamazoo at the time of the formation of 
the North & Coon Lumber Co. in 1888. The 
firm is now the North Lumber Co., and a 
son, Hubert L. North, is active in it. 
daughter, one son and three nices are among 
survivors. 


cocina 

CHARLES EDWARD SHORE, Jr., 55, as- 
sistant treasurer of Bailey’s Lumber Yard 
(inc.), Miami, Fla., passed away Aug. 4, after 
suffering a stroke the day_ before in the 
lumber office. Mrs. Shore and two daughters 
survive. 

— 

CLYDE A. RIGGS, 56, general manager of 
the Lumber Promotion Co., Tacoma, jash., 
died in a hospital in that city, Aug. 3. e 
formerly lived in Bellingham, Wash. His 
widow, a son and two daughters are left. 

ina 


CHARLES JASPER, 72, active*in the Jas- 
per Lumber Co., Newton, Iowa, for nearly 
fifty years before retiring a few years ago, 
died Aug. 8. He leaves his widow, a son 
and two daughters. 


FRANK B. POST, 56, manager of the Leba- 
non (Ohio) Lumber Co., died at a hospital in 
Wilmington on Aué. 12. His widow, a daugh- 
ter, his mother, two brothers and a sister 
survive. 
en 

CLAUDE D. WILKES, 54, vice president 
and co-owner of the Liberty Lumber Yard 
(Inc.), New Orleans, La., died Aug. 9 in 
the Baptist Hospital after a short illness. 


el 

J. H .KEEL, 69, partner with Cullen Drewry 
in Keel-Drewry & Co., Greenfield, Tenn., for 
thirty-eight years, died Aug. 
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Residence Construction Costs 


Following are index numbers of construction 
costs (based on 1926-9 averages as 100), com- 
piled by E. H. Boeckh & Associates (Inc.), 


Cincinnati, Ohio, covering residences, frame 
and brick: 

1926-29 1935 1936 August 

Area Avg. Avs. Avg. 1937 

Atilanta— Frame. 82.7 68.4 68.4 79.4 

Brick.. 87.0 12.4 72.4 85.7 

Baltimore— Frame. 107.2 30.0 80.9 91.5 

Brick. .112.0 85.5 85.8 94.8 

Boston— Frame.116.3 91.2 87.9 103.8 

Brick. .120.3 97.6 94.2 111.2 

Chicago— Frame .109.2 91.5 97.2 105.7 

Brick. .114.2 97.9 102.9 112.1 

Cincinnati— Frame.1 0.5 86.4 84.5 101.3 

Brick. .105.0 92.3 89.9 109.9 

Cleveland— Frame. 107.2 87.6 91.7 108.2 

Brick. .113.4 94.5 98.8 115.8 

Dallas— Frame.112.8 82.8 82.5 89.2 

Brick. .115.8 88.9 87.1 95.1 

Detroit— Frame.103.3 78.1 80.6 98.2 

Brick. .108.4 83.4 85.9 105.3 

Minneap.— Frame. 92.8 82.7 88.6 104.9 

Brick.. 2 88.6 93.6 111.0 

N. Orleans— Frame. 93.3 16.2 13.4 85.1 

Brick.. 96.3 81.3 78.8 88.4 

New York— Frame.133.3 92.2 96.4 116.4 

Brick. .138.4 92.5 101.8 121.8 

Philadel.— Frame.100.3 85.4 88.7 89.4 

Brick. .100.7 91.9 95.5 96.4 

Pittsburgh— Frame.113.3 84.1 92.8 115.3 

Brick. .118.8 90.5 100.4 123.1 

st. Louis— Frame 118.6 91.6 91.0 97.6 

Brick. 121.1 99.7 99.1 106.4 

San Fran.— Frame. 87.7 84.1 86.5 104.9 

Brick.. 93.7 91.6 95.6 111.2 

Seattle— Frame. 84.5 81.1 79.8 98.0 

Brick.. 92.2 88.6 86.5 108.7 





To Build Line to Dismal Swamp 


Ricumonp, VA., Aug. 93.—The Camp Manu- 
facturing Co. of Franklin, Va., will build a 
90-mile standard gage logging railroad from 
its mill at Franklin to timber property in the 
Dismal Swamp. Right-of-way for the line, 
which will start at Cypress Chapel and go by 
Holy Neck, has been secured, the paper said. 
The lumber company, which united with the 
Albermarle Paper Co., of Richmond, to form 
a $3,500,000 corporation for manufacture of 
pulpwood products, plans to secure much oO 
the wood for the big plant now going up at 
Franklin from the Dismal Swamp, it was said. 
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THE BUSINESS RECORD | 








Business Changes 


ARKANSAS. Higden—Alexander & Cullum suc- 
ceeded by B & D Saw Mill Co.; A. V. Alexander, 
proprietor. 

Little Rock—Arkla Sash & Door Co. (Inc.) re- 
organized as Arkla Sash & Door Co., with George 
H. Burden as president. 


FLORIDA. Jacksonville—DeMuth-Germain Lum- 
ber Co., succeeded by DeMuth Lumber Co., Florida 
National Bank Building. 


GEORGIA. Augusta—Smith Lumber & Manufac- 
turing Co. succeeded by Mulherin Lumber Co. 


ILLINOIS. Bondville—J. H. Kesler succeeded by 
Herbert Lumber Co. 


IOWA. Early—Cornbelt Lumber Co. succeeded by 
Early Lumber Store. 


KANSAS. Amy—J. W. Herndon Lumber Co. pur- 
chased by Stroup Lumber Co. of Garden City, Kan., 
and will be operated as The Stroup Lumber Co. 

MASSACHUSETTS. Quincy—F. D. Lawley (Inc.) 
succeeded by Quincy Adams Yacht Yard (Inc.) 

MICHIGAN. Hudson—John R. Hawkins suc- 
ceeded by Hawkins Lumber Co. 

MISSISSIPPI. Columbus—Bigbee Veneer & Lum- 
ber Co. succeeded by Backstrom’s Lumber Co. 

MONTANA. Boulder—Lees Taylor succeeded by 
Boulder Lumber Co. 

NEBRASKA. Deshler—Deshler Lumber & Coal 
Co. succeeded by G. G. Scroggin Lumber & Coal Co. 

Spencer—Spencer Lumber Co. real estate, coal, 
hardware, paint purchased by William Krotter Co.; 
the lumber stock has been sold to the Farmers’ 
Lumber Co., Fairfax, S. D., and Jones Lumber 
Co., Bonesteel, S. D 

NEVADA. Carson City—Hobart Estate Co. lum- 
ber department changed name to Hobart Lumber 
Co. 

OKLAHOMA. Ada—R. A. Cruson Lumber Co. 
succeeded by Konawa Lumber Co. 

Seminole—Pickering Lumber Co., 103 North Sec- 
ond, purchased by Hudson-Houston Lumber Co., 
who will take over the stock and move from its 
present location to the Pickering site. 

OREGON. Blodgett—Hawley & Minch succeeded 
by Hawley Lumber Co. 

Independence—Charles K. Spaulding Logging Co. 
(retail) succeeded by Independence Lumber Yard; 
D. L. and A. L. Schlag, proprietors. 

TENNESSEE. Latham (P. O. at Dresden)—C. 
H. Brundige succeeded by Cantrell & Brundige. 

TEXAS. Bowie—N. B. Gary Lumber Coa. suc- 
ceeded by Gary-Nees Lumber Co. 

WASHINGTON. Port Orchard—England & Pet- 
erson (Inc.) succeeded by Kitsap Lumber & Feed 
Co. 


CANADA. ALBERTA. St. Paul—H. S. Fraser 
succeeded by Jeremie Faucher. 
Incorporations 


ARKANSAS. Harrison—Missouri-Arkansas Lum- 
ber Co. 

CALIFORNIA. San Francisco—San Hedrin Tim- 
ber Co.; $200,000; controls timberlands in Lake and 
Mendocino counties. 

FLORIDA. West Palm Beach—Santo Domingo 
Timber Co. 

MARYLAND. Grantsville—Cass Valley Coal & 
Lumber Corp. 

MICHIGAN. Howell—McPherson-Browning Tim- 
ber Co.; $18,000. 

Manistique—Miller-Noran Corp.; $100,000; lum- 
ber and builders’ supplies. 

MISSOURI. Kansas City—-Western Missouri Ve- 
netian Blind Co. 

NEW JERSEY. Passaic—Passaic Lumber & 
Millwork Co., 203 Market St. 

NEW YORK. New York City—Walker & Son 
Lumber Corp., 1037 White St., Far Rockaway; will 
carry a full line of building materials. 

NORTH CAROLINA. Andrews—R. T. Heaton 
Lumber Co.; to deal in timber, lumber and lumber 
products. 

OHIO. Toledo—Delta Fuel & Supply Co.; fuel 
and builders’ supplies. 

OREGON. Springfield— Delta Lumber Co.; 
$10,000. 

RHODE ISLAND. Newport—Newport Lumber 
Co.; building material and suppliés. 

TEXAS. Corpus Christi—L. B. Wehring Lumber 
Co.; $12,000. 

McCamey—K. & S. Lumber Co.; $10,000. 

VIRGINIA. Norfolk—Virginia-Carolina Insula- 
tion Co. (Inc.); $22,500; to deal in and install in- 
sulation materials. 

Virginia Beach—Snapps Hardware & Building 
Supplies Corp.; $15,000; to conduct a general build- 
ing and contracting and merchandising business. 

WASHINGTON. Aberdeen—Crane Creek Logging 
Co.; $1,500. 


New Ventures 


CALIFORNIA. Grass Valley—Tahoe Sugar Pine 
Co. will operate a retail yard here, handling a full 
supply of lumber products and builders’ materials. 

Oakland—Moore Mill & Lumber Co. opened a 
branch at 1924 Broadway. 


IDAHO. Sandpoint—The Sandpoint Shingle & 
Box Co. has been formed here. 

MINNESOTA. Cloquet—Gamble Lumber Co. has 
been opened by Arthur H. Gamble, carrying a full 
line of lumber, insulation, roofing material and 
builders’ hardware. 

MISSISSIPPI. Tutwiler—M. L. Virden of Clarks- 
dale, owner of the Virden Lumber Co., will open 
a branch lumber yard in Tutwiler, to be known as 
the Tutwiler Lumber Co. 


MISSOURI. Holt—H. R. Banks Lumber Store 
opened here, carrying lumber, building material, 
builders’ hardware and paints. 

NEW YORK. Central Islip—Central Islip Lum- 
ber Co. 


OHIO. Salem—A. K. McMillan Co. of Pitts- 
burgh, wholesale lumber concern, will operate plant 
here, specializing in the manufacture of overstuffed 
furniture frames and also manufacturing other 
types of furniture. 

OKLAHOMA. Hollis—Home Lumber Co. being 
opened by Sam Bowman; will carry a complete line 
of building materials, paint etc. 

OREGON. Aloha—J. B. Vincent will open a lum- 
ber yard here. 

North Bend—Pacific Handle Co. 


PENNSYLVANIA. Sunbury—Bogar Bros., well 
known Selinsgrove lumber dealers, will also open 
a retail lumber yard here, carrying a complete 
line of finished and unfinished lumber. 

Wilkes-Barre—Irving S. Gloman & Co., 14-20 
Hanover St.; will specialize in modern building ma- 
terials and display fabrics and accessories. 


TEXAS. Colorado—C. E. Hammonds, hardware 
and implement dealer, is opening a lumber depart- 
ment for the retail trade. 

Odessa—Acme Lumber Co., with headquarters in 
Tulsa, Okla., is opening a yard here, handling a 
full line of industrial building materials.. 

WASHINGTON. Spokane—Standard Lumber Co. 
will erect a $25,000 office building and lumber yard 
on Third Street, near Maple. 


New Mills and Equipment 


CALIFORNIA. Willow Ranch—Crane Creek Lum- 
ber Co. will rebuild mill recently destroyed by fire. 

INDIANA. Jasper—Jasper Top & Panel Co. will 
erect woodworking plant, to manufacture plywood 
for radio and furniture construction. The hotplate 
pressing method will be used. 

MICHIGAN. Iron River—Marinette & Menom- 
inee Box Co., Marinette, Wis., is planning to erect 
a plant at Iron River. 

MISSISSIPPI. Bay Springs—C. Blankinship Lum- 
ber Co. will rebuild planing mill recently destroyed 
by fire. 

Meridian—Magnolia Products Co. is installing 
machinery in its new factory for the manufacture 
of Venetian shades. 


NORTH CAROLINA. Monroe—J. H. Myers Lum- 
ber & Manufacturing Co. plans $45,000 improve- 
ments to lumber plant. 


CANADA. BRITISH COLUMBIA. Barriere—Ver- 
non Box Co. (Ltd.) plans sawmill to cost $40,000. 

Langley Prairie—Mills Bros., who recently suf- 
fered $10,000 loss by fire which destroyed a part 
of their sawmill, are constructing another mill. In 
the meantime a temporary sawmill is in operation. 

Vancouver—North Arm Lumber Co. plans saw- 
mill and shingle mill to cost $40,000. 

Victoria—Colbourne Pass Lumber Co. (Ltd.), 620 
View St., plans sawmill and sash and door fac- 
tory, to cost about $40,000. 


Casualties 


ARKANSAS. Madison—Clarke-Bernauer Lumber 
Co. sawmill destroyed by fire, with loss estimated 
at $6,000, partially covered by insurance. 

Tuckerman—E. Julian Lumber Co. lumber 
shed destroyed by fire, with loss estimated at 
$10,000, partly insured. 

CALIFORNIA. Angels Camp—Angels Box & 
Lumber Co. planing mill, a number of sheds and 
some 200,000 feet of pine lumber destroyed by fire. 
The plant will be rebuilt. 

GEORGIA. Macon—J. W. McCook Lumber Co. 
had lumber sheds and plant destroyed by fire, with 
loss of approximately $30,000. Six delivery trucks, 
between ten and twelve carloads of composition 
roofing, several million feet of lumber in the yard 
and sheds, and other building material and ma- 
chinery, including one freight car loaded with lath, 
were burned. Part of the office building was saved. 

KENTUCKY. Louisville—Louisville Veneer Mills, 
1100 River Road, had tempering room and dry 
room damaged by fire, causing loss of approxi- 
mately $50,000, covered by insurance. 

MISSISSIPPI. ' West Point—Seitz Lumber Co. 
sawmill destroyed by fire, with loss of $30,000; 
not insured. Plans are being considered for con- 
structing a new mill. 

PENNSYLVANIA. Willow Grove—J. Dyre Moyer 
(Inc.) had millwork sheds and one of its lumber 
storage sheds, besides the feed house and coal 
storage plant, destroyed by fire, with loss esti- 
mated between $20,000 and $30,000, covered by 
insurance. 

CANADA. BRITISH COLUMBIA. Wynndel—J. 
B. Winlaw Co. at Wynndel, six miles west of Cres- 
ton, B. C., had sawmill and some lumber destroyed 
by fire, with loss estimated at over $75,000, mainly 
covered by insurance. 














| How to Figure Costs for Advertising 
; In Classified Department 


Gee TOW cecccccccccccccccccccecccd® COS @ Mime 

Two consecutive issues..........55 cents a line | 

Three consecutive issues..........75 cents a line 
Four consecutive issues..........90 cents a line 

| Thirteen consecutive issues..........$2.70 a line 

Twenty-six consecutive issues.......$5.40 a line 





Seven words of ordinary length make 
one line. 

Count in the _ signature. 
counts as two lines, 

No display except the heading is 
permitted. 

Extra white space figured at line 
Tate. 

One inch space advertisement is 
equal to fourteen lines. 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 
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CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CoO. Ine. 
Minneapolis, Minn. 








' WANTED 


Employees 


WANTED: MILL SUPERINTENDENT 


For mill employing 56 to 10 men. Must be able 
to estimate time accurately on all special millwork 
and be familiar and able to use all machines in 
a Cabinet and Planing mill. Reply giving full 
details of ability and experience to ‘‘G. 80-Akron,” 
care American Lumberman. 


RETAIL LUMBER YARD MANAGER WANTED 


With experience in managing retail yard, handling 
lumber, millwork, building material, and coal in 
city of 45,000, located in Chicago Metropolitan 
area. Must be experienced in managing men, sell- 
ing industrials, contractors, large and small, and 
complete homes with financing. Keen competition. 
State age, experience, references, and salary ex- 
pected. 
Addrss “H. 43,’ care American Lumberman. 


WANTED: ASSISTANT MANAGER 


For yard in town of 5,000. Must be experienced 
with record keeping and waiting on trade. . 
Address “H. 45,’ care American Lumberman. 


HARDWOOD CONCERN 


Offices in Detroit and Youngstown, good industrial 
connections, well rated, seeks man with Yellow 
Pine experience to sell and buy. Write P. O. Box 
775, Youngstown, Ohio, giving reference and full 
particulars. 




















WANTED 


Young agressive experienced mail order executive. 
110 N. 54 Street, Omaha, Nebr. 


SALES MANAGER 


For Chicago retail and wholesale yards. Give age 
and experience. 
Address “J. 25," care American Lumberman. 



























WANTED 











Employees 


wey YY Yaa 


SECRETARY 


Retail Dealer Association wishes to employ Secre- 

tary with experience in builders’ supply field. 

Give in detail your experience, with references. 
Address “H. 51,” care American Lumberman. 





a 





WTD.: EXP’D LUMBER SHIPPING CLERK 


For Chicago Yard. Must know city. State salary 
wanted and full particulars as to experience; also 
references. 

Address ‘“‘H. 57,” American Lumberman. 


WANTED: MANAGER 
For a geod sized Illinois yard, capable of meeting 
keen competition successfully. Address with refer- 
ences: “‘H. 30.’" care American Lumberman. 


care 








Salesmen 


WANTED: COMMISSION SALESMAN 
To cover Cent. Ill. selling lumber yards L. Cc. lL. 











Lumber—Millwork—Insulation, etc. Write fully 
territory knowledge—selling experience or quali- 
fications. 


CHICAGO & RIVERDALE LUMBER CO. 


Riverdale, Chicago 





RETAIL AND WHOLESALE HDWD. SALESMAN 


Must be experienced. 
LUMBER CoO., 2315 Elston 


For Chicago. 


BISHOP Avenue. 





EXP’D MAIL. ORDER LUMBER SALESMAN 


For hardwood and softwood. Must be acquainted 

with sources of supply. Excellent opportunity for 

capable hard working applicant. Location Chicago. 
Address “H. 52,”" care American Lumberman. 





WANTED: COMMISSION SALESMEN 


To represent Douglas Fir mill. 
Address “G. 70," care American Lumberman. 


WANTED: SALESMAN 


To sell carloads stock millwork in Chicago terri- 
tory for large sash and door factory. Must be ex- 
perienced and well acquainted with that trade. 
Give full particulars and references. 

Address “H. 28,’" care American Lumberman. 








Employment 


FACTORY SUPERINTENDENT 


With wide experience in plant management seeks 
new connection. Expert on sash, doors, interior 
finish, cabinet work. Estimating, detailing. A-1 
mechanic. Successful record. For complete in- 
formation write “‘H. 58,’”’ care American Lumber- 
man. 








WANTED: POSITION 


As Local Superintendent or Assistant to Manager. 
Am thoroughly familier with the operation of 
modern mills and the manufacture of Southern 
Softwoods. Am sober and can go anywhere. 
Address “H. 39,’”’ care American Lumberman. 





20 YEARS’ EXPERIENCE 


Competent to assume complete responsibility large 
Retail Lumber Business. Prefer Southern Michi- 
gan. Well known. Highest references. Available 
reasonable time. 
Address ‘‘H. 40,” Lumberman. 


care American 





A-1 DETAILER & BILLER—SP’L MILLWORK 
Ig open for position; no job too large or compli- 
cated; can furnish references. 

Address “H. 47,’’ care American Lumberman. 


POSITION WANTED: MANAGER 


Trustworthy young married man. Experienced in 
all phases of retail lumber yard. Estimating, sell- 
ing, collections and credits, general office. Have 
also had considerable experience in working for 
firms who were in financial difficulty so that their 





debts were reduced and again put on sound basis- 


without litigation. Best of references. If you 
mean business write today. Will answer every 
reply. 

Address “H. 49,” care American Lumberman. 





YOUNG LADY STENOGRAPHER-SECRETARY 
Five years lumber experience in general office and 


secretarial work; also in sales department. Can 
furnish references. 
Address “G. 62," care American Lumberman. 














August 28, 1937 
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Ernployment 





MIDDLE AGED MAN SEEKS JOB 


As manager or ass’t manager. 30 years’ experi- 
ence in lumber and materials. Able to handle any 
size yard and guarantee results. Willing to work 
for modest salary. Prefer Illinois or Chicago, but 
will go elsewhere. 


Address “G. 94” care American Lumberman. 





WTD. POSITION WITH HDWD. MFR., WHOLE- 
SALER OR DEALER 


Many vears’ experience—qualified to assume duties 
of sales manager; familiar with accounting, stenog- 
raphy and other details. 

Address “H. 29,” care American Lumberman. 





POSITION WANTED—MANAGER OR ASS’T 


18 yrs. exp. retail lumber and millwork, shipping, 
buying, selling and estimating. Age 39. Avail- 
able at once. 

Address “H. 


36,” care American Lumberman. 





SALESMAN DESIRES CONNECTION 


15 yrs. with one company. Large acquaintance 
among Northern, Ponderosa & Idaho White Pine; 
Hemlock; Hardwood & Fir buyers in Northwest. 
46 yrs.; good health; married, and have a family. 
Address “G. 55’, care American Lumberman. 


POSITION WANTED BY MARRIED MAN 


15 years’ experience as manager in yard handling 
lumber, paint and hardware. Best of references. 
Will go anywhere. 

Address “G. 561,” 





care American Lumberman. 





Retail Lumber Yards 


WANTED: LUMBER YARD 
Will make substantial investment in good lumber 





and fuel business and manage. 19 years experi- 
ence A-1 record. Now employed. Prefer Iowa, 
Wis. or Minn. 

Address ‘“‘G. 65.” care American Lumberman. 





WANTED: LUMBER YARD 
Want to buy a good lumber yard in northern Mis- 
souri, southern Iowa or Illinois. 
Address “B. 43,” care American Lumberman. 


WTD. TO BUY: GOOD LUMBER & COAL YARD 
In northern Illinois or southern Wisconsin. All 
replies strictly confidential. 

ddress “G. 81,” care American Lumberman. 


WOODS FOREMAN, 25 YRS. EXP. 
In logging, cruising, laying out and building R. R., 
wants position. 
Address “G. 57,’ care American Lumberman. 











Lumber and Dimension 


WANTED: DRY HEMLOCK—ROUGH OR MILLED 


200 M. all widths, heavy 14 and 16 ft. lengths. 

Also mill run White Pine. Describe and quote de- 

livered Grand Rapids, Michigan. 

VAN KEULEN & WINCHESTER LUMBER CO., 
Grand Rapids, Mich. 











WTD.: POSITION BY MAN WITH 25 YRS. EXP. 

In either office or yard. Location: Ohio, Indiana 

or Michigan. Will furnish the best of references. 
Address “H. 55,”" care American Lumberman. 





FACTORY EXECUTIVE 


Mechanical engineer with eleven years’ experience 
as manager of woodworking plant wants perma- 
nent position. Familiar with cost system and sales 
work. 

Address “‘H. 56,’’ Lumberman. 


care American 





MILLWORK ESTIMATOR-SALESMAN 


Thoro experience in detailing and production. Now 
employed as salesmanager sash and door jobber 
and manufacturer special millwork. Age 38, a 


producer. 
Address 


Can handle organization and get results. 
“H. 48,” care American Lumberman. 





EXP’D LUMBER SALESMEN WANT JOBS 


Eastern territory, out Phila. and vicinity; reason- 
able compensation expected. Write Employment 
Committee, Eastern Lumber Salesmen’s Assn., 321 
Hansberry St., Germantown, Philadelphia, Pa. 





DO YOU WANT EMPLOYEES? 
Write an advertisement; send it to the paper that 
reaches the people. We can help you. AMERICAN 
LUMBERMAN, 431 S. Dearborn St., Chicago, III. 





YOUNG MAN NOW EMPLOYED 
In an executive position in a retail Lumber, Build- 
ing Material, Coal, Millwork, Feed and Grain Yard, 
desires to make a change about September first. 
Age 37. Married, no children. 
Address “G. 56," care American Lumberman. 





COMPETENT LUMBERMAN, NOW MANAGER 
Wholesale firm New York, making money. handling 


west coast, pine, hardwoods; seeking change; 
highest references. Satisfactory exrlanation for 
changing. 

Address “H. 32.’’ care American Lumberman. 





POSITION WANTED 
13 years’ experience in listing materials and mill- 
work from Plans & Specifications. Cost Book A 
Graduate. References. 
Address “G. 77,’" care American Lumberman. 


WANT TO REPRESENT MILL 


Manufacturing Southern or Western Pine, selling 
to wholesale trade in N. Y. & New England States. 
Box No. 203, Holyoke, Mass. 


A-1 CIRC. SAWYER & FILER WANTS JOB 
On small hard or softwood mill, tractor or steam. 
10 years exp. A-1 ref. 

Address “F. 94," care American Lumberman. 











A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 





RESPONSIBLE WHOLESALER 


Long identified in producing end—catering indus- 
trial trade, Illinois, Wisconsin, Michigan. Has at- 
tractive proposition for manufacture of Hardwoods 
or Ponderosa Pine. 


Address “H. 44,”’ care American Lumberman. 


WANTED: APPALACHIAN HARDWOODS 


New York State wholesaler desires contact with 
band or circular mill producing Appalachian Hard- 
woods, particularly Poplar and Oak, in good as- 
sortment grades and thicknesses, with favorable 
freight rate to this locality and able to kiln dry. 
LEO C. FLEMING, 
1044 University Ave., Rochester, N. Y. 








Timber and Timber Lands 


OWNER OF CIRCULAR SAWMILL 


Who has cut out in present location desires op- 
portunity to keep his mill running. If you have 
timber or could use partner with almost new mill, 
trucks, etc., write 

Cc. G BENNETT, Middletown, 





New Jersey 


Steel Rails 


WTD: RAILS, ANY QUANTITY, ALL WEIGHTS 


State tonnage, weight of rail and location. Cash. 
Address ‘‘H. 25,” care American Lumberman. 


Used Machinery 


WANTED: 
Second-hand motor driven single end tenoner, good 
condition. 
ADAMS-ROGERS CoO., Ind. 














Indianapolis, 





Miscellaneous 


WANTED: CORRUGATED STEEL ROOFING 


Used for lumber pile covering. 
Address ‘‘H. 46,” care American Lumberman. 


WHY WAIT WHEN YOU WANT SOMETHING? 


When you want a new stock of lumber or shin- 
gles, new or second-hand machinery; engines, 
boilers, electrical machinery, locomotives, cars, 
rails, business opportunity, timber and timber lands, 
or anything used in the lumber industry, you can 
get it at a small cost by advertising in_ the 
“Wanted Columns” of the AMERICAN LUMBER- 
MAN, Manhattan Building, Chicago, IIl. 
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